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totalled of automatic is always 


516.863 Deliveries 
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BRODIE B-'72) BiRotors 


Allow Dispatcher To Control 
12 Operations At Once 





Photo courtesy Esso Petroleum Company 


The Esso Petroleum Company’s new bulk depot 
at the coastal town of,Hythe in southeast England 
uses Brodie B-72D BiRotor Meters and accessories 
to approach automatic operation. In each of the 2 sessilis: 
12 bays, extensions carry the Brodimatic counters PY eng OS dat aegis 
up to the loading racks where they can be swiveled aie 
in a complete circle and read from any angle. 
From the control office, the dispatcher has over- 
all supervision and control. Here remote counters 
repeat meter information and Brodimatic printing 
counters print the ticket. Remote unit is electri- 


cally interlocked with pumping circuit, allowing 
no fuel to flow until ticket is inserted and starting 
figures printed. Dispatcher can stop pump at any 2 


time in each of the 12 operations. 
With Brodie BiRotors and accessories, you re- *t 
place guesswork, cut time, cut costs. It will pay 
you to get all the details for any new or modern- 
ization program. Call Brodie today! 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALt PRINCIPAL CcCiTries 
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Sundstrand 


RELY-ABILITY 


backs America’s 
oil burners 








GENUINE PARTS 


More than 80 Sund- 
strand certified serv- 
ice ctations across 
the country display 
this sign. Look for 
it, it's your assur- 
ance of reliability. 
List of dealers avail- 
able on request. 





ee 


AND 


Sundstrand service and genuine parts 
assure reliable burner performance, 
fewer service call-backs all winter tong 


You’ll be dollars ahead this fall 
if you haye the Sundstrand fuel 
units you service checked and 
overhauled at a Sundstrand cer- 
tified service center. 

Here’s why. Only genuine 
Sundstrand parts are made to 
match the original quality and 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


precision built into every Sund- 
strand fuel unit. And, only fac- . 
tory-trained service specialists 
using genuine parts restore the 
just-like-new performance and 
reliability of Sundstrand fuel 
units. 

You save in the long run too. 
Costly service call-backs caused 
by inferior parts or a poor repair 
job are eliminated. With Sund- 
strand certified service one call 
does the job. 

For fast, economical mainte- 
nance and increased customer 
satisfaction all winter long, back 
the performance of your Sund- 
strand-equipped burners with 
certified service and genuine 
Sundstrand parts. 





2210 Harrison Ave., Rockford, lll. - Eastern Sales Office: 89 Summit Ave., Summit, N. J. 
Made’ in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; 
in Sweden by Sundstrand Hydraulic AB Stockholm; 
in France by R. S. Stockvis et Fils, S. A. 20-22 Rue Des Petits-Hotels, Paris 
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OIL BURNERS-—WATER HEATERS-—SUPPLY PUMPS 


famous the world over for Quality and Economy 
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SUN-RAY +4-5 OIL BURNERS 
Approved for =4 and +5 Oil 
Capacities from 3 to 25 G. P. H 





LINED OR C 


SUN-RAY BURNER MANUFACTURING CORPORATION 
139-22 QUEENS BOULEVARD - JAMAICA 35, N. Y. 
See us at Booth 715, INTERNATIONAL HEATING & AIR CONDITIONING EXPOSITION, Chicago, Feb. 13-16, 1961 


THE SUN-RAY FAMILY OF QUALITY PRODUC FOR HOMES + FACTORIES + WAREHOUSES 
APARTMENT BUILDINGS + CHURCHES «+ SCHOOLS 
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Among other things... 


The major feature presentation this month appears in 
the articles starting on pages 49 and 57. First, there are 
eight pages of our annual study containing preliminary 
estimates of oilheating installations for 1960, plus in- 
formation about oilheating in general, with complemen- 
tary figures on competitive fuels and equipment. The deal- 
er study, beginning on page 57, explores oilheating dealer 
operations during 1960. Much of the data contained in 
both articles would not be possible without the fine cooper- 
ation of a dedicated group of dealers who supply us with 
information about their companies to permit a projection 
for industry averages. To them we express our annual 
“Thank You.” 

The Commercial-Industrial Oilburning feature, starting 
on page 77, presents a new method to estimate fueloil bills 
from the blueprints before the building starts. The method 
relates fueloil gallons required to heat loss figures. 
Front cover: A petroleum products pipeline crosses a 
stream in Western Kansas. The photo was made available 
by Service Pipe Line Co., Tulsa, Oklahoma. 





bt JANUARY ISSUE for the past 

many years has carried quite a sta- 
tistical summary on oilheating equip 
ment sales, prices, types and applica- 
tions. It is a reference volume often 
quoted in government and industry 
circles. 

The pages of facts and figures are 
not particularly dramatic or exciting 
to read, but they accomplish a neces- 
sary objective. Much of the material 
on these pages would be impossible to 
gather if it were not for the very fine 
help of a good many dealers in each 
section of the country. 

The resulting figures are not in 
themselves entirely useful to the deal- 
ers who make them possible. Their 
help then is given in a spirit of doing 
something that benefits the industry as 
a whole. This is a service on their part 
quite unusual as industries go, and for 
which we can only extend our very 
sincere thanks. 


N ATTRACTIVE BOOKLET published 
by the American Gas Association 
is aimed at investors who might help 
finance that industry's growth. An in- 
teresting sentence in the booklet shows 
that 15% of investments are for pro- 
duction of the fuel, 45% for transmis- 
sion, 3% for storage, and 35% for 
local distribution. The missing 2% 
must be profit. 
The significant point here, however, 
is that the original fuel cost is such a 
small part of the total investment 
needs. It again emphasizes how little 
the producer gets of the industry's dol- 
lar which is a situation that offers some 
disturbing probabilities for the future 
. . . disturbing for the gas industry, 
that is. 


HERE HAVE BEEN several recent in- 
quiries to the editor about what 


dealers have had experience in renting 
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or leasing oilburning equipment. Quite 
often the inquiry is from a market 
where natural gas is just getting started 
and offers to rent heating equipment 
or quite often it could be water heat- 
ing equipment. 

There are a few spots in the country 
where this is being done by fueloil 
men, but the fact that it is not at all 
common would indicate that it has 
some drawbacks. 

A couple of years ago we published 
a story about Parfield Oils Ltd., Ottawa, 
Ontario, a firm that had done particu- 
larly well in renting equipment to land- 
lords who in turn were able to raise 
rents more than the monthly outlay. 

Perhaps it is a subject that needs 
more study. On commercial jobs it 
might be possible to lease oilburning 
equipment for a short term of years 
at a price that would practically amor- 
tize the full cost and then give the 
user an option to buy for a few dollars. 
This is common practice in manufac- 
turing industries for the purchase of 
expensive plant equipment. Again it 
is worth investigation 


i be SIOUX FALLS Argus Leader had 

a story about a new high school to 
be ready by next fall. There are a lot 
of interesting details in the article but 
one unique feature of the building is 
the near absence of windows. But there 
will be 570 skylights. Not only that, 
but the building will be heated by 70 
natural gas furnaces. 

The question comes to mind as to 
whether a school with that many gas 
furnaces and that many skylights 
should provide the students with para- 


chutes 


A VISITOR from Willmar, Minn., oil 


marketer Gordon Haglund, had a 


very interesting comment about mar- 
gins. In his experience, fueloil was con- 
siderably more profitable than gasoline 
although his company sells both in 
good volume. 

It has often been said in that part 
of the country that good fueloil mar- 
gins keep the jobbers financially sound 
in the face of gasoline surpluses and 
soft pricing. 

Haglund says there is more to it 
than that. The refiners, in his opinion, 


must do everything possible to sustain 
and build the fueloil market because 
if they lose it they will not only lose a 
lot of combination jobbers, but there 
will be a tendency for the refiner to 
make more gasoline to offset the loss 
of fueloil gallonage. Thus, fueloil is a 
prop of real significance not only to 
the marketer, but is just as important 
to the refiner in having to fortify his 
investment in manufacturing facilities. 


From the right hand drawer . 

® The LP-Gas Committee of API 
heat 
which in turn makes unfriendly re- 


has criticized oil advertising 
marks about gas as a fuel. The direc- 
tors of the National Fueloil Council 
are asking the local campaign man- 
agers to take the positive line rather 
than negative to avoid starting local 


advertising feuds. 


® Delco Appliance Div. engineers 
predict that in the near future many 
homes will use thermo-electric heating 
and cooling. The current flows one 
way for heating and is reversed for 
cooling. Westinghouse has also done a 
lot of work along this line. 


® Out of 54 graduates of the oil- 
heating course in New York City vo- 
cational schools last June, only two 
were lost to the industry . . . took jobs 
somewhere else. 


@ Esso Education Foundation has 
granted $9,465,644 to 494 schools since 
1955. A major 


project was a three-year grant of $1.5 


its establishment in 
million to advance the teaching of 
science and engineering. 


@ In the October bulletin of the 
Better Home Heat Council of Hartford 
is an item recalling the gas indus- 
try’s criticism of fueloil because its use 
increases truck traffic in residential 
streets. Bob Lynch, the imaginative 
secretary of the council, points out 
that it is true our trucks are getting 
bigger and with 10 ton loads are not 
particularly nimble in traffic nor com- 
pact at the curb. He notes that with 
gas advertising helping to make our 
trucks stick out like sore thumbs, we 
had at least better be sure that they are 
clean, that the drivers are courteous, 
and that they don’t throw ticket car- 


bons on the strect. 
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AMPROBE 


THE ONLY LINE THAT COVERS ALL YOUR TESTING NEEDS 





AMPROBE RS-1 
The economy snap-around vo't am- 
meter with many features of the 
great RS-3 including rotary scale, 
pointer lock, printed circuit, anc ad- 
vanced movement design. 4 current 
ranges. 2 voltage ranges. 


Only $39.85 


AMPROBE JR. 

The advanced voltage tester that 
gives you current, too. Available in 
seven models, ranging from 10 amps 
to 100 amps in either 125/250 or 


* 150/600 volts. Choose the model 


that fits your job. 


Only $19.85 


AMPROBE 
TEST-MASTER KIT 


Keep all your electrical-test tools 
right at hand with this rugged, gen- 
uine cowhide leather carrying case. 
The Amprobe Test-Master Kit contains 
either the RS-3 or RS-1, the Amprobe 
Deca-Tran (extends amperage read- 
ings 10x; as high as 1200 amps), the 
Amprobe Energizer (multiplies sensi- 
tivity of any Amprobe 10x for 
readings on small appliances 
and fractional h.p. motors), 
and a separate covered sec- 
tion to hold your small hand 
tools within easy reach. 


Model TM-33 (with the RS-3): Only $84.50 
Model TM-11 (with the RS-1): Only $71.75 
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PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. WORLD’S LARGEST MANUFACTURER OF SNAP-AROUND VOLT-AMMETERS. 


dloil 
June ; 





GOVERNMENT 
INFLUENCE 


by James M. Collins 


WASHINGTON — Approach of the 
New Kennedy Administration to oil 
and gas issues is now starting to 
emerge. The policy will be “go very 
slowly and conservatively.” 

This tends to support earlier predic- 
tions that there is likely to be no ma- 
jor policy changes advocated by Ken- 
nedy or his cabinet members on petro- 
leum issues for some months. Present 
programs probably will continue much 
as they are now. 

This means, for example, that im- 
port controls on crude and products 
will go on, indefinitely, with no sub- 
stantial change until well into 196]. 
In addition, there will be no advocacy 
of a natural gas bill (to free producers 
of federal controls), and there is not 
going to be an attack on the oil-gas 
percentage depletion allowance. These 
are the big three issues that have cre- 
ated the most controversy in recent 
years in Washington. 

One change that may be made is to 
tie oil imports, East of the Rockies, to 

demand for crude oil (instead of 

iz the import level to the prod- 

ut demand, as is now the case). Oil 

producers have urged such a change 

and lower-level staff men in the gov- 

ernment—who likely will stay on un- 
der Kennedy—are sympathetic. 

Another change that seems likely 
will involve the method of allocating 
import quotas to individual refiners. 
Up to now, the “historic” crude im- 
porters have been granted a minimum 
percentage of their last “voluntary” im- 
port quota (75.5% ). This has tended 
to perpetuate the advantage that these 
refiners had over other refiners who 
obtained import quotas for the first 
time under the mandatory program, 
based on their refinery runs. It can be 
expected that the Kennedy Adminis- 
tration will try to treat all refiners— 


large and small, coastal and inland— 
alike in allocation of crude imports. 
This might be done by allocating each 
refiner a flat percentage of his runs in 
a base period, or of his capacity. In this 
way, every refiner would be treated 
identically, percentage-wise. 

Residual import controls, also, can 
be expected to continue, much as now. 
Kennedy is highly sympathetic to coal 
industry demands for a tight rein on 
foreign fueloil imports. Here again, 
some polishing may be done, to make 
the program better—but it will be con- 
tinued for some time. 

The tax allowances granted to oil 
and gas producers also are slated to get 
much attention (along with tax pro- 
visions affecting all natural resources ). 
But, there will be no basic change rec- 
ommended for the next year or more 


in the 27.5% depletion allowances. 
Fuels Study Is Big Issue 


All of these issues—imports, taxes, 
and gas price control—are linked up 
with another bigger one, that over- 
shadows all the individual issues. This 
involves a study of a “national fuels 
policy.” 

Coal men want this study, believ- 
ing it will lead to controls of “dump” 
sales of natural gas to industrial con- 
sumers, and even tighter controls on 
oil imports. Kennedy promised coal 
men, flatly, during the West Virginia 
primary last May that he would es- 
tablish such a policy study—as one of 
his first acts in the White House. 

Paving the way for Kennedy to act 
will be a report from a special “De- 
pressed Areas Committee,” which Ken- 
nedy set up recently, headed by Senator 
Douglas (D, Ill). The report of this 
committee will be filed by the end of 
December with Kennedy. One of its 
recommendations undoubtedly will be 
that a full-scale study be made of fuels 
and energy in the U. S. One subcom- 
mittee of Douglas’ main committee, in 
fact, has been given the assignment of 
looking into “coal and mineral re- 
search and national fuels policy.” This 
subcommittee and five others met here 
Dec. 14-16 behind closed doors. After- 
wards Douglas said a final report would 
go to Kennedy by January 1 includ- 
ing “specific recommendations” for ac- 


tion by the new president through ex- 
ecutive orders and recommendations to 
Congress. 

The idea of a “national fuels policy” 
as it has been urged by coal men, has 
created intense opposition from oil 
men in all branches, led mostly by the 
API. Oil men have charged that what 
coal really has in mind is “end use 
control” of fuels, a philosophy which 
should be repugnant to those who be- 
lieve in free enterprise. 

But, in view of the inevitability of 
such a study (which is not harmful— 
by itself), oil men may take a second 
look, decide to cooperate in this study 
so that it can be aimed in the right 
direction and away from proposal for 
more federal controls on oil, gas, coal, 
etc. If oil men, on the other hand, just 
throw rocks at this study, they may 
find themselves out in the cold when 
it comes time to formulate policy rec- 
ommendations—and the policies ad- 
vocated under these conditions might 
be very detrimental to oil and gas. 


Regulatory Agencies Eyed 


Meanwhile, Kennedy is reported 
having some difficulty in lining up 
good men to take posts with the regu- 
latory agencies, like Federal Power, 
Federal Trade, and others. At FPC, he 
can mame two men in January, and a 
third next June (replacing Commis- 
sioner Kline, whose term is up then). 
Former Commissioner William Con- 
nole, a political “independent” whom 
Ike would not reappoint last year, has 
had feelers to go back to FPC, possi- 
bly as chairman. If he is appointed by 
Kennedy, the tone of the FPC will be 
more angled to consumers. 


‘Time Bombs’ are Being Set 


The Republicans, leaving office in a 
few weeks, are busy planting some 
time bombs, that could blow up in the 
Democrats’ faces. Some are small ones; 
some big ones. The oil import problem 
is one (where actions by the Republi- 
cans now could cause trouble for the 
new Administration). Another 
volves the reappointment of the Na- 
tional Petroleum Council, issuance of 


in- 


tough rules on oil-gas leasing on pub- 
lic lands. Steps may be taken, however, 
to defuse these before the Democrats 
take over in January. 
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INSURE EXTRA PROFITS FROM PRESENT CUSTOMERS 
...WHILE ADDING PROFITABLE NEW BUSINESS! 


‘ay am _ POWERVAC FURNACE CLEANER 


HAN OYM A 
profit- maki 





@ 75 CUBIC FOOT 
SOOT HOPPER 


@ HANDY HOSE 
STORAGE FOR 100 FT. 


® 2 EASY-TO-REACH ~ 
TOOL BOXES 





GET YOUR SHARE OF THE PROFITABLE 
Wm. W. Meyer & Sons, Inc. FURNACE CLEANING BUSINESS 


The Meyer “HANDYMAN” Furnace Cleaner is built with 
Please send “profit portfolio” more power (up to 40 H.P.) and greater capacity than any 
on HANDYMAN POWERVAC other cleaner. You can contract for all residential, com- 

mercial, institutional and industrial heating systems at a 
FURNACE CLEANER maximum profit. 


8260 Elmwood Avenue * Skokie, Illinois 


Cleans the average home heating system in one hour or 
NAME . less. You can handle sixty jobs before the giant hopper 
needs cleaning out. Furnace cleaning is the ideal tie-in 
service with your present business and it helps develop 
leads for heating repair and parts replacement work. 








FIRM 


ADDRESS 





INVESTIGATE ALL THE ADVANTAGES OF THE HANDYMAN 
FURNACE CLEANER NOW! Use the handy coupon or write on 
your letterhead for free “Profit Portfolio” that presents 
the entire story. 
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SCOVILL 


HAS THE 


FUEL OIL COUPLINGS FROM 34” to 4” 
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GAS PUMP COUPLINGS FROM %” to 1” 
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Reattachable 


SPRING GUARDS FOR FUEL OIL AND 
GAS PUMP HOSE 
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COMPLETE EQUIPMENT FOR ATTACHING 
BY MACHINE OR HAND IS AVAILABLE. 


"All 


permanent or reattachable 


Scovill now makes the industry’s 
most complete line of couplings for 
fuel oil and gas pump hose... in 
both reattachable and permanently 
attached types... in a wide range 
of sizes .. . to both commercial and 
military specifications. As always, 
Scovill provides the fastest delivery 
and the best service with warehouses 
across the country and the largest 
sales force in the industry. For com- 
vlete details, write: Scovill Manu- 
facturing Company, Industrial Cou- 


plings, Waterbury 20, Connecticut. 


Main offices: 99 Mill Street, Waterbury, Connecticut 
Cleveland, Ohio: 4635 West 160th Street. San Fran- 
cisco, Calif.: 434 Brannan Street. Jacksonville, Fla.: 
P.O. Box 8366. Houston, Texas: 2323 University 
Boulevard. Toronto, Canada: 334 King Street, East 


Hose Couplings by 
SCOVILL 
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Monthly oilheating Trends 


ao OILHEATING _ installa- 
tions are estimated at 45,903 do- 
mestic oilburners and units. This shows 
a 26% drop from last year when 62,- 
031 jobs went in. It also follows the 
pattern of the year in which installa- 
tions ran well ahead of factory ship- 
ments until the normal key months ar- 
rived when the comparisons were re- 
versed. 

For eleven months, the estimated 
total is 501,134 which is 15% below 
587,533 in the same period of 1959. 
The eleven month figures are divided 
by types of application: new homes, 
142,316; compared to last year's 188,- 
596; replacements of old oilheating, 
193,033 vs. 193,301; and conversions 
from other fuels, 165,785 as against 
205,636 in 1959. 

The drop in new homes that got oil- 
heating was 24.5% from last year. Per- 
mit figures covering the first eight 
months of this year showed that new 
home building was off 21.8% in the 
country as a whole. In the Northeast- 
ern sections of the country—New Eng- 
land and Mid-Atlantic areas—new 
homes were down 19.4% in the eight 
months while in the North Central 


November Minimum Retail Prices 
Key Dealers 


Nov. Avg. Oct. Avg. 
Separate Burners $312 $313 
Boiler Burners 736 735 
Furnace Burners 611 614 


Price Index: Separate Burners 
1947-49 is 100%, 
WHOLESALE 


95.6 Six months ago 
94.5 Year ago 


November 
Oc tober 


RETAIL 
91.0 Six months ago 
90.8 Year ago 


November 
October 


states they were off 26.3%. They did 
relatively better in the South and West 
where other fuels predominate. 

In November, oilheating dealers sold 
approximately 1,250 central aircondi- 
tioning jobs. They also sold an esti- 
mated 1,818 water heaters powered by 
separate burners. 


Oilheating Stocks: At the end of 
November, dealers were holding ap- 
proximately 42,259 domestic burners 
and units compared with 53,968 a 
month earlier and with 62,196 on the 
same date last year. The current stocks 


iN OF — 
DOMESTIC OILBURNERS & 
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\ No part may be reprinted in any form without permission. 


were divided: separate burners, 20,- 
115; boiler-burner units, 7,099; and 
furnace-burner units, 15,045. 

Factory stocks at the end of Novem- 
ber, the latest information, were 51,- 
436 compared to 43,949 last year. 


Tank Stocks: On November 30 the 
stocks of customer tanks in dealer 
hands were estimated at 33,398 com- 
pared with 36,114 the previous month 
and with 30,167 at the same time last 
year. 

The tank stocks were divided: 220- 
330 gal. size, 30,558; sizes 550 to 675 
gal, 1,704; and sizes 1,000 gal. and 
larger, 1,136. 
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Shipments of Oilburners and Units 


(Including Exports ) 
Adjusted to include manufacturers other than those reporting to 
Census Bureau, FUELOIL & OIL HEAT’s estimates of shipments are: 


SEPTEMBER 


NINE MONTHS 





1960 
42,452 

6,041 
15,721 
64,214 

3,799 


1959 
Separate Burners 53,484 
Boiler Burners 
Furnace Burners 
All Domestic 
Commercial 


Total 68,013 


Percent 
Change 
—20.6 
— 2.5 
—18.4 
—18.7 
—15.6 


1960 
253,266 
31,010 
83,223 
367,499 
28,437 


395,936 


1959 
344,026 

35,047 
112,003 
491,076 

30,953 


—18.5 522,029 





SPECIAL STUDY 


THIS MONTH 


How much Effect has oil Price 
on Sales of heating Equipment? 


HIS IS THE TIME of year when oil 

prices generally go up at least mod- 
erately; not so much to take advantage 
of the heating situation, but more often 
because attempts to improve prices 
wouldn't stick. There has been quite a 
surplus of product during the past 
couple of years with prices running 
generally lower than what might be 
considered a normal market. 

Gas prices have been going up in 
the period that oil was down. So we 
asked the group this month whether 
they believed that oil price has had any 
real effect on getting new business. 

Nationwide, only 19% of the deal- 
ers feel that this has been a help. The 
range of answers to this question had 
a low point in the Midwest of 17% 
and a high in New England with 33%. 


Public Opinion 


Next we asked the group if people 
generally know enough about actual oil 
prices to cause them to have any opin- 
ion on the subject. The composite an- 
swer is that 31% of the dealers believe 
the public pretty well knows oil prices 
against 699% believing they do not. 
The low point on this was the Mid- 
Atlantic states where only 9% think 
the public is familiar with oil price. 

Some of the dealers commented on 
how many people actually know the 
cost of oil: “John Public is economy 
minded; a good comparison is the com- 
pact car vs. the higher priced vehicles.” 
. . . Most people choose gas not be- 
cause of cost, but because they have 
been sold by a well organized adver- 
tising program.” .. . 

“People don’t actually know the 
price of oil, but when it is high they 
have that impression and vice versa.” 
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‘I believe that advertising is more 
... With the 
constant juggling of prices, even we 


important than price.’ 


don't always know what it is.” 
“Prompt, clean service is more impor- 
tant; 90% of the oil customers do not 
know the price of No. 2 oil.” . . 

“At least 75% of the people in this 
area accept the prevailing price with- 
out shopping around.” . . . “Cost is not 
a factor—it’s ‘modern fuel,’ ‘cleanli- 
ness, and service.” .. . “People believe 
what gas salesmen tell them.” 

Two-fifths of the reporting dealers 
make a special effort to tell their cus- 
tomers and prospects that oil prices 
today are bargain rates. They do this 
by direct mail, special company adver- 
tising and through salesmen’s calls. 

With gas prices generally rising 
while fueloil has been lower, the ques- 
tion naturally arises as to how much 
effect this has had on heating installa- 
tions for new home builders. We find 
13% of the reporting dealers saying 
that this has definitely affected builder 
attitudes with a high point on this be- 
ing New England at 22%. 

Three-fourths of the dealers say that 
they feel safe in saying that in view 
of the world oil surplus, fueloil prices 
can be expected to stay low for quite 
a long time. 

The dealers were almost unanimous 
in believing that if we could equalize 
the cost of oilheating equipment with 
gas and electric heat, we could expect 
a very much larger share of new auto- 
matic heating installations. Only 5% 
voted against this opinion. 

Recognizing that to equalize equip- 
ment cost would have to depend on 
some measure of subsidy several sug- 
gestions were offered. 


Dealer suggestions for some form 
of subsidy included these: “I endorse 
the West Coast plan; it appears to be 
working well.” . .. “We need greater 
advertising, a tank subsidy and a serv- 
ice reserve.” 

“Instead—good equipment reason- 
ably priced.” . . . “Need to sell equip- 


ment at cost; quality for lowest oper- 


ating cost.” .. . “Should offer to install 
tank complete with oil line to heating 


unit at no charge.” .. . 

.. “Further 
development of an induced draft con- 
... "Tack on a half 
cent per gallon over tank wagon price 


"$100 per installation.” . 
version burner.” 


and give free service.” 

“Loan tanks.” ... “The only way to 
handle the problem is to subsidize the 
builders cost differential.” .. . “Need a 
“Should 


have better burners and units.” .. . 


tank subsidy program.” 


“Cash payment direct to builder of 
around $100.” . . . “Make the gas in- 
dustry pay 50% 
instead of 10% 


of production costs 
” ... “I do not be- 
lieve in any form of subsidy.” 
“Our prescut program of $82.50 unit 
is helping, but is not high enough for 
complete success.” .. . 

One special form of subsidy men- 
tioned is the simple matter of selling 
oilheating jobs below their cost. The 
dealers estimate that about 29% 
oilheating equipment today is sold be- 
low complete cost to bring the prices 


of 


closer to the other fuel equipment. 

The final question of this series 
asked for a guess on how much higher 
gas prices would have to go before 
speculative builders would hesitate to 
install gas equipment. In other words, 
where is the upset point that would 
cause builders to consider the fuel cost 
more important than equipment sav- 
ing as a factor in selling the homes. 

The composite opinion is that gas 
prices would have to go up another 
30% to stop the builders on this point. 
There was remarkable similarity on 
this point: New England said that gas 
would have to go up 24%; Mid-At- 
lantic up 35%; Midwest up 26% and 
Pacific Northwest up 25%. 


Some general comments on this sub- 
ject were these: “Our best chance to 
retain this market is through the de- 


January 


1961 





velopment of oilburners.” . . . “A vigor- 
ous advertising campaign by our asso- 
ciation over the past four years stress- 
ing ‘safety’ and ‘cost’ has resulted in 
oil outselling gas in a ratio of three 
to one; actual costs 
are not mentioned because of the rise 
and fall of the oil market.” ... 
“We must get manufacturers to de- 


( Massachusetts ) 


velop a new concept in burning fuel- 
oil.” . . . “Gas is being pushed by elec- 
tric heat in this area” (Springfield, 
Mass. ) 


about the same here; it is a matter of 


. “Oil and gas prices are 


personal preference.” . “Service 
costs on equipment should be elimi- 


nated.” ... 
Superior Equipment 


The oilburning equipment we han- 
dle is good enough so we don’t have 
to take a back seat for any gas job.” 

“Builders by and large do not care 
what the cost of gas is; they are only 
interested in the installation cost.” .. . 
“When we get conversions from gas 
it is not because of the price of the 
fuel—customers get dissatisfied wit 
poor and sloppy service; we have lost 
only three customers to gas in the past 
four years and we are getting one of 
these back.” . . . 

“The price of gas is immaterial to 
the builder—the future home owner 
.. “Our 


need is still for an economical conver- 


pays for it, not the builder.” . 


sion unit to convert the gas units to 
oilfired units.” .. . 

“Project builders are being offered 
subsidies not only on heating equip- 
ment, but also on water heaters, cook- 
ing stoves and refrigerators if they in- 
stall gas heat.” . . . “The only reason 
for builders not to use gas equipment 
would be because of a general com- 
plaint from the buying public.” ... 

Builders do not care what gas costs; 
they sell the house and that’s it. It is 
the subsidies the gas companies give 
them that kill us—we cannot compete 
against the price of the units plus the 
benefits 


throw in.” ... 


fringe the gas companies 

“When the gas company stops buy- 
ing accounts from the builders, and 
when we, the people, stop subsidizing 
the utilities who can advertise exten- 
sively without fear of going bankrupt, 
then private industry may compete.” 


More than Half of Burners 


face Replacement 


LMOST 59% of the oilburners in 
use today are slated for replace- 
ment during the decade of the Sixties, 
unless a way is found to keep them 
operating longer than has been his- 
torically typical. 

In a series of continuing studies by 
FUELOIL & OIL HEAT it has been 
found that in the past the average or 
typical oilburner was replaced at 17 
year age. 

Economists for Esso Standard Div. 
came up with the same figure when 
they had their field men interview all 
former users of fueloil that had 
switched to gas heat. The average age 
of the oil equipment had been 17 
years. The burner may not be worn 
out beyond repair at that age, but for 
one reason or another the change is 
made at that average point in time. 

In the years from 1944 to 1953, in- 
clusive, 5,768,988 oilburners were in- 
stalled. Those will become 17 years 
old in the ten-year period just ahead. 
The number represents 58.7% of all 
oilburners now operating, estimated at 
9,824,590 as of December 31, 1960. 

We won't save all of those replace- 
ments for oil—the industry never has. 
In the past five years the losses to 
other fuels have represented 39% of 
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OLD OILHEATING 
JOBS REPLACED 


FUTURE PROJECTION | 
BASED ON AG 
_OF PRESENT BURNERS | 


in Sixties 
our take-outs. We have saved 61%. 
Extending the 39% loss ratio for 
ten years ahead, as shown in the chart, 
we see that in the year 1970 the num- 
ber of old jobs coming out will be 808 
thousand, the estimated losses to other 
fuels will be 315 thousand, or net oil- 
heating replacements saved for us will 

be 493 thousand. 
The estimated annual average for 
the 10 years will be 577 thousand 
changes of which we'll save 352 thou- 


sand and lose to others approximately 
225 thousand. 


Promotion helps 


It is important to recall that in the 
past five years the industry has had a 
growing number of active promotional 
campaigns for oil heat. Without those 
our losses would have been worse. 
With larger promotion, perhaps we can 
improve our ratio of oil replacements 
to losses. 

For oil refiners the outlook is very 
critical. We have got to first get new 
users to offset the growing losses be- 
fore we can show a net growth in de- 
mand for oil. 

There’s no point in being pessimis- 
tic but the industry needs awakening, 
for sure. 





HOLDING OUR BUSINESS 
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— PRICES in the table as you may 
have noticed are based on the 10th 
of the month because it takes a few 
days to gather them before we send 
this to the printer. The December 10 
prices showed only three small changes. 
Chicago and Milwaukee were up a 
quarter cent, tank car, and St. 
A¢ at that level. 

However, by press date there were 
advances announced on the East Coast 
by Esso with industry as a whole prob- 
ably going up right away. The increase 
was .8¢ a gallon at both levels from 
Baltimore north, and .5¢ south of there. 
In the area from Providence to Port- 
land, Me., the tank car price went up 
9¢ and at Albany 1.0¢. 

Severe December storms over most 
of the heavy oilburning areas will 
change the degree-day table consider- 
ably by the end of the month. To No- 
vember 30 the East was 9.7% 
er than normal and 10.9% warmer 
than last year. To the same date, the 
Midwest was 8.19% warmer than nor- 
mal, and 22.6% warmer than last year. 
For the entire East of the Rockies area, 
there were 9.2% fewer than normal 
degree days, and 14.6% 
last year. 


Louis 
was down 


warm- 


fewer than 


Distillate Fueloils 


PRIMARY STOCKS* 

(Thousands of Barrels) 

East of Rockies 
Dec. 9 Dec. il 
1960 1959 
72,189 68,407 
53,061 44,226 
25,417 31,478 


East Coast 
Midwest 
Gulf Coast 


Total 150,667 144,111 


*American Petroleum Institute. 
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No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of December 10, 1960 
Tank Tank 

Cart — 

Portland, Me. 9.3 
Boston 9.2 

Providence 9.2 
Hartford 9.55 

New Haven 9.2 


te tt et 
im 


Syracuse 10.0 
Albany 9.2 

New York 
Newark 
Philadelphia 
Baltimore 


Wilmington, N. C 
Washi ngton 9.8 
Richmond 9.85 
Charleston, S. C 9.8 

Chicago 10.25* 

Detroit 10.50* 


0 9.010 
NNN hd 
pd fem a feed fed pe 


\o 
oo 


pmb ph feed pe fed ped 
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Cleveland 13.7° 
Minneapolis 10.429 
St. Louis (A) 10.00* 
Indianapolis 10.64* 
Milwaukee 10.485* 
Des Moines 11.1 


12.05* 
10.825* 
10.6* 


Pe ta 


Liao 


ON 


2) 


14.8 
15.1 
|e 
16.8 
14.3 


San Francisco 

Portland, Ore. 

Seattle 

Spokane 

Los Angeles 

Tank wagon prices shown are for maxi- 

mum one-time delivery discounts. 

* Delivered. 


(A) Subject to voluntary allowance of 
0.4¢ gal. in Missouri 

tTank car prices are typically those paid 
by fueloil distributors as a purchase price 
On the West Coast, this term more often 
indicates a retail sale to a large commercial 
account. This usually is a half cent below 
tank wagon price 


Degree Day Table 


—SEASON TO 
Sept. 1 to Nov. 30 
Norm. 1960 


DATE— 


Percent 
Change* 


Albany AP 1362 1277 


Atlanta AP 
Baltimore CO 
Boston AP 1 
Buffalo AP 1 
Charlotte, N.C. AP 


Chicago AP 1 
Cincinnati CO 
Cleveland AP 1 
Dallas AP 
Denver AP 1 
Des Moines AP 1 


Detroit AP 1 
Grand Rapids AP 1 
Hartford AP 1 
Helena AP 
Houston AP 
Indianapolis AP 1 


Kansas City AP 

Los Angeles CO 

Louisville AP 
Milwaukee AP 1 
Minneapolis AP 
New Orleans CO 
New York CO 


Omaha AP 1 
Philadelphia CO 
Pittsburgh CO 

Portland, Me. AP 1 
Portland, Ore. CO 

Providence AP 1 
Roanoke, Va. AP 


St. Louis AP 

Salt Lake City AP 

San Francisco CO 

Sault Ste. Marie AP 1 

Seattle CO 1 

Toledo AP 1 
Washington AP 
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COA 147.9—ene 


Fens 


511 


441 


725 603 


010 
308 11 
592 


205 
831 
114 
352 
316 
252 
224 


428 
184 


1936 


188 
090 


905 
198 
862 
393 


1576 


146 
863 


202 
768 
966 
539 
899 
160 
825 


878 


1240 


475 
942 1 
003 
245 11 
793 


*Compared with normal. 
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MAKE UP YOUR MIND, JUDGE... 


1961 is going to be a “year of decision” for many companies, large and 
small. If you’re aiming to turn decision into opportunity and opportunity 
into success, you'll be wise to take a good look at the new, expanding 
HARTOL organization. In addition to being the “best source” on the 
Eastern seaboard for top grade petroleum products, today’s HARTOL 
packs the vigor and punch of the fastest growing marketer in the field. 
Most experienced! Most skilled! Most interested in serving you! Make up 
your mind on the basis of all the facts. Call your HARTOL representative 
and find out what he can do for you right now. 


® Largest independent marketer of gasoline and fuel oil on the Eastern 
seaboard. 17 modern terminals. 


® First in experience . . . cooperation with independent jobbers and 
dealers . . . ability to serve. 


HEATING OILS - GASOLINE + KEROSENE 


HARTOL PETROLEUM CORPORATION 


50 ROCKEFELLER PLAZA #© NEW YORK 20, N. Y. 














DONGAN 
Oil Burner 
Transformers 


oe eee. Custom Built 
to your Specifications 


Dongan ignition transformers are 
standard on leading oil burners; 
approved by U.L. and C.S.A.; avail- 
able in many sizes, domestic and 
industrial. Features include high 
voltage windings; cool centers; no 
interference; custom design. Just 
send us a blueprint of the type of 
mounting you need! 


Get this New Portable 
Transformer Tester! 


You'll like the con- 
venience of Don- 
\gan’s new test unit. 
Included: high volt- 
age potential trans- 
former; voltmeter; 
pair of high tension 
test leads; pair of 
primary leads, For 
bench or fleld work, 
easily portable — 
weighs just 15 
pounds. Write for 
prices, 


In your pocket . . 
complete data for 
replacement  trans- 
formers: pictures, 
cross-index tables 
that give specific 
Dongan replace 
ments, dimensions, 
mounting drawings 
and instructions. 
Ask for your com- 
plimentary copy to- 
day. 





SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 
MANUFACTURING CO. 


2981 Franklin St., 
Detroit 7, Mich. 








Names in the News 


Kalman Steiner, owner and manager 
of the Baltimore office of the Central 
Fuel Co. of Maryland, Inc., died on 
December 5 after suffering a stroke. 
Steiner had joined Central Fuel three 
yeas ago after 11 years with the Hoff- 
berger Co., Baltimore. He was well- 
known in the industry for his five tech- 
nical books, plus contributions to trade 
journals both on the domestic as well 
as commercial-industrial phases of oil- 
burning. His most recent publication 
was the third edition of his book, “Oil 
Burners.” Steiner was a native of New 
York who graduated from Illinois 
Technological Institute and shortly 
thereafter joined Midwest Heat Co., 
Chicago. He moved to Baltimore after 
the War to join Hoffberger and also 
function privately as a consulting engi- 
neer. Steiner combined his industry 
functions with activities in engineer- 
ing and technical societies. He is sur- 
vived by his wife, two sons, two 
brothers, three sisters and four grand- 


children 


J. L. Huss has been appointed man- 
ager of customer distribution service, 
ndustrial Products Group, Crane Co., 
Industrial Products (€ Crane € 
Chicago. He has been with the com- 
pany since 1950 and will now head 


the new department established to 


render complete customer order serv- 


ice and control of inventory at stock 


service centers. 


C. Les 
Lawrence J. Studnicky, Jr., 
ville, N. J.; 
Angeles, Calif., have received the pres- 
ident’s award from H. P. Mueller, Jr., 


Newhart, Sarasota, Fla.; 
Mercant- 
and Robert L. Young, Los 


president, Mueller Climatrol, Milwau- 
kee, Wis. The awards are presented 
each year to the firm’s three outstand- 
ing sales representatives. Newhart was 


the leading man, followed by Stud-- 


nicky and Young. 


James F, Donnelly, Jr., has been ap- 
pointed manager, advertising and sales 
promotion, Permaglas Division, A. O. 
Smith Corp., Kankakee, Ill. He joined 
the parent company in 1952, moved 
to the Permaglas Division in 1956, 
and became supervisor of sales pro- 
motion in 1959. 


R. O. Beauregard has been named 
sales manager, heating oil, for the 
Boston Marketing Division, Gulf Oil 
Corp. He has been marketer of home 
heating and farm markets since 1958 
and will be responsible for the mar- 
keting of all fueloils throughout 
Maine, New Hampshire, Rhode Is- 
land and Massachusetts east of the 
Berkshire area, eastern Vermont and 
most of Connecticut. 


Frank J. Nunlist, vice-president, op- 
erations, Worthington Corp., has been 
elected to the board of directors. He 
joined the company when L. J. Muller 
Furnace Co. was acquired in 1954 and 
subsequently became executive vice 
president of Worthington’s Mueller 
Climatrol Division. He was elected 
a group vice-president in 1958. 


Harry E. Beckley has been named 
manager of the new plant in La- 
Grange, Ind., operated by Motor 
Wheel, Lansing, Mich. He had served 
as director of transportation and as 
factory manager, Consumer Products 
Division, at the company’s headquar- 
ters. He now will be responsible for 
the manufacture of Duo-Therm space 
heaters, mobile home furnaces and 
airconditioners. 


Pierce V. Burke has been named 
sales manager, Timken Silen Auto- 
matic Products, a 

position newly 
created by Iron 
Manu- 
facturing Co., 
Cleveland, O. For 


the past four years 


Fireman 


Burke has served 

Carrier Corp. as 

sales manager-res- 

idential heating equipment, Unitary 
Equipment Division. He also had been 
associated with Crane Co. at the Syra- 
cuse, N. Y., factory branch. 
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“At Last...you can assure your homeowners 
DOUBLE-HUMIDITY with the 


SUPER-6000° 


ks 
~ “Z . 
» ~ ’ 
. # 
i 
a 
* i 


Thirs-Tee 
Evaporator Plates 
.-- at No Increase in Cost! 


“DOUBLE-HUMIDITY and ago INSTALLED 
Trouble-Free Operation mean IN MINUTES! 


BIG PROFITS FOR You" OUTSTANDING FEATURES: 


@ Lifetime nylon valve. Rigidly tested and 
proved for positive shut-off action with 


At last...a humidifier with capacity enough to 
any water pressure. 


satisfy ALL of your homeowners. Fool-proof nin ee spiel 
° 4° etime aran ass pan. esiste 

and trouble-free, the SUPER-6000 Humidifier any hint of seolie phagrmta pre 

is easily installed during regular service calls. ration. 

Makes you additional profits on new-home and Sturdy Pan support of corrosion resist- 


replacement furnace sales. ant steel. 


Greater plate capacity. Comes with 10 
Over 8,000,000 homes need the Viking “SUPER- plates, capable of holding 15. 


6000” Humidifier. Your profit potential is the 

‘ i When ordering Evaporator Piates 
greatest it’s ever been. When you service a insist on the All NEW Thirs-Tee 
furnace without a humidifier, point out to the Plates of Magnasit 
homeowner the dangers of too-low humidity... @ Non-Breakable 
and recommend the “SUPER-6000”. @ Universal Size 


Wes 3 . M. 
ufacturers for 25 f: 
VAking/am PRODUCTS sia * FURNACE aia cca FANS 


JET ROOM BALANCERS + BLOWER PACKAGES 
PERMANENT FILTERS 


5601 WALWORTH AVE. « CLEVELAND 2, OHIO 


Sia 
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ROPER PUMPS 


» TE een ¥. 


new delivery convenience 
and speed with 


SUSPENDED MOUNTING 


MODEL 3604 ¢ 125 GPM AT 545 RPM e PRESSURES TO 100 PSI 


Roper Series 3600 tank truck pump in +4 size is now available in 
new suspended mounting. When mounted, pump is located di- 
rectly behind cab, suspended from steel T-shaped piping arrange- 
ment cradled in bracket on top of tractor chassis frame. Suspended 
pump mounting makes installation and removal fast and easy. 
Combination of slip joint power take-off drive allows quick ex- 
change of pump for transfer of different liquid. While one pump 
is being cleaned, another can be installed, so that no delivery time 
yas lost. This interchanging of pumps is often less expensive . . . 
often much safer . . . than cleaning pumps in installed position. 


ALL-WELDED CONSTRUCTION eliminates leak problems found 
in tubing or threaded joints. 


TAPERED DISCHARGE LINE and bottom drain plug makes 
drainage easier, more complete. 


ENDS OF CROSSBAR provide hose connections for curb or 
street side mounting. 


LIGHTWEIGHT CONSTRUCTION needs no channe! brackets or 
other supports. 


For information about your specific pump needs, 
contact your nearest Roper dealer 


Dependable pumps 
since 1857 
COMMERCE, GEORGIA 


HYDRAULICS. INC. 


. ... Names in the News 


Andrew L. Schuyler has been pro- 
moted to boiler product manager, Bry- 
ant Manufacturing Co., Indianapolis, 
Ind. With the company since 1956 he 
has been an application sales engi- 
neer since 1959. 

Two new regional sales managers 
and their territories are Joseph Rosen 
son, who will serve distributors in 
Alabama, North and South Carolina, 
Tennessee, Mississippi, Florida and 
Georgia with headquarters in Atlanta; 
and Martin J. Boyle, whose sales dis- 
trict will include New York, Pennsyl- 
vania, Connecticut, Virginia, West 
Virginia and the District of Colum- 
bia with offices in Philadelphia. 


David E. Morgan has been made 
vice-president, contract sales, Warren 
Webster & Co., Inc., Camden, N. J 
He has been director of research and 
development for the manufacturer of 
heating and airconditioning equip- 


ment. 


Dan Graves has been appointed 
product service manager, Ohio Furnace 
Co., Columbus, O. He has been in the 
heating and airconditioning field for 
17 years. Other company appoint- 
ments concern Don Riley now dis- 
trict sales manager covering five Ohio 
counties, and James White a new 
member of the sales force. He pre- 
viously had spent 11 years with Arm- 
strong Furnace Co. 


Marcus A. Markley has been named 
general sales manager, Sun Oil Co., 
Philadelphia, in charge of industrial, 
wholesale, fueloil and foreign sales and 
the sale of liquefied petroleum gas. 


John M. Furin has been appointed 
sales manager, Home Comfort Prod- 
ucts Division, The 
Lau Blower Co., 

Dayton, O. This 

Sales division will 

include the com- 

pany’s line of 

builder products 

including furnace 

humidifiers. Be- 

fore his appoint- 

ment, Furin was assistant sales man- 
ager for Viking Air Products, Cleve- 
land 
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never 


before 


such ONLY 
3 MOVING 


PARTS 


5 ; M PLI Cl (Geared so fluid revolves them in unison) 
—e * 


...such 
small 


size, 
stamina, 
accuracy! 


ONLY 3 EVER-CHANGING SEAL LINES 


WON'T METER AIR...PASSES THE “SPLIT-COMPARTMENT” TEST 


Forcerequirements yet priced to be your best meter ‘‘buy"’ 


Hundreds of positive-displacement LC Meters are serving the Air Force 
world-wide—for the very same reasons they're fast growing favorites with 
all types of petroleum products: performance! But that's not all. Low 
back pressure makes pumps last longer. Lighter weight cuts hauling costs. 
Maximum flow on gasoline needs only 2 psi, and this rapid transfer in 
gravity dumping saves thousands of $$$$ in truck-time each year. No 
churning, no squeezing, outstanding for fuel oil. Durability? No M-7 
rotor or bearing ever replaced. Find out how really good and reliable 
meters can be... 


“if you can pump it, we'll meter it” 
Phone or Write for Literature 


NOW SHIPPED FROM STOCK 
—100 gpm, 200 gpm, 350 gpm, and 600 gpm sizes. 


eloil 
oilheay 


LIQUID CONTROLS CORPORATION 
Cc Ith A , North Chicago, Illinois 
| ConTRoLs J 7 er: Phone: DExter 6-8070 





QUALITY is our business 
.» Without any — 


F ONLY 
GIVES YOU ALL THREE— 


1. FLEXIBLE COUPLINGS 


Jaw 
Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins al! 
three at one time—while in final op- 
erating alignment. 


@ BRAIDED RUBBER—Ground to absolute true con- 

in BUNA-N TUSE and NEO- 

& COVER. Lateral and angular alignment 
requirements fully met. 

* a DESIGN-—Minimizes assembly and 

ndiing costs. Made to exact lengths required. 


aa ——— “ee couplings are en 
This your assurance eof 
+ ontity and pA Gecoptence in the 


2, OIL TANK VALVES 


Ne. 1910 B 


Check These Superior 

Guardian Features— 

@ Metal-to-metal seating. 

@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. 
@ Fusible linkage available in alj designs. 
@ Valve designs for every type of installation. 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.!. 

@ Allows 7° angular deflection. 

@ U.L. approved tor oll and gas. 


Write 


PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-11 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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Humble reorganizes 
company Operations 


HUMBLE OIL & Refining Co. has un- 
dertaken a long-range reorganization 
of the consolidated company’s opera- 
tion. The main feature is the establish- 
ment of four operating regions for ex- 
ploration, production and marketing 
with their boundaries drawn according 
to geographic lines. 

Each of the regions will be headed 
by a regional vice-president assisted by 
a general manager. Present operating 
of 
with their officers and boards of man- 


divisions the company, together 


agement, will cease to exist when the 
entire new program is completed. 
General headquarters for Humble 
will remain in Houston; regional of- 
fices are in New York City for Esso 
Standard, Eastern Region; in Tulsa for 
Houston for the 
New 
the Southeast Region. Territorial sepa- 


the Central Region; 
Southwest Region; Orleans for 
ration will be made by dividing the 


regions into areas and the areas into 
districts. 

Then there will be three functional 
divisions—Manufacturing, Marine and 
Enjay Chemical. Humble Pipe Line 
will continue operations as a separate 
corporation. 

The Esso Standard, Eastern Region, 
will replace the Esso Standard Division 
in northeastern United States. The re- 
gion, headed by William W 


vice-president and Alex A. Diffey as 


Bryan as 


general manager will include Connecti- 
Maine, Maryland, Mas- 


sachusetts, New Hampshire, New Jer- 


cut, Delaware, 





Bryan Diffey Goodykoontz 


sey, New York, Pennsylvania, Rhode 
Island, Vermont, Virginia, West Vir- 
ginia, District of Columbia. 

In the Southeast Region Russell H. 
Venn will head it as vice-president and 
Carl G. 
ager. 


Herrington as general man- 


Offices for the Southwest Region 
will be in Houston. Ray H. Horton is 
vice-president there, James H. Gallo- 
way, general manager. 

The Tulsa office will be headed by 
John W. 
Robert O. Goodykoontz, general man- 


Brice, vice-president and 


ager. 


Hay dried by oil Unit 

at Farm in Sebec, Maine 

A NEWSPAPER in the Piscata- 
Observer, Me., 
reported an oilfired hay drying sys- 


STORY 
quis Dover-Foxcroft, 


tem being used at the Varnum Farm 
in Sebec, Me. 

The photograph shows six wagon 
loads of baled hay being dried. In the 
top center of the building there are 
two oilburners which provide heat for 
six wagons on each side. Heated 


January 


1961 











. al ; 
So MS 
s *< “a { : 


Every hour of every day of every week of the year, the Hess refinery laboratory 
tests the quality of Platinumized WHITE-HEAT. It’s this quality watch...and quality 
control...that increases the profits of independent home heating oil dealers like 
yourself. Because you service what you sell — Hess makes sure that every single 
gallon of Platinumized WHITE-HEAT delivered to you contains less trouble-causing 
sulphur and carbon residue. This is how Hess makes sure you'll have fewer profit- 
eating service calls . . . and can expect increased profits in your service operation. 
It’s another good reason why it makes good sense to switch to Hess and 


PLATINUMIZED WHITE-HEAT — THE BRAND TO BUILD YOUR NAME ON! 
Hess, Inc. State St., Perth Amboy, N. J. + phone VAlley 6-1000 


TERMINALS: PERTH AMBOY, N. J.*° « WOODBRIDGE, N. J.* + EDGEWATER, N. J. « PORT READING, N. J.* + PENNSAUKEN, N. J.* « NEW HAVEN, 
CONN. « ALSEN, N. Y. « RENSSELAER, N. Y.* « ROCHESTER, N. Y. « SCRANTON, PA.* + BALTIMORE, MD." « HESS FUEL OILS, INC. JACKSONVILLE, 
FLA. « PORT EVERGLADES, FLA. « HESS TERMINAL CORP.: HOUSTON, TEX. « NEW ORLEANS, LA. *WHITE-HEAT Terminals 





MORE EFFECTIVE FILTERING 


Delovans Sintered filter 


Delavan’s Sintered Filter was designed to provide greatly 
improved nozzle prote¢tion for small burners (from .560 GPH 
through 2.00 GPH).:Sintered Filters are made of thousands of 
tiny bronze balls fused together into a uniform thickness and 
dense filtering medium. This filtering device lasts longer, is 
harder to contaminate, and provides more effective filtering 
than 200 mesh strainets..Simtered Filters are furnished at no 
extra cost on all Delavan nozzles under 1.00 GPH. 

All Delavan oil burner nozzles are Bi-Metal Construction, 
brass body with stainless steel in those parts where wear is a 
factor. The perfect combination for fine performance. 

Be sure to try the Delavan type A hollow cone nozzle and 


type B solid cone and, of course, the all purpose type W .. . 
all with Delavan Sintered: Filters. 


ym Vy 


Ps /, lanufucti ung C impany 


Canadian Representative Ontor, Ltd. 


12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 


is forced through ducts by fans. A 
trap door opens in the top of each 
wagon; a vinyl hood fastens tightly 
to the sides of the wagon. 

The drier forces heated air through 
the baled hay, pushing the moisture 
out the bottom of the slatted wagon. 
The wagons, each with approximately 
214 tons capacity, are loaded with 
self-propelled tumble type balers. 

Farmer Varnum reports that he 
dried 250 tons of second crop hay with 
the oilfired system and feels that with- 
out the*dryer it would not have been 
possible to harvest a large portion of 
his second crop. Also, he expects that 
the dryer will enable him to improve 
the quality of his roughage which 
should result in less grain, more milk 
per cow and increased profits. 


See 18% of 1961 New Homes 


using Central Heating-Cooling 


NEARLY ONE-FIFTH of the nation’s 
new homes constructed in 1961 will be 
equipped with central heating and 
cooling systems, Paul H. Rutherford, 
general manager of the Delco Appli- 
ance Div., General Motors, predicted 
in New York December 7. He noted 
that this forecast compares with ap- 
proximately 16% of newly built homes 
that were so equipped during 1960 
“On the basis of current evidence,” 
Mr. Rutherford said, “our marketing 
and research men forecast the number 
of new housing starts during 1961 at 
approximately 1,230,000. We expect 
that some 18%, or 221,400, of these 
homes will have heating-cooling sys- 
tems installed during construction.” 
Jonn H. Tighe, Delco’s appliance 
sales manager, described a new “Key 
Dealer Plan” under which the factory 
will sell directly to a limited number 
of high caliber dealers in each market, 
with dealers now handling Delco Ap- 
pliance products being given first con- 
sideration in qualifying for the plan. 
To expedite delivery of new equip- 
ment and service parts to dealers, Delco 
has established new regional ware- 
houses in Cleveland, Pittsburgh, At- 
lanta, Orlando, New Orleans and Los 
Angeles, in addition to those previous- 
ly operated in Chicago, Charlotte, Ar- 
lington, Va., and Portland, Ore. 
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ALLIS-CHALMERS COMPANY 





BETHLEHEM STEEL COMPANY 





BORDEN COMPANY 





FIRESTONE TIRE & RUBBER CO. 





FORD MOTOR COMPANY W. P. GILBERT COMPANY of Irvington, New 


Jersey, works closely with consulting engineers 

= - ar ae. — es gem ge ed 
ETT RG OSPIT. uch cooperation has resulted in over 

G YSBU MEMORIAL # AL. HEV-E-OIL installations throughout the area. 

Shown hard at work on one of these projects 

is Mr. Wallace Gilbert, president of the firm, 

RUTGERS UNIVERSITY and Ed Martin and Bob Peles, sales engineers. 











SUN OIL COMPANY 








U.S. AIR FORCE 








U.S. NAVY 





U.S. POST OFFICES 














F.W. WOOLWORTH COMPANY 





Across the ara... 


top consulting engineers: 
recommend 


HEV-E-OIL burners 
for major projects 





YEAR AFTER YEAR leading consulting engi- 
neers continue to specify HEV-E-OIL burn- 
ers in their plans for stores, factories, schools 
and churches. Just a few famous-name users 

of HEV-E-OIL burners are listed above. 
Across-the-board acceptance of HEV-E- 
OIL burners is natural. For only HEV-E- 
OIL commercial-industrial burners assure 
efficient, economical operation — perfect 
fire control regardless of weather or draft 
conditions. Low-pressure air atomization is 
the big secret of success — accurately me- 
tered oil and air for the best in economical 

performance. 
If you own, specify, install or service 
‘ : r burners, HEV-E-OIL burners will make 
INDUSTR nie COMBUSTION your job easier and more profitable. Ten 
INC. sizes, 1 to 150 gph, adapt to all standard 
EXECUTIVE OFFICES: 4507 N. OAKLAND AVE., heating boilers. For free bulletin, write 
MILWAUKEE 11, WIS. Dept. FO-11. 
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heating, what’? 


There’s no reason to get into a stew over heating problems when you 
can get all the facts about modern heating practice at the Heating & Air- 
Conditioning Exposition. 


At the exposition you can obtain first-hand information and money-sav- 
ing tips on new heating equipment as well as the latest developments in 
refrigeration, air conditioning, and ventilation equipment. 


Over 500 fact-filled displays, staffed by top executives and key technical 
personnel, will provide you with information concerning more efficient 
methods of installation, maintenance techniques, use of related equip- 
ment, and anything they know from which you can profit. 


Keep up with new developments for domestic, commercial and industrial 
applications. Plan your visit now! 


Dn International Heating 
& Air-Conditioning Exposition 


Auspices ASHRAE 


International Amphitheatre - Chicago, I!linois 
Feb. 13-16, 1961 


Monagement: INTERNATIONAL EXPOSITION COMPANY * 480 Lexington Ave., New York 17, N. Y. 


OHI organizes Plans 
for April Convention 


PRELIMINARY PLANS for the 39th an- 
nual convention of the Oil-Heat Insti- 
tute of America, Inc., are being formu- 
lated. The affair takes place April 23 
to 27, 1961 at the Statler Hilton, 
Washington, D. C. 

Francis Schuster, Oil-Heat Institute 
of Indianapolis president, member of 
the OHI Distribution Division board 
of directors and executive vice-presi- 
dent, Troy Oil Co., Indianapolis, has 
been named chairman of the conven- 
tion. 

The tentative program opens on 
Sunday, April 23 when _ various 
committee meetings are scheduled. On 
Monday, April 24 the retiring Dis- 
tribution Division board of directors 
will meet, as will the retiring Insti- 
tute board; also the annual meetings 
of all Divisions and the annual meet- 
ing of the Institute itself will take 
place, as well as the Commercial-In- 
dustrial Section meeting. And, finally 
on this day the new board of directors, 
as well as some committees, will meet. 

The Technical Division takes over 
on Tuesday, April 25 with a sym- 
posium and on Wednesday and Thurs- 
day mornings, April 26 and 27, the 
schedule calls for round table dealer- 
management conferences, clinics and 
discussions on a number of topics deal- 
ing with heating oil and oilheating 
equipment. 

Also being considered are confer- 
ences during the week for commercial- 
industrial oilburner people and special 
sessions for bulk plants operators. 

A convention luncheon on April 
26 will feature a prominent speaker. 

The Institute has distributed hotel 
reservation blanks and convention 
registration forms to facilitate arrange- 
ments for those who plan to attend. 


February Exposition to show 


Heating and Airconditioning 


FEBRUARY 13 to 16, 1961 are the 
dates of the 15th International Heat- 
ing and Air-Conditioning Exposition; 
the International Amphitheatre in Chi- 
cago is the place where the show will 
be held. 


Admission is limited to trade per- 


24 January 





... FOR EXCELLENCE AT THE PRICE OF CHEAP CONSTRUCTION 


NEW OIL FIRED 
WINTER AIR CONDITIONERS 


Interior of Furnace 
with Burner exposed 
. . Round Combustion 

Chamber, Large 
Radiator, Large 


... FOR THE BEST OF THE NEWEST AT NEW LOW PRICES 
For , new 2 Yo NEW AIR COOLED 
ntaine 
SUMMER AIR CONDITIONERS 
denser Intake 
and Discharge 
more than ke ~ + 4 with new 2 Ton (23,000 Btu/Hr) and 3 
Air Intake and Ton (35,000 Btu/Hr) Moncrief Self-Con- 
= tained Units, having condenser air in- 
take and discharge on the same end 
and conditioned air intake and dis- 
New Air Cooled charge on opposite end. Flush-to-wall 
indoor installation or unsheltered out- 
in 3 and 5 Ton 
our sizes .. . Low- 
y ee Top A full line of 2, 3, 4 and 5 Ton 
Outstanding Moncrief Condensing Units with low- 
Ratings velocity, top discharge from a propeller 
Y A R p) ST C ¥ fan; rugged outdoor construction; high 
capacities. Other 3 and 5 Ton Units have 
a centrifugal blower. 
Finest 
For 1961, Moncrief gives you the most 
complete and competitive line in more 
and Air Conditioning Units . . . priced to 
make Moncrief Dealers successful. 
Moncrief prices for 1961 are lower, 
more competitive than ever .. . adjusted 
to help you surpass your competition 
. lower without penalizing Moncrief 
excellence. Instead, Moncrief’s reduced 
manufacturing efficiency. 
If you expect 1961 to be as competi- 
tive as 1960, so does Moncrief. And 
Moncrief has anticipated your needs 
with both lower prices and sensational 
new products. 
Wherever you are located, Moncrief 
and size of units you need to fulfill the 
demands of your market. 
With Moncrief, the capacity to offer 
excellence at the price of cheap con- 
struction is your advantage. You can 
enjoy this competitive power without 
the expense of a big inventory by calling 


Unit . . . Con- 
Easier installation and top performance 
65 years... 
Condensing Unit 

door installation. 
than 65 years of high calibre Furnaces 
prices are made possible by increased 
offers a complete selection of the type 
your Moncrief Wholesaler, now. 


MORE... BETTER GAS 
FIRED UNITS FOR 1961 


Capacity Blower. 


Furnace with Burner 
Concealed . . . Plenum 
Evaporator Coil added 

. . High Air Handling 

Capacity 


A new series of Moncrief Oil Fired Win- 
ter Air Conditioning Units — 84,000, 
95,000 and 112,000 Btu output — with 
high air handling capacities, modern 
styling and the proven reliability of the 
heavy-gauge Moncrief Heat Exchanger. 

Quiet, trouble-free performance with 
round combustion chamber, refractory 
firebox, rectangular radiator and long 
flue travel. Extra-Large Blower permits 
Cooling to be added with standard 
equipment blower. 


... FOR EASY, CONVENIENT BUYING FROM WHOLESALE SUPPLIERS 


interior of Furnace 
with Duct Evaporator 
Coil added, showing 
Blower Chamber and 
Electric Element 
Cartridges. 


Electric Furnace in 
Vertical Position. 
Same Unit can be 


installed as Upfiow, 


Counterfiow or 


Horizonta! Furnace. 


NEW ELECTRIC 
WINTER AIR CONDITIONERS 


New Moncrief Electric Furnaces are de- 
signed for installation with ducts and 
registers and have every advantage for 
complete Winter Air Conditioning — 
heating; ventilating; filtration; humidi- 
fication and fresh air intake, if desired. 

Same unit can be installed as Upfiow, 
Horizontal or Counterflow. Large-capac- 
ity blower makes addition of Summer 
Cooling easy. 

Four sizes — 60,000, 89,000, 100,000 
or 120,000 Btu output (17.4, 23.2, 29.0 
or 34.8 Kilowatts). 


MONCRIEF 


THE HENRY FURNACE 


HEATING AND Alf 


COMPANY +> MEDINA, OHIO 





EXCHANGE 
SERVICE 


SAVES 


... TIME 
... MONEY 
.. EFFORT 
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*Daco 


INPJUSTRIES INC 


ONE SOURCE 
FOR ALL 
MODELS AND MAKES 


be em me mee meee meee meee 


*for wholesalers only 


Wholesalers Check These Paco Advantages:— 
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bReccececcan 


V Weekly Pick-Up and Delivery In 7 States 
V One Week Delivery Service Nationally 

V Reduced Unit Cost—More Profit For You 
V 25,000 Ready-To-Ship Units Stocked 

V Precise Uniformity—Rigid Inspection 

V Premium Quality thru Precision Testing 

V Guaranteed 


"Specialists in a Highly Specialized Field" has put 


Paco Industries, Inc., in an enviable position... | 


being acclaimed the ‘Foremost 
Equipment for the Heating Industry" 


Rebuilders of 


Paco offers a profitable line . . with unusual 
customer acceptance. Rely on a single dependable 
source, with PLUS-SERVICE a bonus . . . get what 
you want, when you want it! 
Recent plant relocation and expansion facilities 
have opened the door to greater territorial 
coverage . . . so, additional wholesaler distributor- 
ships are now available. It may mean more 
sales and greater profits for you! Write today for 
complete information—Dept. WD. 

FREE CATALOG . . . 36 pages, list- 


ing approx. 12,000 units, is avail- 
able from your local wholesaler 


+ +++ +++ AUTHORIZED REBUILDERS OF-+----- 
CONTROLS - FUEL UNITS - WATER FEEDERS : 
CIRCULATORS - TRANSFORMERS - GAS VALVES,etc.. 


eevee eereeeeseoereeeeeeeeeeeeeeeees 
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INBPJUSTRIES ING 
463 SOUTH DEAN STREET 
ENGLEWOOD, NEW JERSEY 


sonnel, including architects, builders, 
dealers, representatives of manufactur- 
ers, etc.; each visitor is admitted with- 
out charge after completing a regis- 
tration card. The Exposition is not 
open to the public and is open from 
12 noon to 10:00 P.M. daily, Monday 
through Thursday, February 13 to 16. 

The Exposition is sponsored by the 
American Society of Heating, Refrig- 
erating and Air-Conditioning Engi- 
neers in conjunction with its national 
meeting. 


Home Builders Show 


to be largest ever 


THE LARGEST convention and exposi- 
tion will begin on January 29 when 
the National of Home 


Builders opens its 17th annual con- 


Association 


vention and exposition in Chicago's 


new exposition center, McCormick 
Place. 

More than 500 manufacturers have 
reserved space for the five-day show 
and it is expected that all of the 137,- 
000 sq. ft. of exhibit area available 
will be before the 
opens. This will be an increase of more 


than 50% 


assigned show 


over any previous year. 
Advance estimates predict that 35,- 
000 or more builders, architects and 
other qualified visitors will attend the 
convention and exposition. Among the 
high points of the convention sessions 
will be a discussion of the economic 
outlook for 1961, a session devoted to 
remodeling, demonstrations of new 
building techniques; how the admin- 
istration will look at housing is also 
a possible topic. 
McCormick 
Place enables the NAHB for the first 


The spaciousness of 
time this year to house the convention 


and exposition in the same building. 


Construction Contracts 
rise again in October 


SHARP GAINS in contracts for com- 


mercial buildings and highways 
boosted total construction contracts in 
October to a new all-time high record 


for the month, according to the F. W. 


Dodge Corp., New York 18, N. Y. 

The Dodge index of construction, 
after adjustment for normal seasonal 
factors, rose to 294 in October (1947 
19 equals 100), the highest level since 
April 1959. The index in September 
1960 stood at 271 and in August at 
276. 

However, contracts for residential 
buildings in October were down 8% 
from October 1959, totalling $1,390,- 
102 in October 1960 compared with 
$1,514,953 which was reported a year 
before. 

Although still below a year ago, 
residential building contracts in re- 
cent months have edged closer to last 
year's levels. The October drop of 8% 
compares with a 14% decline for the 
first ten months of 1960 as a whole; 
the total was $13,006,031 last year 
compared with a total of $15,077,614 
in 1959. 

The number of dwelling units rep- 
resented by the October residential 
contracts totalled 97,121, down 10%; 
contracts for apartments rose 26%, 
while single family homes remained 
below 1959 levels. 

Dr. 


vice-president, pointed out that the 


George Cline Smith, Dodge 


contracts awarded in October signify 
high levels of construction activity for 
many months to come. Since construc- 
tion is the nation’s largest fabricating 
industry, Smith interprets this as an 
indication that this activity will help 
to insure that the current business dip 
will be mild and of short duration. 


Pennsylvania H. S. to offer 
service, installation Course 


THE VOCATIONAL DEPARTMENT of the 
Liberty High School, Bethlehem, Pa., 
has established a 30-week, 180-hour 
course to train oil heat service and 
installation men. It may be used also 
as a refresher course by persons already 
working in the field. 

The school is in need of operating 
equipment as well as the cutaway type. 
Anyone interested in supplying equip- 
ment to be used in the school should 
contact Lloyd B. Kehler, Director of 
Vocational Education, Vocational De- 
partment, Liberty High School, 240 
East Elizabeth Ave., Bethlehem, Pa. 
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Put in YOUR Thumb |. 





Little Jack Horner 

Sat in a corner 

Looking for something real 
(good, that is) 

He put in his thumbs 

And pulled out THREE plums 

Then said, ‘‘General’s the BEST DEAL!” 


= 


General Filters’ products are plums in 
the hot air heating business. They can 
be installed and “‘renewed”’ on regular 
service calls—‘“‘pulling out plums” of 


Geno 


“ALL FEATURES” 
FUEL OIL FILTERS 


Performance proved over the years. 
Life-time iron and steel construction. 
Corrosion resistant plastic coating. 
Wool felt elements bonded to center 
mesh core traps dirt and moisture. 
Two sizes fit ALL plants. 


— 
VA GENERAL FILTERS, INC. 
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“MOISTURE-MATIC” 
HUMIDIFIER 


Simple, safe, compact, automatic, it 
really “minds its own business.” Life- 
time neoprene diaphragm. No float 
to stick, clog, or rust. Corrosion-proof 
pan. Chrome-plated valve. One- 
year guarantee on parts. Installs 
in 30 minutes. 


Ask Your Jobber for thes 


43800 GRAND RIVER AVENUE 


extra profits without increased selling 
effort or travel time. Have your service 
car supplied at all times and help your- 
self to these plums. 


Genera 


Generals 


“CLEAN RIGHT’ 
SOOT REMOVER 


Works in every type heating plant 
—oil, wood, gas, coal. Saves up to 
25% in heating costs. Fast acting and 
safe—no flash, no flare, no intense 
heat. Won't harm burner parts. 
Light, powdery—can be sprayed or 
“spooned”. Use on every call! 


e GF Products 


NOVI, MICHIGAN 


IN CANADA: Canadian General Filters, Lid., 39 Crockford Blvd., Scarborough, Ont, 
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@ A size to meet every re- 
quirement. Uses pressure burner, 
number 2 oil and sells at popular 
prices. Has every feature for vol- 
ume sales. 

Made in large commercial sizes 
for schools, hotels, hospitals and 
public buildings. Approved for 
180 degree outlet water. 

Details on request. 
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HOWDEN COAL AND OIL CO. 
Savannah, Ga. 

qT. 
Regarding your “Study of the 
about coal conversions ( FUEL- 
oil. & OIL HEAT, December 1960, 
page 12), I am taking the liberty of 

writing my views on the subject. 


Moarh” 


Due to climate and other factors our 
territory is in a great many ways quite 
different from markets served by fuel- 
oil companies operating in the North. 

Way back in the early 20’s when we 
first started in business, we had a great 
many logical conversions from coal to 
oil. Over the last 35 years practically 
100% of these conversions have been 
completed. In fact, we do not know of 
anyone in this territory who still burns 
coal in a central heating plant. We 
might add that during the last five 
years when natural gas came into the 
territory, we have lost probably 5% 
of our central heating business to gas; 
this reflects the great amount of money 
spent by local gas people on advertis- 
ing and their unfounded claims of 
economy of gas over fueloil 

In the beginning of our operations 
we were the people who sold the 
equipment and created the fueloil busi- 


Now 


turned 


ness. we find that the builders 


have away from us because 
they can save $150 if they install a 
gas furnace instead of an oil furnace. 
builders back 
home sales to the public on the claims 
ot 


The same thing holds true 


Further, the 


up their 


the gas company makes greater 
economy 
for space heater installations. Conse- 
quently, our sales to new people and 
to conversions are low. Most of our 
sales are for modernizing our present 
satisfied oil-using customers 

We are doing everything that we 
can to correct the general public’s false 
conception of gas economy. Also, we 
point out the safety facts about oil- 
burning and call attention to the pub- 
lic’s wide range of buying choices. 
After all, there is only one gas utility 
here, but there are at least 30 different 
sources from which homeowners can 
purchase fueloil 


The best hope we have to regain 


new home installations and to convert 
back of our customers who 
changed to gas, is the development of 
new oilburning equipment which will 
restore us to the proper price range as 
far as installation cost is concerned. 
This certainly is a subject about 
which all of us members of the Chat- 
ham County Fuel Oil Dealers Asso- 
ciation are deeply concerned. 
F, D. HOWDEN 


some 


U. S. DEPARTMENT OF COMMERCE 
BUREAU OF FOREIGN COMMERCE 
Washington 25, D. C. 

Editor: 

Many thanks for sending us 25 
copies of your publication for use in 
our commercial libraries. 

These are used most effectively by 
our Trade Mission members and our 
embassies and consular posts in bring- 
ing to the attention of foreign busi- 
nessmen the services and products 
available from United States firms. 
The magazines, too, are read avidly 
by the general public and are forceful 
demonstrations of the advancements 
in the industrial and economic life of 
our nation obtained through our free 
enterprise system. 

The commercial libraries are very 
much in demand overseas. Your co- 
operation is certainly appreciated. 

E. PAUL HAWK 

Director, Trade Missions Program 

Office of Trade Promotion 


Oilburner primary Controls 
subject of new NEMA Book 


THE NATIONAL Electrical Manufac- 
turers Association, New York, N. Y., 
has issued a new publication, DC 9- 
1960, dealing with oilburner primary 
controls. 

Described in this book are construc- 
tional details, classifications, functions, 
ratings, timing and other characteris- 
tics of domestic-type oilburner primary 
controls as used for controlling burn- 
ers, other than the vaporizing pot type, 
intended for installations rated at a 
maximum input of 1,000,000 Bru per 
hour. 

Copies may be obtained from 
NEMA, 155 East 44th St., New York, 
N. Y., at a cost of 30¢ each. 
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How the REMITE?’ seal in 
A new material, called ‘“‘Remite,”’ developed in the Research 


BaG centrifugal pumps Laboratory of the Bell « Gossett Company, simplifies the 


a . problem of keeping water out of the bearings of centrifugal 
assures leak-proof operation ace 
“‘Remite”’ is almost diamond-hard...easily cuts glass..: 
corrosion-resistant as well as wear-proof. In all BeG Uni- 
versal and industrial pumps it is used as a floating seat 
facing a carbon seal. This unique combination eliminates 
pump leakage and gives trouble-free service even when the 
pumped liquid contains foreign material. 


““Remite”’ is also produced commercially for a wide vari- 
ety of applications where hardness and wearing qualities 
are important. It has high flexural strength and has corro- 
sion-resistant qualities against a large number of chemical 
fluids. Electrical insulating properties are good at both 
high and low frequencies. 


Position of “‘Remite’’ Seal i ’ 4 
Position of Remite” Seal | |=) BELL &2 GOSSETT 
& 


Pump—a unit built speci- 

fically for use in forced hot = : Cc ° M P A N Y 
water heating systems and ail ae | 

noted for quiet operation. | i Dept. GM-7, Morton Grove, III. 


Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16, Ont. 


A DIVERSIFIED LINE OF HIGHEST QUALITY PRODUCTS 


Booster Pumps Package Liquid Coolers Refrigeration Compressors Mariow Pumps Heat Exchangers Oil-less Air Compressors 
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DELBRIDGE 
Oil & Gas Calculator 


Stop figuring fuel oil charges the old- 
fashioned, long-hand way! No more 
errors—no more dissatisfied customers! 


Figure fuel oil charges fast—easily — 
accurately—with the DELBRIDGE Oil 
& Gas Calculator! Total amount of sale 
is pre-calculated for you without laborious 
long-hand figuring and errors—simple 
as finding a phone number! 


Covers prices from 10c to 40c per gallon 
by steps of 1/10¢. Shows gallonage from 
1 to 250 gallons by steps of 1 gallon— 
then to 5,000 gallons in easy steps. 


Durable, long-lasting leatherette metal- 
ring binder. Only 514" x 614"—fits easily 
in coat pocket. Guaranteed accurate by 
Lloyd’s of London. Only $5.00 each. 


Try the DELBRIDGE Oil & Gas Cal- 
culator for 10 days. . . without obligation! 
Prove to yourself how it can save time 
... cut down costly errors. Mail coupon 
for FREE 10-day trial. Send no money! 


FREE TRIAL COUPON! 


DELBRIDGE CALCULATING SYSTEMS, INC. 
2502 Sutton Ave., St. Louis 17, Missouri 


Send the DELBRIDGE Oil & Gas Calculator... 
without obligation! We will approve your invoice 
for $5.00 (plus postage) within 10 days if we 
decide to keep the Calculator. 


Compony.. 


AGO cccccccccccccccecccescccccccssccece 


. 
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Calendar 
of Coming Events 


FPEBRUARY 

13—16—American Society of Heating, Re- 
frigerating & Air-Conditioning 
Engineers, International Heating 
& Air-Conditioning Exposition, 
International Amphitheatre, Chi- 
cago, Ill 

14—15—Iowa Independent Oil Jobbers 
Assn., convention, Fort Des 
Moines Hotel, Des Moines, Ia. 


MARCH 


6— 8—Canadian Air Conditioning & Heat 
ing Council, National Heating 
& Air Conditioning Show, Auto- 
motive Bldg., Exhibition Park, 
Toronto 


APRIL 
23—26—Oil-Heat Institute, convention, Stat- 
ler-Hilton Hotel, Washington, 
a <. 
2#—Greater Philadelphia Fuel Confer- 
ence, annual convention, Shera- 
ton Hotel, Philadelphia. 


MAY 
9-11—Oil Heat Institute of the Pacific 
Northwest, annual convention, 
Sheraton Hotel, Portland, Ore 
Mechanical Contractors Association 
of America (annual convention ) 
Fontainebleau Hotel, Miami, 
Fla. 
16-19—American Petroleum Institute, di- 
vision of marketing, midyear 
meeting, Bal Harbor, Fla. 


9-12 


JUNE 


6— 8—Biennial Exposition of Oil Heat, 
Statler Hilton Hotel, Boston, 
Mass. 


26—28—American Society of Heating, Re- 
frigerating and Air-Conditioning 
Engineers, annual meeting) 
Hilton Hotel, Denver, Colo. 


Elmslie visits Anchorage 


to observe Oil Heat Week 


AT MID-OCTOBER Robert G. Elmslie, 
managing director, OHI of Washing- 
ton, spent a week with the chapter in 
Anchorage, Alaska, conducting meet- 
ings, making speeches and in general 
promoting oil heat. He was on tele- 
vision programs twice, spoke to three 
service clubs and conducted an oilheat- 
ing seminar for 150 company em- 
ployees 

Anchorage, largest city in the new 
state, now has 12,500 single homes not 
including the military bases, and ex- 
pects to erect 4,400 new homes in the 
next five years. Natural gas will soon 
be competitive. Anchorage has 10,000 
or more degree-days yet the average 
fueloil consumer buys only 1,200 gal- 
lons. Homes are small and heavily in- 


sulated, also very costly 


F al) 
INDUSTRY 


Warm Air Association 
re-elects all Officers 


ALL FOUR of the executive officers of 
the National Warm Air Heating and 
Air Conditioning Association, Cleve- 
land 14, Ohio, were re-elected at the 
i7th annual meeting. 

Harry C. Gurney, Janitrol Heating 
and Air Conditioning, Columbus, Ohio, 
continues as president; Don Winegard- 
ner, Majestic Co., Huntington, Ind., 
was re-named first vice-president and 
Harold P. Mueller, Jr., Mueller Clima- 
trol, Milwaukee, Wis., remains as sec- 
ond vice-president. James M. Martin 
was re-elected secretary-treasurer. Mar- 
tin also is managing director of the 
Association. 

Four new members were elected to 
the Board of Trustees: Roy C. Brain- 
ard, Standard Metal Fabricating Co., 
Omaha; Keith T. Davis, Bryant Mfg. 
Co., Indianapolis; Jess L. Moore, Jr., 
Coleman Co., Wichita, Kan.; Clyde H. 
Wilkinson, American-Standard Air 
Conditioning Div., New York, N. Y. 


Southwestern Ohio Group 
begins oil heat Promotion 


Ohio Oil Club, 


Hamilton, Ohio, has held a meeting to 


SOUTHWESTERN 


which oilburner servicemen in Butler 
County were invited. Purpose of the 
gathering, the first step in the Club's 
oilheating promotion program, was to 
tell the servicemen what the industry 
is doing to improve fueloil’s position 
in home heating. 

Taking part in the program were 
Robert Gilmartin, Gulf Oil, and A. F. 
Golnik, Chicago, both of whom de- 
scribed new oilburner developments. 

The Southwestern Ohio Oil Club 
is conducting an oilheating promotion 
campaign as part of the National Fuel 
Oil Council program and has raised 
nearly $3,000 in its initial drive for 
funds. The group’s theme is “A Whale 
of a Lot of Heat with Oil . . . all the 


Time.” 
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Why sell a lesser brand of heating oil? 
Why settle for less business ? 


OBIL MEANS 
MORE CUSTOMERS! 





because more people buy Mobilheat 
than any other brand! 


Mobilheat distributors are armed with tailor-made selling 
and marketing plans that work in their particular markets. 


Individual planning with each distributor quickly gets 
down to the hard facts of whom to sell and how. There’s 
no fooling around with “‘soft’’ programs that look better in 
print than on profit and loss statements. 


Selling tools that help Mobilheat distributors tell the best 
product and service story in the business mean more 
customers for all of them. If you are interested in how to 
get more customers—and are willing to benefit from 
experience—contact the Mobil Oil Company office 
nearest you. 


f 


ME oo 
America’s 
Largest-Selling 
Heating Oil! 


i ~ alee : . as Seashineetto e 


MOBIL OIL COMPANY, A Division of Soceny Mebil Oil Company, Inc.. 150 East 42nd Street, New York 17, N. Y. 


eloil 








HODGEPODGE 


CUSTOMER RECOGNITION is one of the big 


reasons it pays to standardize on Honeywell matched 
controls and control systems. You don’t have to intro- 
duce your customers to a hodgepodge of unfamiliar 
brands. Seventy-six years of leadership have made 
Honeywell a name they know and respect. 

And look what else you get! UNDIVIDED RESPONSI- 
BILITY—you'll look to one dependable source for your 
complete line ef controls. SIMPLIFIED INVENTORY— 
there’s a quality Honeywell control and an All-Honeywell 
control system for every application. ON-THE-SPOT SERV 
IcE—with offices in 112 cities, staffed by experienced 


HONEYWELI 


facturing in 


Un 


at 


INTERNATIONAIL 
j Ste 


lea és, 


sales and service engineers, you'll always have expert 
assistance and the right replacement controls when and 
where you need them. TRAINING SCHOOLS—your service 
and installation men will increase their knowledge of 
the Honeywell line and get the latest information on 
automatic controls at Honeywell training schools held 
in your own town or area. Over 100,000 men attend 
these schools every year. 

It all adds up to bigger profits for you. So call your 
nearby Honeywell office today. Or write Honeywell, 
Dept. FH-1-31, Minneapolis 8, Minnesota. In Canada, 
write Honeywell Controls, Limited, Toronto 17, Ontario 


Sales and Service offices in all principal cities of the world. Manu- 
United Kingdom, Canada, Netherlands, Germany, France, Japan. 
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THE HONEYWELL ROUND sets the standard for 
thermostat excellence, just as the four controls 
ut the right are typical of the quality controls 


that 
ever 


gas 


ystem that will do the job best! 


make up All-Honeywell systems. What- 
your application—forced air, hydronics, 
or oil—there’s an All-Honeywell control 


oilheat, 


oT 


V 81 L 498B RA 816 L 8024 


Gas Vaive Fan Limit Control Oil Burner Relay Aquastat* 


Honeywell 
sratenare | FA) Test te Contiol 
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LOST TIME AND 
DAMAGED LAWNS 


don’t pay off... 
EXCEPT for the 





You can't afford to be 
without the SPEED KLEEN 
underground fill. 


@ Fills any underground 
tank even with completely | 
clogged vent—does its | 
own venting. 

@ Signal stops blowing 
when tank is full. 


@ Eliminates spills and 
damaged lawns. 

@ Keeps customers—stops 
insurance losses. 

@ Saves up to one half time 
filling tanks. 


@ Preventing just one bad 
spill more than pays for it! 


*NEW ADJUSTABLE VENT-HEAD 


Requires no lifting to get extra 
venting. Finger-tip adjustment 
on collar provides more or less 
venting as required. Collar may 
be easily adjusted to shallow or 
deeply buried tanks—marking, 
checking calibrations, measuring 
or sticking is not necessary. 


ASK YOUR EQUIPMENT DEALER 
OR ORDER DIRECT 


[TIME SAVING FILLS wc: 


140 West Market Street, YORK, PA. 
Phone York 6119 

Please ship the following Speed Kleen 

Underground Fill 

‘a Model 500-A With insert For 
Use With Time Saving Fill Nozzle 
Tube $44.50 

C] Model 500-B For Use With 1%” 
or 1%” Conventional Nozzle Tube 

With Vacuum Breaker $48.50 

(If you are not using Time Saving Fills 

tight connections, order Model B) 


Name 





Address 
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New England OH1’s Service 


School starts second group 


GROUP II OF THE Oil Heat Service 
School conducted by the Oil Heat In- 
stitute of New England, Boston, Mass., 
begins on January 9 in Norwich, 
Conn.; January 10 in Providence, R. 
I.; January 11 in Fairhaven, Mass., to 
Fall River-New Bedford 
area; January 12 in Hyannis, Mass., 
to cover the Cape Cod area; and Janu- 
ary 13 in Quincy, Mass. Group III, 
starting March 27, has been set up to 
cover Waltham and Springfield, Mass.; 
Hartford and New Haven, Conn.; and 
Peabody, Mass. 


The nine-week course, designed to 


cover the 


keep servicemen up-to-date on new 
equipment, new service methods and 
service tips, covers the same ground 
as Group I. 

There is a nominal charge for the 
course, which includes a_ reference 
manual of material covered during the 
session. 

For information, contact Hollis L. 
Farrow, of Oil 
Heat Institute of New England, 330 
Stuart St., Boston 16, Mass. 


director education, 


Technical Division meets 
at the Cities Service Lab 
THE TECHNICAL DIVISION of the Oil 
Heat Institute of America, New York, 
N. Y., met recently at the Cities Serv- 
ice Research and Development Center, 
Cranbury, N. J 

The Chairman of the Division, M. 
J. Reed, Socony Mobil Oil Co., re- 
ported that discussions had been held 
with the Federal Housing Administra- 
tion in connection with re-writing 
FHA’s bulletin to its field personnel on 
methods of estimating heating costs 

Establishment of a special commit- 
tee, under the chairmanship of E. W 
Cole, Texaco, Inc., was also announced 
to follow advertising by gas and elec- 
tric companies on heating. 

F. R. Dunn, Jr., Atlantic Refining, 
chairman of the Committee on Test 
Methods announced that the American 
Society for Testing Materials has pub- 
lished a new smog detection method 
and that a second is now in print, the 
latter concerning the effect of air on 


smoke spot numbers. Two more detec- 


tion methods, currently being worked 
on will be rewritten by Dunn. 

The chairman of the Tank Cor- 
rosion Committee, W. D. Bertolette, 
E. I. DuPont, said that six manufac- 
turers of corrosion inhibitors were now 
authorized to mark their products “Ap- 
proved by the OHI,” having satisfac- 
torily passed tests on samples sub- 
mitted to the Committee. They are 
Cities Service Research and Develop- 
ment Co., Esso Standard Oil Div., Gulf 
Oil Corp., Shell Oil Co., Sinclair Re- 
search Laboratories and Stewart-Hall 
Chemical Co. 

The group was told of the establish- 
ment of a sample field test for three 
types of fueloil filters and the setting 
up of a rating system to allow sample 
classification. 

The Fueloil Survey conducted by the 
U. S. Bureau of Mines was approved 
and a request for continuation of the 
service made. 

Plans to produce a film strip on 
fueloil were approved. The meeting 
tentatively agreed on the nature of the 
Technical Symposiurn to be held in 
Washington, D. C. at the OHI 
National Convention, April 24, was 
reached. 


Fueloil trade Association 
is organized in New Jersey 


FUEL DEALERS in the Manasquan- 
Point Pleasant, N. J., area met in 
Point Pleasant on November 1 and 
organized a local association to be 
Monmouth-Ocean Fuel 
Dealers Association. 


known as 

Officers of the new association, to 
serve for one year, were elected at the 
meeting. They are: William Mc- 
Geehan, president; Chet Morgan, vice- 
president; Harry Wardell, secretary; 
and Clara Cooper, treasurer. 


Chicago Oil Men’s Club 
elects Haddon President 


CHARLES HADDON has been elected 
president of the Chicago Oil Men's 
Club. Also named to serve with him 
during 1961 are John F. Pyle, vice- 
president; Glenn E. Keister, treasurer; 
Aubrey Preston, secretary. 

Directors are David Gustafson, Don- 
ald Markley and Ray C. Duffett. 
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a new concept of QUIET performance 


to help you sell and grow with 


ARI ET FOL 





OIL-FIRED WINTER CONDITIONERS 


Time was when you had to put up with noise and 
vibration in your oil-fired furnace installations. 
And then came this great Janitrol oil-fired winter 
conditioner line—and with it a whole new con- 
cept of quietness and automatic efficiency in 
performance! 

Now noise is needless! Now you can provide 
gentle, quiet warmth (new fuel economy, too!). 
Do away with profit-draining service call-backs 
and complaints. These new Janitrols put the 
damper on noise so effectively you'll scarcely 
believe your ears when the powerful Jet-Omizer 
burner and floating blower and motor go into 
action! 

Their clean-lined beauty and compact design 
is easy on the eyes—saves space. And all models 
are designed for easy conversion to gas and 
addition of summer cooling. 

Ask your Janitrol representative for al! the 
facts on this great Janitrol automatic oil-fired 
winter conditioner line. Or, mail the coupon to us 
today. Get set to sell and grow with Janitrol! 


JANITROL LOW-BOY MODEL OFLS-65 . . . a masterpiece 

of design, ideal for installation in basement recreation areas. 
Adaptable for full-performance 
cooling with JANITROL ADD-ON 
COMPONENTS 


Janitrol ADD-ON Cooling is waterless, requires only air and electricity 
for operation. Uses same ducts, blower and filters used for heating. May 
be installed with furnace, or any time later, to provide refreshing summer 
comfort—and more profits for you! 


You can stake 
your reputation on 


J ARITROL Quality 


Janitroi Heating Heart . . . exclusive 
design, fabricated from full 14-gauge 
steel, all-welded construction. Far 
quieter, more durable and more 
easily accessible than ever before. 


Jet-Omizer High Pressure Burner . . . 
Super-powerful to thoroughly atomize 
fuel and mix it uniformly with air 
for clean, complete combustion. 
Compact, Insulated Cabinets . . . Save 
space. Insulated to minimize heat 
transmission and provide utmost 
quietness in operation. Lustrous 
baked enamel finish. 

Adjustable Leveling Boits . . . ‘“Adjust- 
abolts” at corners of cabinet base 
simplify leveling the conditioner. 
Solid base plate on Low Boy adds 
rigidity, keeps out dirt and dust. 


Factory Assembled . . . all models re- 
quire only addition of burner, re- 
fractories and controls at the job. You 
save installation time and labor. 

Fully Automatic Controls . . . The last 
word in convenience . . . Assure more 
uniform heating with maximum safety 
and economy for all conditions. 

Pre-Fabricated Wiring Harness . . . 
Makes your installation job easier and 
faster, keeps you in the profit zone 


Models For All Needs . . . Btu. output 
at Bonnet from 84,000 to 250,000. 


Janitrol HORIZONTAL 
Model OFHS-85 . . . for 
space saving installation 
in attic, crawl space or 
basement. 84,000 to 250,- 
000 Btu/hr. output. 





Janitrol HI-BOY Model 
OFVS-65 . . . especially 
designed for installation 
where floor space is 
limited—basement, utility 
room or closet. 


Janitrol DOWNFLOW 
Model OFDS-65 . . . for 
perimeter heating sys- 
tems. Compact, quiet, 
space-saving. Install in 
closet, alcove, utility room. 





Call WESTERN UNION Now! 


Address Your Collect Wire to: 





Youll do better by Fat 26 2 .». 
J" EWeOE SELECT DEALER 


WIRE COLLECT NOW for proof . and a. preview of the 
profitable future that’s yours to enjoy! 


HARRY C. GURNEY, General Sales ManagerJanitro! Heating and Air Conditioning 
Midland -Ross Corporation 
Columbus 16, Ohio (In Canada: Wire Moffat’s Ltd. Toronto 15) 





JUST SAY—*‘Rush me full details on Janitrol Select Dealer Program”’ 
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Nrc makes available new oil 
heat engineering Service 


THE NATIONAL FUELOIL COUNCIL, 
New York, N. Y., has announced that 
a new oil heat engineering service has 
been established through the Fuels 
Engineering Co., N. Y. 

The Service Division is designed to 
provide professional engineering serv- 
ice to all segments of the fueloil in- 
dustry. The Council suggests that fuel- 
oil groups may wish to use this firm, 
or other reliable independent engi- 
neering facilities, when special situa- 
tions arise 


requiring technical as- 


sistance 


OHI establishes new oilfired 
water heater Section 


THE MANUFACTURER DIVISION of the 
Oil Heat Institute of America, New 
York, N. Y., 


Water Heater Section. This new sec- 


has created an Oilfired 


tion is the third in the Division, the 
others being the Domestic Section and 
the Commercial-Industrial Section. 

Murray L. Green, Trageser Copper 
Works, Inc., Jamaica, N. Y., has been 
named chairman; he is also chairman 
of OHI's Excise Tax Committee. 

The new section is working on a re- 
porting system for compiling statis- 
tical information on oilfired water 
heater trends as reflected in sales and 
shipments of equipment. Green indi- 
cated that data should be available 
about the end of the first year of op- 


eration of the new section. 


Serfass is President of 
Air-Conditioning Institute 


R. K. SERFASS, Westinghouse Electric's 
Air-Conditioning Div., Staunton, Va., 
was elected president of the Air-Con- 
ditioning and Refrigeration Institute, 
Washington 6, D. C., at the group's 
annual meeting. 

Other Russell 
Gray, Carrier Corp., Syracuse, N. Y., 
and L. N. Hunter, Crane's Plumbing, 
Heating and Air-Conditioning Group, 
Johnstown, Pa., both re-elected vice- 
president; F. J. Kreissl, Detroit Con- 
trols Div., Detroit, Mich., named vice- 
president and W. H. Aubrey, Frick 
Co., Waynesboro, Pa., re-elected treas- 
urer 


officers include: 


Fluid Controls Institute holds 
Meeting in Chicago 


“INVENTORY and product Control was 
the theme of the fall meeting of the 
Fluid Controls Institute, Inc., in Chi- 
cago. 

V. W. Farris, Farris Engineering 
Corp., heads a new section covering 
safety and relief valves. The section 
will review and establish performance 
standards and other pertinent rating 
data. 

Another new section will perform 
the same function for strainers and 
filters. The Institute is located at Pom- 
pano Beach, Fla., and its membership 
consists of manufacturers of regu- 
lators, control valves, solenoid valves, 
safety and relief valves. 


AMCA publishes test Code 
for all air moving Devices 


THE AIR MOVING and Conditioning 
Association, Detroit, Mich., has made 
available its Standard Test Code, 
AMCA Bulletin No. 210, to consulting 
engineers, commercial and industrial 
users and universities. 

The new code establishes uniform 
methods for conducting tests on all 
types of air moving equipment, and is 
designed to provide more accurate 
data upon which equipment perform- 
ance ratings may be based. Features 
incorporated in the 1960 code include 
nozzle test methods, directions for cal- 
culating the effect of compressibility 
and other significant engineering ad- 
vances. 

The bulletin may be obtained from 
Air Moving and Conditioning Asso- 
ciation, Inc., 2159 Guardian Building, 
Detroit 26, Mich. 


Schurman elected President 
of Chicago oilmen’s Group 


THE BURNING Oil Distributors Asso- 
ciation, Chicago, Ill, has elected new 
officers for the coming year. They are: 
1. L. Schurman, Consumers Petroleum 
Co., president; Samble North, J. W. 


Peterson Coal & Oil Co., vice-presi- | 
dent; Harold Flanzer, National Fuel | 
Co., secretary; and Henry Curran, | 


Suburban Oil Co., treasurer. Harry A. 
Baldwin, Arrow Petroleum was ap- 
pointed a director. 


eloil 


INDUSTRIAL 
(ore 3) 8 = 3 88 we) .| 
18. fon 


use Reveor 


because... 


Type “R” Blower Wheels are 
designed for heavy duty appli- 
cation required for efficient air 
delivery in Industrial Combus- 
tion’s large industrial warm air 
furnaces and boiler installations. 


Reveor 


Blower Wheels and Fan Blades 
Deliver More Air... More 
Efficiently . . . Most Quietly! 


WRITE FOR FREE BROCHURE 
or send specifications to 


Reveor. '“< 


ENGINEERS * MANUFAC TURERS 


261 Edwards Street 
Carpentersville, Minois 





NOW... 


THE NEW, IMPROVED 


VECO 
ELECTRONIC 
COMBUSTION 

ANALYZER 


CHECKS ALL THREE 
ON ONE METER 
... IN SECONDS 


© CO, CONTENT OF FLUE GAS 
STACK TEMPERATURE 
© DRAFT OVER FIRE 


New engineering improvements make 
VECO portable combustion analyzer better 
than ever — faster, more accurate, easier 
to use! A precision instrument designed 
for installation and service men to obtain 
maximum heating efficiency on any type 
of oil, gas or coal furnace. 
© Direct reading time is less than 
10 seconds 
Y All 3 functions on 1 instrument 
® One meter, one dial with 3- 
scale readout 
The VECO Combustion Analyzer allows 
more service calls per day without 
mistake and elimates needless repeat calls. 


FREE! 

Write for folder 588 with 
complete details on all mod- 
els of the new, improved 
VECO combustion analyzer. 


NECO 
124 Springfield Road, Union, N. J. 
MUrdock 8-7150 
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Wholesalers Convention 


has workshop Sessions 
THE convention of 


Northamerican Heating & Aircondi- 


INTERNATIONAL 


tioning Wholesalers Association, held 
November 27 to 30, at the Statler- 
Hilton Hotel, Detroit, featured work- 
shop panel sessions, designed to im- 
plement the convention theme, “Profit 
by Management 

“Cutting costs and _ increasing 
profits” was a workshop panel session 
topic moderated by John Robertson, 
past president; a brainstorming session 
on November 30, considered “How to 
build a better dealer organization.” A 
group conference immediately after 
discussed how to develop and maintain 
high employee morale. 

The program included a workshop 
panel session for the ladies, “Problems 
of the heating and airconditioning ex- 
Dr. Katherine B 


Green, marriage counsellor, discussed 


ecutive’s wife 
this topic. 

In addition there were regular com- 
mittee meetings, general membership 
} 


get-togethers and a conference booth 


set- up 


OHI group insurance Plan 
reduces premium Costs 


LIFE INSURANCE buyers under the 
Oil-Heat 
New York, N. Y., can save up to 87% 


Institute Insurance Trust, 
over conventional policies, Paul Col- 
lins, a speaker at the recent OHI Man- 
agement Conference said. 

As an example, Collins said, a $35,- 
000 policy on the life of a 45 year old 
business man would ordinarily be $1,- 
167. 10% 
tax bracket, the man would have to 
$1950 to 


If he were in the income 


earn pay the premium 
Under OHI's group plan, a similar 
policy costs $490 and, since it is pur- 
chased through a business, is a de- 
ductible expense item, which reduces 
the cost to a corporation taxed at the 
52% 


rate to $235 


Ari develops Program 
of technical Training 


THE TRAINING 
Air-Conditioning 


COMMITTEE of 
and 


the 
Refrigeration 
Air-Conditioner 


Institute's Unitary 


Section plans to extend its training 


program into public schools. A pilot 
program is already operating in Cen- 
tral High School, Syracuse, N. Y. The 
committee plans a package training 
course in airconditioning and refriger- 
ation service and maintenance usable 
in high schools and vocational schools 
throughout the country where a need 
exists for trained installation and serv- 
ice mechanics. 

In Syracuse there are high school 
students attending day classes and 
some 56 men from industry attending 
two night classes. And, the package 
being developed probably will include 
curriculum material for both day and 
extension course students. 


Philadelphia Dealers 
at degree-day Workshop 


A DEGREE-DAY Workshop was spon- 
sored by the Greater Philadelphia Fuel 
Conference on December 8, held in 
the New Barclay Bldg., Philadelphia. 

A panel of three dealers, represent- 
ing a small, medium and large-sized 
fueloil operation, described the sys- 
tems they used. The dealers, all mem- 
bers of the Association, were: William 
W. McClarin, Val Alen Bros., Ridley 
Park, Pa.; Richard J. Farrell, Farrell 
Sales & Service, Upper Darby, Pa., M. 
F. Prior, F. C. Haab Co., Inc., Phila- 
delphia, Pa. 

In addition, Thomas J. 
manager, retail heating oil, Central 
Region, Atlantic Refining Co., acted 
as moderator and Bert Wehof, mar- 
keting manager, H.R.B. Singer, Inc., 
Plainfield, N. J., delivered the keynote 
talk on “Automatic delivery Systems.” 


Breslin, 


Warm air Group plans Study 
of humidification Problems 


THE NATIONAL Warm Air Heating 
and Air Conditioning Association, 
Cleveland, Ohio, has announced the 
formation of a Humidification Study 
Group. 

The group plans to look into such 
questions as desirable humidity range, 
factors 


affecting moisture require- 


ments, procedures for determining 


available 


and considerations 


moisture requirements, 


equipment and 
recommendations for its selection. 


(Please turn to page 84) 
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HI-BOY UNITS 
BASEMENT UNITS 


COUNTERFLOW UNITS 
HORIZONTAL UNITS 
BLOWER FILTER UNITS 
UNIT HEATERS 
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J. M. SWEENEY, J. M. SWEENEY COAL AND OIL CO., ¢ 


“We gained 267 new cus- 
tomers and upped our sales 
to a new high of 7,750,000 
gallons in a short time after 
changing to Texaco Fuel 
Chief Heating Oil in 1960. 
The Texaco brand name was 
the big factor. Also, we know 
Texaco people are jobber- 
minded—and are qualified by 
long experience to give valu- 
able assistance and advice 
when necessary. These are 
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just a few reasons why we 
like to sell the best ...Texaco.” 


Why You Can Grow 
With Texaco 


1. Texaco is jobber-minded. Proof: 
842 Consignees and Distributors of 
Texaco Products have been with 
Texaco over 20 years, some over 
45 years. 

2. Proved and profitable sales policies. 
3. Immediate acceptance. Fuel Chief 
is sold under the nationally-famous 
trademark, the Texaco red star with 
the green “T.” 

4. Dependable, efficient delivery at 
all times. 

5. Texaco Fuel Chief isclean-burning. 


TEAM YOUR NAME with Texaco 
and profit. Send coupon today to 
Manager, Fuel Oil Sales Division, 
Texaco Inc., 135 E. 42nd Street, 
New York 17, N. Y. 


ke complete information at 
ty of teaming up with Texaco as a 
jtor of Fuel Chief Heating Oil 
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Delco announces 
an outstanding 
new opportunity . - 


THE GM-DELCO 
KEY DEALER PLAN 


With a complete new line of central heating and air conditioning 
systems, GM-Delco offers you the GM-Delco Key Dealer Plan— 
designed to help you get more sales in this huge market .. . and get 
more profits! Here are the principles of this new plan: 


i General Motors-Delco name—assures top flight engineering 
and a universally known reputation for Reliability. 


Direct Factory-Dealer Distribution—with planned sales, 
advertising, training, and promotional aids. 


Limited number of dealers—in each market, and only they 
can buy Delco equipment. 


fj Protected Pricing—stable Pricing that permits dealer profits. 


Dealer Listings in national ads—insure direct participation in 
dynamic advertising, at no cost to you. 


i Complete Sales Building Plan—of local advertising, pros- 
pecting, and selling to build sales. 


2 Over 200 models—plus accessories—meet all needs. 


General Motors Group Insurance—available to eligible dealers 
and their personnel. 


ijiPelco365 











A COMPLETE LINE OF FURNACES, BOILERS, AiR CONDITIONING, HEAT PUMPS AND WATER HEATERS TO MEET ALL YOUR REQUIREMENTS. 
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EXTRA PROFITS. 


FOR 
PROGRESSIVE 


OIL sl 
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Increase your OIL SALES! 
Make REAL PROFITS cleaning and servicing 


INVESTIGATE NOW! 


Write or wire for prices and free information. Many of the 
nation’s most progressive firms are using our equipment and 
program to make added profits. 


DELAMATER MANUFACTURING CO. 


ROCKFORD, se 
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lf your problem is 
EFFICIENT HEAT AND 
HOT WATER with No. 2 
Oil for the medium- 
sized building 





your best answer 
is the 
ae 


/ ; a 
al | Handsome, highly efficient and lasting, that's 
Ili the Smith-Mills 2500. Many features including 


vertical water tube construction, extended fin 
surfaces, heavy fibre glass insulation to prevent 


BOILER-BURNER UNIT heat loss, unusually clean burning precision 


built burner of high combustion efficiency. 





PROVIDES 452 to 962 MBH FROM 5 to 10 SECTION BOILERS 


The next time you are about to specify an oil-fired heating unit for a 
commercial building of moderate size, consider the Smith-Mills 2500. 
It is available for either hot water or steam and in six sizes. It uses 
No. 2 oil and has a burner capacity of 4.45 to 9.25 gallons. Electronic 
control is standard on the 8, 9 and 10 section boilers. It is available 
optionally on the 5, 6 and 7 section boilers. 


The Smith-Mills 2500 is ideal for restaurant, garage, motel, store or 
small factory use. This integrated unit is designed to furnish trouble- 
free heat and continuous hot water service with a minimum of boiler 
room supervision and maintenance. Sections of rugged cast iron assure 
extra-long life. Extra-long flue travel assures greater efficiency and 
economy. 


Detailed descriptive folder available on request. Write: 


Optional built-in tankless or 
tank water heater. Tankless 
sizes from 4 to 12 gallons per 
minute; tank heaters are also 
avaiiable for tank sizes up to 
240 gallons: 180° hot water. 


H.B. : 
Smith CAST IRON BOILERS 





H. B. SMITH CO., INC., WESTFIELD, MASSACHUSETTS e Established 1853 
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THRUSH AIR 
ELIMINATOR 


Deflectors 


CUT-AWAY 
VIEW 


Outlet 


Removes air from Hydronic Systems 


Tue NEW Thrush Air Eliminator is designed to improve 
operation of hot water heating plants by removing air from the 
system and venting it to the pressure tank. This is especially impor- 
tant in modern baseboard heating, but the Eliminator works equally 
well on convectors and ceiling or floor panel radiant heat systems. 


As the cut-away shows, the Eliminator is a one-piece casting 

. . with no moving parts. Air is separated from the water by properly 

Quality Hydronic placed deflectors and flow pattern. No service required. Install it 
and forget it. See your wholesaler today or write Department C-1. 


H. A. T i ir U S . & COMPANY - PERU, INDIANA 
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U.S.-CARLIN sme WATER HEATERS 


give you MORE 10 SELL 
for MORE PROFIT 


BIG » «» and growing bigger all the time: that’s the picture of 
today’s oil-fired water heater business! A tremendous market is 
opening as the public becomes aware of the amazing speed with 
which these units produce quantities of hot water . . . and at costs 
but a fraction of other methods. 

You’ll want a share of this business . . . and you’ll be in a better 
position to get it with U.S.-Carlin. Check the PLUS features 
offered by U.S.-Carlin and see how you can outdistance competi- 
tion with the line that lets you offer more . . . and make more! 


MODEL 150F, a tried and tested U.S.-Carlin oil burner especially designed for compact 
combustion chambers, assures clean firing, highest efficiency. One-piece cast iron 
housing, stainless steel air cone, combustion head parts plated to prevent moisture 
damage, nozzle line of Ye” heavy-wall brass pipe . . . these are features that 
spell QUALITY! 


COMBUSTION CHAMBER, adequately sized, of high temperature refractory enclosed 
in steel casing. 


FLUE LINER of aluminized steel for longer life. 


MORE INSULATION — Tank is completely blanketed, top to bottom, with 2” Fiberglas 
(2¥2” on 65 and 70-gal. models). 


PROVISION FOR DUAL AQUASTAT where requirements call for a high limit in addition 
te an operating control. 








COMPACT, MODERN DESIGN, low in height, permits easy handling on the job and 
installation in low-ceiling areas. 


FACTORY WARRANTY —Tanks guaranteed up toe 15 years (10 years for glass-lined 
models) when used for domestic het water. Warranty card with every unit. 


BROAD LINE — Models to meet every residential and many commercial and institu- 


tional needs . . . glass-lined in 30, 50, and 70-gallon capacities; copper-lined in 30, 
45, and 65-gallon capacities. 


Get all the facts today on U.S.-Carlin Water Heaters . . . the line that’s made right . . . 
and priced right . . . for profitable selling. Contact your wholesaler or write us today. 


7——— ALSO ADVANCED DESIGN U.S.-CARLIN OIL BURNERS —~ 


“SHELL HEAD’ BURNERS TO 12 GPH PEDESTAL OR FLANGE MOUNTED MODELS | ELECTRONIC CONTROLS, FACTORY MOUNTED 











THE CARLIN COMPANY. werHersrieto, Conn. 


"MID-WEST REPRESENTATION COMPLETE BURNER STOCKS AT CHICAGO 


U.S.-Carlin burners are listed by Underwriters’ Laboratories, Inc. and approved under U.S. Government Commercial Standard CS75-56 where applicable. 
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TWO ON THE ROAD, FIVE TO GO—Macks of Berkshire Ice & 
Fuel Company are constantly on the go servicing customers 
without fail. So dependable has Berkshire found its Macks, 
even in severe winter weather, that fleet now nunibers seven. 


BUSY TIME OF YEAR—When the leaves are down and the 
weather turns cold, homeowners want to top off their tanks, 
creating a demand on Berkshire’s equipment. Thanks to its 
predominantly Mack fleet, the company meets all demands § 


—even when snow is hub deep. 


“Sorry’’ can’t heat a home! 


Dependablie Macks 
keep customers happy 


An unscheduled shop visit for mechanical failure is one 
sure way a truck can lose customers for you. Depend- 
ability in fuel oil delivery is the biggest single factor in 
truck selection. 

Because it has witnessed Mack truck dependability 
since solid tire days, Berkshire Ice & Fuel Company of 
New Haven, Conn., is a steady Mack booster. 

Berkshire just recently took delivery of two new 
Mack B-42P Models, bringing to seven the number of 
Macks it relies on for dependable fuel oil delivery 
throughout the severe New England winters. 


If dependability is an important factor in your fleet’s 
operation, it will pay you to see your Mack branch or 
distributor. He can suggest the exact Mack for you to 
do your job with utmost dependability . . . and with un- 
equaled economy, too. Mack Trucks, Inc., Plainfield, 
N. J. Mack Trucks of Canada, Ltd., Toronto, Ontario. 


MAC K 


FIRST NAME FOR 


TRUCKS 


by far in sales of 
hese! trucks 
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¢ Matched for .. 
Top Quality... ° 
Top Performance ! 


GF designed and rated to 
deliver the best in 
domestic hot water 

service! 


GEMERALL Tankless Water Heaters, rugged, 
efficient, economical . . . become integrated sys- 
tems when combined with General’s unique 
Dial-Temp Mixing Valves. These compatible 
components are the key to maximum efficiency 


at minimum cost ... and bear the GF symbol oO Efficient Water Heater 
that means superior service. 


The GF symbol of product reliability covers one 
of the most complete lines of plumbing and heat- 
ing specialties, fittings and tankless water heaters 
available. GF performance-proved line, backed 
by over thirty years of continuous engineering 
research and manufacturing experience, incor- 
porates the most recent developments in applied 
hydronics. For complete satisfaction, see 
GENERAL first! 


oO GENERAL All-Copper Tankiess Water 
Heater . . . features integral-finned copper tubing 
for extra heating efficiency. All-copper construc- 
tion most rugged on market. Full thickness fiber- 
glass insulation for minimum heat loss. Available 
in a complete size range from 4 to 25 gpm. 
Wrench-sized heavy bosses for installation ease. 
Attractive blue hammertone exterior finish. 


@ GENERAL Dial-Temp Mixing Valve . . . 
the rugged tempering valve designed for years of 
trouble-free service. Fluid-filled, expansion-actu- 
ated element coupled with finger-tip control 
accurately and dependably maintains any selected 


hot water temperature over a 110° to 180°F. range. x * 


For further details, write: | GENERAL Baumalalc motel t-lak 
EAST GREENWICH + RHODE ISLAND 
dloil 
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Condensing Unit 
New 3 and 5 Ton 
Capacities with 
‘~ a eae 
t top- 
mounted Condenser 
Coil for Peak 
Performance ! 


Self-Contained 
A. C. Unit 
New 2 or 3 Ton 
Unit has Con- 


! 
Cooling Air and 
Return Air ot 
other end! 


New Air Cooled Condensing Units: Now a 
complete range of sizes — 2, 3, 4 and 5 Tons. 
Top discharge through condenser coil with 
powerful propeller fan. 3 and 5 Ton also avail- 
able with centrifugal blower! High ratings! 


New Self-Contained Air Conditioning Units: 2 
and 3 Ton. Easy, flexible installation. Con- 
denser intake and discharge through common 
grille. Cooling and return air connections on 
opposite end. Flush-to-wall indoor or outdoor 
installation. Separate condenser and evapo- 
rator blowers and motors! Priced for volume 
business! High capacities! 





OIL 
FURNACES 


Winter A. C. Unit 
Exposed Burner 
Heavy Gauge Heating 
Element and Extra- 
Capacity Blower ! 


Winter A. C. Unit 
with Vestibule 
Upflow Cooling 
oil installed ! 


New Oil Winter A. C. Units with High Air 
Deliveries: Three Sizes — 84,000, 95,000 and 
112,000 Btu output. Assembled and wired at 
the factory. Extra-capacity blowers for the 
easy addition of cooling! 


Round combustion chamber with refrac- 
tory firebox, large rectangular radiator and 
long flue travel provide quiet, efficient 
operation. Available with vestibule or with 
burner exposed! 





NEW ELECTRIC FURNACES 


Electric A. C. Unit — 
Horizontal with 
Cooling Coil 
Addition of Cooling Coil 
makes this an All-Electric 
Year ‘Round Air 
Conditioning Unit! 


Electric A. C. Unit 
— Vertical 
Same Unit can be 
installed for Upflow 
or Counterflow ! 


New Electric Winter Air Conditioning Units: 
Four Sizes — 17.4, 23.2, 29.0 and 34.8 Kilo- 
watts. Electric energy is fuel. For (1) Heating, 
(2) Ventilation, (3) Filtration and (4) Humidi- 
fication, if desired. Every winter air condi- 
tioning advantage! Summer Air Conditioning 
is readily added at any time! 


If you are located in an area where 
electricity is a competitive heating fuel, 
Luxaire Electric Furnaces are priced to make 
you extra-competitive! 


MORE COMPLETE AND COMPETITIVE THAN EVER— WITH NEW, LOW PRICES! 


The biggest, best, most complete line of Heating and 
Air Conditioning units in Luxaire history — unit by 
unit, designed and constructed to satisfy the individual 
needs of your market! This is Luxaire’s challenge and 
your opportunity for more profitable business in 1961! 


Luxaire has reduced 1961 prices, where they count — 
on the most wanted units and with new units to increase 
your business! Thanks to better design and production 
methods, Luxaire continues to stress the qualities that 


jobber, today! 


count — heavy construction, uncomplicated design and 
trouble-free performance! 


Luxaire makes it unnecessary for you to overlook 
these qualities when seeking low prices. For Luxaire 
gives you excellence — and a low price! 


Enjoy the advantages of wholesale distribution — the 
competitive price without a big stock! See your Luxaire 


MORE GAS FIRED UNITS THAN EVER—EASIER TO SELL THAN TO COMPETE AGAINST! 


Gas and Oil 
Horizontal 
Furnaces ! 


Gas Fired 





Gas and Oil 

Upflow and 

Counterflow 
Units! 


Gas or Oil 
Basement 
Furnaces! 





THE 
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Gas 
Conversion 
Burners ! 





( 2 3) 
Unit ¥ : 
Heaters! 
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2, 3, 4. and 5 Ton Split-System Summer 
Air Conditioning Units ! Upfiow, 


Horizontal, Counterflow Cooling Coils 
and Blower-Coil Units! 


C. A. OLSEN MANUFACTURING COMPANY .« « ervaria, onto 


Air or Water 
Cooled Gas or 
Oil Fired 
Year ‘Round 
Combination 
Air Condi- 
tioning Units! 





HEATING & AIR CONDITIONING UNITS 
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ESTIMATES for sales 


of oilburners and units in 1960 in- 
dicate a total of 516,863, a drop of 
about 19% from 1959, when a revised 


total of 635,951 burners and units were 


sold. 


The decline can be attributed to sev- 


eral reasons. Chief of these is the drop 


in housing starts, particularly in those 


areas where oilheating is strong. Then 


general business conditions retarded 


TABLE 1 
Automatic Heating Trends 


ANNUAL SALES 


Total 
652,591 
225,041 

64,465 
102,028 
321,693 
,336,316 
271,679 
803,222 

1,281,706 
1,210,725 
1951 1,346,794 
1952 1,544,160 
1953 1,636,812 
l, 
l, 
l, 


1941 

1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 


1954 698,459 
1955 974,282 
1956 809,508 
1957 1,579,088 
1958 1,739,865 
1959* 2,061,632 
1960 1,826,150 


PERATING 
4,514,627 
4,615,785 
4,633,755 
4,700,130 
4,979,775 
6,009,347 
7,133,709 
7,752,498 
8,845,695 
10,434,971 
11,506,701 
12,757,700 
14,085,664 
15,423,130 
17,047,244 
1956 18,452,422 
1957 19,516,099 
1958 20,742,043 
1959 22,697,083 
1960 23,967,570 


1941 
1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 


* Revised 


of Total 
Oil- Gas- 
Stoker burners burners 
28.0% 51.1% 20.9% 
35.1 44.2 20.6 
51.9 20.6 
48.9 20.1 
45.2 aay 
37.0 49.5 
69.8 25.3 
56.7 33.8 
47.9 49.7 
45.6 53.3 
50.1 48.5 
50.4 48.4 
50.3 48.9 
43.4 55.7 
41.0 58.3 
39.2 60.0 
36.7 62.5 
32.7 66.6 
30.8 64.1 
28.3 64.1 


AT END OF YEAR 
17.8% 53.2% 29.0% 
19.0 51.7 29.3 
19.3 51.3 29.4 
19.7 50.9 29.4 
20.7 50.5 28.8 
19.3 47.0 33.7 
16.6 51.2 32.2 
16.0 51.3 32.7 
14.0 50.8 35.2 
11.3 49.6 39.1 
9.8 49.6 40.6 
8.5 49.7 41.8 
7.1 49.8 43.1 
5.8 49.2 45.0 
48.5 46.9 
47.3 48.7 
46.3 50.2 
45.0 52.1 
42.5 52.5 
41.0 54.0 


Oilheating Sales 
totalled 5 16,863 


Economic and competitive Conditions contribute to 19% decline in 1960 


sales somewhat and continuing com- 
petition from other fuels was a factor. 

Oilheating sales in 1960 were 24% 
below the last ten-year average of 683,- 
365 installations and about 23% below 
the postwar average of 675,500 burn- 
ers and units. 

Total sales of automatic heating, oil- 
burners, stokers, gas burners and in- 
cluding electric heating, aggregated 
1,826,150, a drop of 11% from the 
total of 2,061,632 registered in 1959. 
All automatic heating sales, except elec- 
tric heating, showed a decline: Oil- 
burners totaled 516,863 compared with 
635,951 in 1959, a drop of 18.8%; 
gas heating came to 1,170,740 installa- 


tions compared with 1,320,440 in 
1959, down 11%; coal stokers dropped 
20% to a total of 10,947 and electric 
heating registered a 149% increase to 
an estimated installation total of 127,- 
600. 

At the end of 1960 there were 23,- 
967,570 automatic heating systems in 
operation, including homes completely 
heated with electricity. This total rep- 
resented an increase of 6% over the 
22,697,083 total—also including elec- 
tric heat—in operation at the end of 
1959. 

Breakdown of automatic heating in 
use, with comparative percents for pre- 
vious years, appears on the next page. 
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Operating 
12/31/60 
9,824,590 
12,931,585 
492,095 
719,300 


—— PERCENT —— 
1960 1959 1958 
41 42.5 45.0 
$4 32:5 32.1 
Stokers 7 2a ‘o9 
Electric 3 2.6 


Oilburners 
Gas Burners 


23,967,570 


Total domestic oilburners installed 
during 1960 are compiled in TABLE 2, 
along with comparative data for pre- 
vious years. Central heating oilburners 
in use on December 31, 1960 had in- 
creased to an estimated total of 9,824,- 
590. This registered a 2% increase 
over the revised total of 9,646,840 in 
use at the end of 1959. The number in 


TABLE 


) 


Total Domestic Burners and Units 


Sales 
126,400 
104,000 

89,200 

88,600 
108,290 
150,510 
220,075 
210,740 
179,360 
236,140 

302,210 
333,250 


Retail Value 


$55,342,500 
74,054,700 


54,583,900 
66,520,400 
89,548,800 
113,546,400 
99,514 29,871,600 
33,445 5,283,300 
49,915 17,988,300 
145,596 49,245,200 
492,593 211,448,000 
888,083 418,178,500 


69,265,100 $ 


Factory Value 


> 
] 
>2 
3 


41,9 


14,067,900 
5,431,000 
7,652,000 


17,8 


79,007,100 


2,238,200 
8,292,900 
3,352,200 
2,273,600 


No. in Use 
(End of Year) 
648,500 
747,300 
831,120 
914,280 
1,012,870 
1,152,125 
1,340,675 
1,530,545 
1,667,745 
1,862,330 
2,135,125 
2,402,060 
2,386,290 
2,375,455 
2,392,265 
2,517,055 
2,821,044 


Year 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1942 
1943 
1944 
1945 
1946 


31,800 


45,400 


156,759,900 

84,114,100 
102,660,700 
140,582,300 
123,630,800 
145,487,000 
204,289,000 
185,826,000 
205,073,000 
184,950,000 
145,797,000 
142,863,900 


1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 


3,650,514 
3,975,773 
4,490,535 
5,172,134 
5,704,556 
6,345,876 
7,017,609 
7,581,973 
8,255,228 
8,732,445 
9,028,284 
9,324,927 


455,245 237,385,500 
614,712 262,843,600 
846,815 371,585,000 
675,060 330,610,900 
777,604 364,500,000 
823,365 428,600,000 
738,048 429,132,000 
808,805 458,237,000 
709,192 414,161,000 
580,447 318,259,000 
568,318 324,589,400 


use at the end of 1960 resulted from a 
net gain of 177,750 oilheating cus- 
tomers. 

To compute this net gain in users 
we deducted from total sales of 516,- 
863 a figure of 209,846 or 40.6% of 
sales, representing oilburners installed 


to replace old or obsolete oilheating 
equipment. This resulted in a total of 
307,017 new oilheating jobs installed 
in 1960. Next were deducted losses to 
other fuels—those oilheating jobs esti- 
mated to have been removed and re- 
placed with heating using other fuels. 
Details on these appear in a “Losses to 
other Fuels” table later in the article. 
The resultant net gain of 177,750 rep- 
resented 34% of 1960 sales. 

Prices of conversion oilburners 
showed a decline at the retail level in 
1960 and an increase at the wholesale 
level. Boiler-burner units at the retail 


50 


635,951 


376,979,100 


170,244,200 1959* 


516,863 


303,016,000 


* Revised 


level dropped in price according to re- 
ports from dealers telling of 1960 ac- 
tivities at both the retail and factory 
level. This perhaps reflects bigger ac- 
ceptance for oilheating in the smaller 
sizes of boiler units, which naturally 
can be offered at lower prices. Furnace- 
burner units rose slightly at the retail 
level and remained virtually the same 
as far as factory prices are concerned. 

Separate burners sold at retail dur- 


135,969,113 


9,646,840 


1960 9,824,590 


ing 1960 for $339, almost 6% below 
the $360 reported for 1959. Boiler- 
burner units in 1960 were offered at 
retail for $770, down 6.1% from the 
$802 reported for the previous year; 
furnace-burner units installed for $621 
during 1960 and represented a 1.6% 
increase over the $611 for which this 
equipment sold at retail in 1959. 
During 1960 dealers paid about the 
same for equipment as they did in 
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1959. There was an increase in the 
price they reported for separate burn- 
ers, but there was a drop in the price 
they were required to pay for boiler- 
burner units, while furnace-burner 
units remained about the same. 
Dealers paid $104 for separate oil- 
increase over the $99 
1959. In buying 


boiler-burner units, dealers said they 


burners, a 5% 


they reported in 


paid $379, which was a 4.5% de- 
crease from the $397 reported for 
1959. And, when buying furnace-burn- 
er units, dealers paid $288, virtually 
the same as they paid in 1959. 

Typical patterns emerged in 1960 
from reports of the types of oilburners 
sold. High pressure gun type oilburn- 
ers accounted for the largest portion 
of total sales, 87%, up slightly from 
85% the year before. Next in impor- 
tance were low pressure burners, rep- 
resenting 9% of total sales as com- 
pared with 10.5% in 1959. Following 
were vertical rotary burners and vapor- 
izing burners, both of which were re- 
ported at the same percentage totals as 
in 1959, namely 3% and 1%, respec- 
tively. The vaporizing burners, inci- 
dentally, include those installed for 
central heating only. 


1960 


1959 
No. % % 


449,671 
46,518 
15,506 

5,168 


84.9 
10.5 

Rotary 3.2 
Vaporizing 14 


High pres. 
Low pres. 


516,863 


*Included 0.3% miscellaneous. 


During 1960 oilburners installed to 
convert a heating system to oilfiring 
from other fuels amounted to 149,374 
jobs, 28.9% of all oilheating sales. 
This compares with a revised total of 
218,768, or 34.4% of sales made dur- 
ing 1959 for conversion to oil. 

New homes oilheating jobs in 1959 
were installed in a revised total of 
212,407 homes, 33.4% of all installa- 
1960 new 
counted for 30.5% of oilheating sales, 


representing 157,643 jobs. 


tions. During homes ac- 


The third category of oilheating 
sales are replacements. Here oilburners 
in 1960 were used in 209,846 installa- 
tions, 40.6% of total sales, to replace 
worn-out or obsolete oilheating equip- 
ment. This is the highest percentage 
ever recorded for this type of sales, but 


Sales 
126,400 
104,000 

86,200 

80,800 

98,990 
136,825 
197,430 
184,920 
153,850 
200,020 
238,845 
237,965 

71,658 

21,363 

37,885 
119,680 
408,861 
669,615 
312,170 
440,748 
608,013 
477,267 
542,768 
382,042 
250,936 
241,024 
170,206 
150,916 
176,178 
152,628 


TABLE 3 


Domestic Conversion Oilburners 


Retail Value 
$79,400,000 
50,310,000 
36,911,000 
31,263,000 
33,116,000 
43,373,500 
59,229,000 
54,181,600 
40,462,600 
48,004,800 
55,645,900 
59,490,200 
16,552,700 
1,885,800 
10,607,800 
34,292,200 
151,258,100 
262,489,000 
131,735,700 
155,143,300 
214,020,600 
189,475,000 
203,538,000 
140,591,000 
96,360,000 
91,107,000 
61,785,000 
53,877,000 
68,180,900 
54,946,100 
43,804,200 


Factory Value 
$24,648,000 
16,640,000 
12,068,000 
10,423,000 
11,681,000 
13,408,900 
18,558,400 
15,903,100 
12,154,200 
15,601,600 
18,152,200 
19,275,200 
6,090,900 
1,837,200 
4,184,600 
11,249,900 
48,625,800 
83,701,900 
36,523,900 
47,160,000 
65,665,400 
55,363,000 
64,047,000 
42,789,000 
24,843,000 
22,415,000 
16,680,000 
14,488,000 
18,146,300 
15,110,200 
13,438,500 


Year 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1942 
1942 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 
1959* 
1960 


No. in Use 
(End of Year) 
648,500 
747,300 
827,320 
902,680 
991,980 
1,115,125 
1,281,305 
1,446,295 
1,559,675 
1,719,940 
1,933,605 
2,113,160 
2,073,260 
2,060,465 
2,072,445 
2,173,910 
2,397,554 
3,020,741 
3,208,365 
3,568,024 
4,057,412 
4,433,834 
4,881,476 
5,193,160 
5,366,444 
5,609,194 
5,723,726 
5,800,644 
5,892,603 
5,969,872 
6,014,298 


129,216 


* Revised 


Estimates of conversion oilburners in recent years have been based principally on what 
type of installations dealers tell us they make. The “No. in Use” figure may be high since 
quite a few burners originally installed as conversions have been replaced with oilfired units. 


TABLE 4 
Conversion Burner Price Trends 


RETAIL 
Aver. % 
Min. 
$554 
516 
413 
371 
341 
310 
275 
266 
255 
236 
218 
210 
226 
245 
247 
258 
292 
294 
353 
349 
329 
319 
330 
326 
320 
319 
312 
311 
312 
314 
316 
313 


% change 


prev. yr. 


change 
prev. yr. 
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understandably so. More and more oil- 
heating installations have been in long 
enough so that mechanically they are 
at an age where replacement can be 


1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 
1959 
1960 


FACTORY — 
% change Aver. 
prev. yr. Min. 


Aver- 
age 
$240 

195 
160 
140 
129 
118 

98 


% change 
prev. yr. 


—18.7 
—18.0 
—123 
7.8 


_ 
Iw Oo. 


86 


_ 


94 
119 
125 
117 
107 
108 
116 
118 
112 

99 

93 

98 

96 
103 

99 
104 
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economically recommended. In 1959 
replacement oilburners were used in 
204,776 or 32.2% of all oilheating 
sold. 


5! 





Oilburner Replacements 


Number Year % 


40,936 1940 152 
56,315 1941 16.9 
33,170 1942 33.3 
13,910 1943 41.6 
38,280 1944 76.7 
29,847 1945 20.5 
36,540 1946 8.0 
58,613 1947 6.6 
90,750 1948 19.9 
58,200 1949 10.2 
96,960 1950 11.5 
91,808 1951 13.6 
103,283 1952 13.3 
104,567 1953 12.7 
118,080 1954 16.0 
119,483 1955 14.8 
141,838 1956 20.0 
151,256 1957 26.0 
173,652 1958 30.5 
204,776 1959* 32.2 
209,846 1960 40.6 


* Revised 


Slightly more than 2% of the 516,- 
863 oilburner installations made in 
1960 were used to replace gas heating 
equipment, 2.1% to be exact, repre- 
senting 10,855 oilburner installations. 
Adding to this the 138,519 conversion 
oilburner sales made to change over 
coal fired heating, results in the total 
oilheating sold to replace other fuels. 
Burner sales in 1960 were divided: 


New Homes 30.5% 157,643 
Replacements 40.6 209,846 
Conversions 28.9 149,374 


516,863 


Oilheating dealers who cooperated 
in this survey also reported on what 
type of equipment they used to make 


Sales 

3,000 
7,800 
9,300 
10,510 
15,025 
14,430 
14,220 
19,220 
26,955 
39,990 
9,313 
6,637 
6,440 
9,027 
45,130 
63,054 
42,785 
55,324 
82,141 
58,731 
69,207 
116,094 
184,512 
196,539 
191,482 
139,307 
136,397 
139,909 
124,047 


* Revised 


Retail Value 


$9,511,600 
9,781,300 
8,557,000 
7,877,900 
9,744,500 
13,322,700 
21,874,500 
5,289,800 
,705,600 
3,909,100 
5,984,900 
34,765,900 
52,650,000 
410,260,700 
$3,872,000 
61,687,900 
416,573,700 
53,635,000 
82,427,000 
138,200,000 
143,271,000 
144,569,000 
104,759,000 
104,752,900 
112,207,000 
95,516,200 


TABLE 5 
Boiler-Burner Units 


Factory Value 


$3,795,100 
4,711,400 
4,286,100 
5,005,300 
9,717,600 
2,877,700 
2,090,600 
2,002,800 
2,491,500 
18,088,100 
23,014,700 
16,600,600 
20,027,300 
26,038,700 
22,688,300 
26,783,000 
45,393,000 
68,085,000 
69,529,000 
70,274,000 
52,658,000 
53,876,800 
55,543,900 
47,013,813 


Year 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 
1959* 
1960 


. . . « Oilheating Statistics 


No. in Use 
(End of Y ear) 


3,800 
11,600 
20,890 
31,400 
46,250 
60,240 
73,930 
92,540 

118,560 
155,720 
163,040 
164,240 
167,040 
175,165 
219,131 
277,771 
318,417 
368,286 
434,401 
480,722 
537,799 
623,513 
780,204 
929,225 
1,058,074 
1,129,075 
1,200,270 
1,271,091 
1,313,752 


Prior to 1953 this table represented only the boiler-burner units reported to the Census 


Bureau by oilburner manufacturers 


It did not include units assembled either by boiler 


manufacturers in their plants or field-assembled by dealers. In 1953 it included those assem- 
bled by boiler manufacturers but not by dealers. In 1960 it includes all three, estimated as 
follows: By oilburner manufacturers, 47,138; by boiler manufacturers, 58,302; by dealers 


in the field, 18,607 


oilburner replacement sales. During 
1959 conversion oilburners alone were 
used in 45.6% of the replacement jobs, 
compared with 35.3% reported for the 
same type of installation in 1959. 
Boiler-burner units were installed in 
29% of the oilburner replacement jobs 
and complete furnace-burner units in 


25.4% of the burners installed in 1960 
replacing old oilheating equipment. In 
1959 boiler-burner units went into 
19.8% of the replacement jobs and 
furnace-burner units in 44.9%. 

The table compiles this information 
on replacement oilheating jobs as re- 
ported by dealers for 1960: 
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Conv. 
Burners 
New England 27% 
Mid-Atlantic 40 4 18 
South be it 
Midwest 64 29 
Pacific ' i e 

Total US. 45.6% 29% 25.4% 

In the table, “Losses to other Fuels,” 
there is a breakdown of the 129,267 
oilburners estimated to have been re- 
moved during 1960 and replaced with 
equipment using competitive fuels. 
The total amounted to 1.4% of oil- 
burners operating in 1960. 

Oilburner sales during 1960 showed 
about the same division as in 1959 in- 
sofar as conversion burners, boiler and 
furnace-burner units were concerned. 
Conversion, or separate, oilburners 
were used in 25% of all jobs in 1960 


TABLE 6 


Prices of Factory-Assembled 
Boiler-Burner Units 


RETAIL 
Aver- % change Aver. % change 
prev. yr. 
— 88 
— 66 


aZeé prev. yr Min. 
$593 — 89 1937 $516 
554 — 6.5 1938 482 
507 — §.3 1939 441 
495 — 2.4 1940 365 
547 +11.5 1941 378 
568 t 38 1942 473 
533 : 1943 361 
607 + 13, 1944 450 

1945 539 

1946 589 

1947 691 

1948 710 

1949 682 

1950 661 

1951 686 

1952 699 

1953 703 

1954 

1955 

1956 

1957 

1958 

1959 

1960 


Sm ww RN SO} 
NOOK ON ww 


FACTORY 
1937 $246 
1938 244 
1939 208 
1940 183 
1941 201 
1942 229 
1943 231 
1944 216 
1945 233 
1946 267 
1947 310 
1948 345 
1949 342 
1950 311 
1951 336 
1952 324 
1953 322 
1954 322 
1955 325 
1956 340 
1957 351 
1958 344 
1959 340 
1960 343 
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to other Fuels 


LOST TO 

Gas Coal Electric 
8,108 259 283 
19,739 871 498 
2,043 54 1,223 
29,890 1,184 
83,259 192 
4,457 14 
117,606 1,390 


New England 
Mid-Atlantic 
South Atlantic 


Total East Coast 
Midwest 

Pacific N. W. 
All Sections 


2,004 
2,502 
5,765 
10,271 


Losses to all Fuels 


129,267 or 
109,262 or 
98,023 or 
133,352 or 
90,137 or 
75,067 or 
55,604 or 
46,065 or 
32,734 or 


total operating 1960 
total operating 1959 
total operating 1958 
total operating 1957 
total operating 1956 
total operating 1955 
total operating 1954 
total operating 1953 
total operating 1952 
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and in 24% of the jobs in 1959. Boiler- 
burner units went in 24% of 1960 oil- 
heating installations and in 22% of 
1959 oilheating, while furnace-burner 
units continued to dominate the total 
picture. This equipment was used in 
51% of 1960 oilheating, down a bit 
from the 54% reported for furnace- 
burner units in 1959. 

Conversion, or separate, oilburners 
totaled 129,216 in 1960 and there 
were 124,047 boiler-purner units and 
263,600 furnace-burner units installed. 

At the end of 1960 there were an 
estimated 9,824,590 oilburners in use 
for central heating divided: Conver- 
sion oilburners, 6,014,298; boiler-burn- 


TABLE 


What Kind of Equipment 


1960* 1959 Prewar 
%o % % 
25 24 Conversion 80.5 
24 22 Boiler Units 9.1 
51 54 Furnace Units 10.4 


*Caloulated on revised basis, taking into 
account overlap in Census reports of burner 
shipments. If a plant manufactures an oil- 
burner and combines it with a furnace or 
boiler of its own manufacture, daia for this 
equipment are reported under boiler or 
furnace-boiler units. If a plant manufac- 
tures a furnace, but combines it with a 
burner purchased from another manufac- 
turer, data for this furnace are reported 
under warm air furnaces; data for the oil- 
burner already have been reported by the 
burner manufacturer as a conversion oil- 
burner. Estimates for these two years allow 
greater weight for reports from dealers on 
the type of oilburning equipment they sell. 


er units, 1,313,752; furnace-burner 
units 2,496,540. Conversion oilburners 
at the end of 1960 represented 61.3% 
of all oilheating in use, down slightly 
from a figure of 62% at the end of 
1959. Boiler and furnace units both 
showed slight increases in their per- 
centage of total oilheating. Boiler- 
1960 
in use were 13.3% of all oilheating 
jobs, up from 13% the previous year 


burner units at the end of 


and furnace- burner units advanced 
from 25% to 25.4% at the end of 1960. 

TABLE 5 contains information on 
the annual sales of boiler-burner units, 
including retail and factory value of 
units, along with the number in use 


Heating Boiler Sales 


CAST IRON 

Total No. for % for 
Output oil oil 
160,105 29,310 18.3 
186,560 41,922 22.5 
169,707 58,462 34.2 
135,282 54,139 40.0 
146,919 61,070 41.6 
168,839 77,764 46.1 
178,076 80,176 45.0 
111,875 10,765 9.6 

81,500 8,852 10.9 

75,760 19,140 25.3 

66,740 20,088 30.1 
161,667 46,548 28.8 
233,905 73,279 31.3 
180,345 61,781 34.3 
144,275 50,495 35.0 
194,509 76,406 39.3 
159,007 68,214 42.9 
187,596 89,670 47.8 
208,644 99,706 47.8 
208,438 104,219 50.0 
250,126 125,063 50.0 
237,620 137,592 57.0 
209,106 106,627 51.0 
188,195 94,097 50.0 
206,931 93,119 45.0 
204,750 90,090 44.0 


STEEL 

Total No. for 

Output oil 
1935 14,415 14,181 
1936 19,242 18,622 
1937 16,569 15,321 
1938 19,098 17,218 
1939 23,658 21,857 
1940 24,580 23,206 
1941 25,666 24,173 
1942 13,000 7,238 
1943 3,550 1,230 
1944 3,310 2,168 
1945 16,008 10,979 
1946 34,820 33,777 
1947 105,714 94,123 
1948 92,718 82,716 
1949 84,876 74,520 
1950 166,836 156,325 
1951 92,892 86,950 
1952 107,755 102,367 
1953 113,814 106,985 
1954 104,062 97,818 
1955 124,874 117,832 
1956 82,000* 73,800 
1957* 104,201 67,509 
1958* 100,234 61,340 
1959* 100,267 53,915 
1960 96,457 50,158 





at the end of each year. At year-end 
1960 there were 1,313,752 boiler-burn- 
ef units operating, as a result of the 
124,047 such units sold during the 
year. This compares with a revised 
total of 139,909 sold in 1959 and 
1,271,091 operating at the end of 1959. 

Prices of factory-assembled boiler- 
burner units are detailed in TABLE 6. 


In 1960 dealers reported an average 
retail price of $770 for a boiler-burner 
unit installation, representing a 6% 
drop from 1959 prices. The decrease 
no doubt is affected by the fact that 
there was some improvement in the 
number of smaller-sized oilfired boilers 
installed during the year. The smaller 
boilers cost less, naturally; retail prices 


Sales 
3,175 
7,620 
11,390 
11,290 
16,900 
36,410 
55,295 
18,543 
5,445 
5,590 
16,889 
38,602 
155,414 
100,290 
118,640 
156,661 
139,062 
165,629 
325,229 
302,600 
371,242 
347,504 
290,224 
255,743 
343,414 
263,600 


* Revised 


Retail Value 
$2,457,400 
5,044,400 
6,526,500 
6,243,400 
8,771,100 
19,115,300 
32,181,700 
8,029,100 
1,691,900 
3,471,400 
8,968,100 
25,429,000 
103,039,500 
65,389,100 
63,828,300 
95,876,500 
94,562,200 
107,327,000 
205,582,000 
194,572,000 
223,859,000 
207,807,000 
159,623,000 
151,655,600 
209,826,000 
163,695,600 


TABLE 8 
Furnace-Burner Units 


Factory Value 


$2,540,000 
2,427,300 
3,464,500 
7,646,100 
12,939,000 
5,099,300 
1,503,200 
1,464,600 
4,104,000 
12,293,200 
50,043,300 
30,989,600 
35,473,400 
48,878,200 
45,579,000 
54,657,000 
116,107,000 
92,898,000 
113,229,000 
97,996,000 
78,65 1,000 
70,840,800 
99,590,100 
75,516,800 


Y ear 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
19 $2 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 


1959* 


1960 


No. in Use 
(End of Year 
5,600 
13,120 
24,010 
34,140 
49,850 
82,960 
133,180 
149,990 
150,750 
152,780 
167,980 
204,359 
352,002 
447,277 
554,225 
680,321 
790,000 
926,601 
1,191,936 
1,435,325 
,716,809 
,950,645 
,098,565 


2,496,540 


1960 Oilheating Sales 


also would be correspondingly lower. 

Factory prices for boilers paid by 
dealers were reported at $379, another 
decrease, this one 4.5%. 

Total cast-iron and steel heating 
boilers produced during 1960 dropped 
2% to a total of 301,207, as compared 
with a revised total of 307,198 for the 
year 1959. Steel boiler estimates for the 
years 1957, 1958 and 1959 and cast- 
iron boiler statistics for 1959 have been 
revised on the basis of studies con- 
ducted by the Building Materials Di- 
vision, Business and Defense Services 
Administration, U. S. Department of 
Commerce. Estimates contained in the 
table for these years include both cast- 
iron and steel heating dealers up to 
350,000 Bru capacity. 

In 1960 cast-iron boilers are esti- 
mated at 204,750, compared with 206,- 
931 in 1959; steel boilers are estimated 
at 96,457, compared with a revised 
total of 100,267 in 1959. 

Oil boilers totaled 140,248, a de- 
cline of 4.6%, and made up of 90,090 
cast-iron boilers and 50,158 steel boil- 
ers. In 1959 there had been a total of 
147,034 oil boilers produced, 93,119 
cast-iron and 53,915 steel units. 

Data on furnace-burner units sold 
during 1960 appear in TABLE 8, along 


Prior to 1953 this table represented only the furnace-burner units reported to the 
Census Bureau by oilburner manufacturers. It did not include units assembled either by 
furnace manufacturers in their plants or field-assembled by dealers. In 1953 it included 
those assembled by furnace manufacturers but not by dealers. In 1960 it includes all 
three, estimated as follows: By oilburner manufacturers, 120,465; by furnace manufacturers, 
137,072; by dealers in the field, 6,063. 


with comparative figures for previous 
years, retail and factory values of units 
and the number of units operating. 


During 1960 there were an esti- 





SIZES OF 1960 OILFIRED INSTALLATIONS 


FURNACE SIZES 


1% LESS THAN 50,000 BTU 
14 % 50 TO 75,000 BTU 
53% 76 TO 100,000 BTU 
22% 101 TO 125,000 BTU 
O01 TO 3.0 GPH 10% 126,000 BTU AND LARGER 
2% 3.01 GPH AND LARGER 


FIRING RATES 


41% LESS THAN 1.0 GPH 

37% 1.0 TO 1.35 GPH 46% 30! TO 500 SQ FT 
11%. 1.36 TO 1.65 GPH 21% 50! TO 650 SQFT 
5% 1.66 TO 2.0 GPH 8% FROM 65! TO 800 SQFT 
4% 2. 








25% LESS THAN 300 SQ FT 
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mated 263,600 furnace-burner units 
installed, representing 51% ot all oil- 
heating sold, compared with a revised 
total of 343,414 such units installed in 
1959 when furnace-burner units rep- 
resented 54% of all sales. 

Average retail prices reported for 
furnace-burner units were up slightly 
in 1960; the average was $621, up 
1.6% from the $611 reported the pre- 
vious year. Average wholesale prices of 
furnace-burner units remained virtual- 
ly the same; they were reported as 
$288 in 1960 and $290 in 1959. 

Preliminary estimates of warm air 
furnace shipments during 1960 are 
contained in TABLE 10, including re- 


TABLE 9 


Price Trends of Factory-Assembled 
Forced-Air Units 


RETAIL 


% change 
prev. yr. 
—13.3 

— 34 

—164 

—10. 


% change Aver. 
prev. yr. Min. 
—13.4 1937 $499 
— 3.5 1938 481 
— 6.2 1939 402 
1940 360 

1941 402 

1942 413 

1943 418 

1944 434 

1945 479 

1946 526 

1947 610 

1948 623 

1949 538 

1950 610 

1951 624 

1952 639 

1953 625 

1954 608 

1955 585 

1956 585 

1957 543 

1958 593 

1959 583 

1960 590 
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1937 $210 
1938 204 
1939 198 
1940 196 
1941 201 
1942 236 
1943 241 
1944 217 
1945 239 
1946 265 
1947 297 
1948 304 
1949 297 
1950 306 
1951 316 
1952 311 
1953 300 
1954 294 
1955 280 
1956 280 
1957 269 
1958 269 
1959 270 at 
1960 277 2S 
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vised totals for the year 1959. Total 
furnace shipments in 1960 dropped 
about 12% to 1,258,880, compared 
with a revised total of 1,435,381 in 
1959. All types of forced air furnaces, 
coal, oil and gas, were down in 1960: 
Coal forced air furnaces dropped 2697 
to a total of 10,345, compared with 
13,961 in 1959; oil forced air fur- 
naces were off 28% to a total of 234,- 
881 in 1960 and 327,462 in 1959; gas 
forced air furnaces dropped 7% to 
965,804 last year and 1,041,678 in 
1959. 

Gravity furnaces were off by 8% in 
1960 when an estimated 47,850 such 
units were shipped, compared with 
52,280 reported during 1959. Coal 
gravity furnaces were off 30% to 16,- 
047; oil gravity furnaces were down 
13% to 1,772 and gas gravity furnaces 
showed an 11% increase to a total of 
30,031. 

Total shipments of oil furnaces in 
1960 are estimated at 236,653, repre- 
senting 19% of total furnace ship- 
ments. However the total was off by 
28%, compared with a revised total 
of 329,499 oil furnaces shipped in 
1959, when they represented 23% of 
total shipments. Oil furnaces in 1960 
were divided 234,881 forced air units 
and 1,772 gravity furnaces. 

Activity in selling oil-powered water 
heaters showed a good increase in 
1960, with the greatest effort being 
reported in New England and the Mid- 
Atlantic states. The indicated total of 
oil-powered water heaters installed by 
oilheating dealers in 1960 was 34,498 
units. 

On the average dealers paid a whole- 
sale price of $170 for the heaters, com- 
pared with $171 in 1959. And, they 
sold them at a retail price that aver- 
aged $284, down from $295 average 
retail price in 1959. Sectional price in- 
formation and weighted national aver- 
ages for oil water heaters are: 


Wholesale Retail 

New England $157 $306 
Mid-Atlantic 168 292 
South 173 232 
Midwest 181 277 
Pacific oF Ap 

Total U.S. $170 $284 


Estimates for commercial oilheating 
are contained in TABLE 11, including 
revised totals for 1958 and 1959 and 
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TABLE 10 
Warm Air Furnace Shipments 


FORCED AIR 


1960 1959° 
10,345 Coal 13,961 
234,881 Oil 327,462 
965,804 Gas 1,041,698 


1,211,030 


1,383,101 


16,047 
1,772 
30,031 


23,136 
2,037 
27,107 


47,850 
1,258,880 


52,280 


Grand Total 1,435,381 


comparative data for preceding years. 
On the basis of the 36,654 commercial 
oilburners estimated to have been in- 
stalled for heating in 1960 there were 
800,609 such units operating at the 
end of that year. This compares with 
a number in use of 767,620 at the end 
of 1959 based on revised estimates of 
39,865 commercial oilheating jobs that 
year and 731,742 in use at the end of 
1958, with 34,908 sales estimated to 
have been made in that year. 

During 1960 the commercial oil- 
heating burners in TABLE 11 included 
types for distillate and residual oil. 
Distillate units were those with capaci- 


TABLE 11 
Commercial Oilheating 


No. Operating 
Sales (End of Year) 


14,990 176,240 
18,435 192,830 
19,380 210,275 
13,955 222,880 
16,445 237,680 
20,710 256,320 
34,750 287,595 
55,360 293,120 
44,470 285,045 
30,705 286,680 
30,515 288,812 
40,498 325,310 
48,780 369,210 
28,433 393,550 
25,220 414,310 
34,737 445,573 
40,565 482,088 
36,417 514,863 
41,021 551,782 
37,091 585,164 
41,284 622,320 
42,414 660,493 
43,958 700,055 
34,908 731,742 
39,865 767,620 
36,654 800,609 


* Revised 





ties above 6 gph. In 1960 these dis- 
tillate burners. are estimated to have 
accounted for 19,793 burners or 54% 
of the total; residual oilburners were 
used in the remaining 16,861 installa- 
tions, 46% of the total. In 1959 dis- 
tillate burners also went into 54% of 
the commercial oilheating jobs, repre- 
senting 21,669 installations; residual 
burners were used in the balance of 
18,196 installations. 

On the basis of revised Census re- 
ports, figures for domestic and com- 
mercial stokers have been changed for 
the years 1954 through 1959. TABLE 
12 contains these revisions, plus esti- 
mates ‘for 1960 and comparative data 
for previous years. Available informa- 
tion indicates that total stoker installa- 
tions in 1960 amounted to 10,947, 
compared with a revised total of 13,- 
684 for 1959. These totals, as shown 
in the table, are made up of Class 1 
units with capacities up to 60 Ibs. of 
coal per hour and Class 1 units with 
capacities up to 100 Ibs. per hour. 

At year-end 1960 there were an es- 
timated 492,095 coal stokers in opera- 
tion, representing a net loss of 60,148 
units, made up of an estimated 20,000 
stokers lost to oilheating and an esti- 
mated 50,000 lost to gas or electric 
heating equipment. 

Gas heating estimated for 1960 indi- 
cate a total of 1,170,740 installations, 
down 11% from the revised total of 
1,320,440 reported for 1959. These are 
estimates based on projections made 
from factory shipments supplied by 
the Gas Appliance Manufacturers As- 
sociation. Figures for the years prior 
to 1950 reported factory shipments 
without allowance for replacements, 
losses to other fuels or stock changes. 
Since 1950 GAs HEAT magazine has 
estimated actual sales. 

Preliminary estimates of 1960 gas 
heating anticipate installation of 130,- 
370 conversion oilburners, 145,025 
gas boilers and 895,345 gas furnaces. 
At the end of 1960 there were an esti- 
mated 12,931,585 gas heating jobs op- 
erating. 

TABLE 14 contains information 
about homes completely heated with 
electricity. The table contains an initial 
figure of September 1, 1956 and fol- 
lows with similar figures for succeed- 
ing years. 


56 


Total 
Sales 
144,758 
182,956 
79,062 
17,765 
31,603 
119,279 
181,223 
61,596 
76,477 
29,994 
19,635 
19,174 
18,801 
13,257 
13,455 
13,632 
14,149 
13,666 
13,744 
13,684 
10,947 


* Revised 


Conversion 
21,687 
36,335 

6,087 
800 
3,180 
14,183 
400,000 
90,000 
48,500 
290,000 
344,275 
170,700 
234,240 
200,335 
223,550 
207,760 
179,980 
168,000 
154,350 
151,800 
130,370 


* Revised 


1940 
1941 
1942 
1943 
1944 
1945 
1946 


TABLE 12 


Domestic and Commercial Stokers 


Bitum. 
123,167 
158,734 
62,753 
4,460 
1,714 
89,522 
164,304 


CLASS 1 





Anth. 
12,837 
17,110 
11,562 
472 
450 
325 
7,044 


Total 
136,004 
175,844 

75,315 

4,932 
2,164 

93,047 

171,348 


Bitum. 
7,784 
6,513 
4,391 

10,790 

27,196 

24,349 
8,967 


CLASS 2 
Anth. 
970 
599 
356 

2,043 

2,243 

1,883 
908 


Total 


8,754 
7,112 
4,747 

12,833 

29,439 

26,232 
9,875 


End Year 
In Use 
637,695 
802,345 
877,455 
894,330 
925,435 

1,029,150 

1,160,755 


1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954* 
1955* 
1956* 
1957* 
1958* 
1959* 
1960 


53,372 
61,355 
21,988 
13,102 
12,451 
8,572 
6,801 
4,868 
3,926 
3,883 
4.743 
4,797 
4,149 
3.284 


Boiler 
Untts 

10,201 
15,007 
10,966 
3,485 
5,217 
14,959 
32,500 
44,000 
30,000 
50,000 
70,455 
62,900 
60,825 
82,045 
71,115 
89,005 
106,000 
108,370 
128,060 
131,940 
145,025 


3,364 
9,504 
4,991 
4,191 
4,268 
8,068 
4,858 
7,143 
8,275 
8,949 
8,776 
7983 
8,484 
6,787 


56,736 
70,859 
26,979 
17,293 
16,719 
16,640 
11,659 
12,011 

12,201 

12,832 
12,519 
12,780 
12,633 
10,071 


4,469 
4,857 
2,612 
1,855 
1,941 
1,618 
1,266 
1,032 
1,097 
909 
881 
766 
784 
657 


TABLE 13 


Domestic Gas Burners 
Annual Sales 


Furnace 
Units 
56,666 
85,043 
29,412 
8,970 
12,113 
27,676 
230,000 
188,000 
193,000 
297,000 
576,270 
418,890 
452,690 
517,810 
652,530 
855,435 
801,130 
709,810 
877,040 
1,036,700 
895,345 


TAB 


Total 


88,554 
136,385 
46,465 
13,255 
20,510 
56,818 
662,500 
322,000 
271,500 
637,000 
991,000 
652,560 
747,755 
800,190 
947,195 
1,152,200 
1,087,110 
986,180 
1,159,450 
1,320,440 
1,170,740 


LE 14 


391 
761 
403 
487 
414 
543 
332 
412 
334 
408 
266 
198 
267 
219 


1940 
1941 
1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 
1959* 
1960 


4,860 
5,618 
3,015 
2,342 
2,355 
2,161 
1,598 
1,444 
1,431 
1,317 
1,147 

964 
1,051 

876 


1,186,195 
1,238,225 
1,235,560 
1,175,537 
1,124,945 
1,079,524 
990,855 
893,872 
793,751 
740,760 
692,482 
624,340 
552,243 
492,095 


No. in Use 
(End of Year) 


1,187,486 
1,310,222 
1,352,040 
1,363,970 
1,382,430 
1,433,570 
2,027,548 
2,297,000 
2,538,500 
3,119,600 
4,087,300 
4,677,200 
5,332,300 
6,077,200 
6,947,500 
7,998,800 
8,980,600 
9,797,800 
10,798,100 
11,906,300 
12,931,585 


719,300 Homes are now Fully Heated by Electricity 


Northeast 
South 
Midwest 
West 


ALL SECTIONS 


Northeast 
South 
Midwest 
West 


Sept. 1 1960 
15,974 
375.375 
72,998 
254,953 
719,300 


1960 


( 
( 


52.2 
10. 
>5 


Sept. 1, 1959 
9,553 
316,929 
54,461 
210,757 
591,700 


—_——— Percent of Number in Use 


1959 
1.6% 

53.6 
9.2 


35.6 


—_—_—_—_§_ Number in Use 


Sept. 1, 1958 
6,819 
275,399 
36,081 
181,844 
500,143 


1958 
14% 

55.1 
7.2 


36.3 


January 
1961 





Sept. 1, 1957 
4,924 
236,782 
26,403 
104,110 
372,219 


Sept. 1 1956 
3,830 
197,705 
16,807 
82,915 
301,257 





1957 
1.4% 

63.6 
7.1 

27.9 


1956 
1.3% 

65.6 
5.6 


27.5 





Oilheating Dealers 
had a slow ‘60 


Equipment Sales were down, 
bat Fueloil 
paid the Rent for Many 


OLLOWING a good year in 1959 

when oilheating installations were 
12% above the previous year, the oil- 
heating dealers in 1960 experienced 
quite a setback. A preliminary estimate 
of installations in 1960 is 516,863 or 
nearly 19% below 1959. 

Some of this was caused by the sharp 
decline in new home building. In this 
Category, it is important to recognize 
that the home building slump was 
much more pronounced in the states 
where oilheating is strongest. 

The other factor in the low installa- 
tion figure was naturally the general 
business hesitation which was reflected 
in most industries that depend on 
“large ticket” items. Folks were more 
inclined to build up their savings ac- 
counts, and adopt a “wait and see” atti- 
tude. 

In TABLE 1, we see that only 9% 
of the reporting dealers have rated 
1960 as their best year. This compares 
with 16% who found 1959 the best 
so far. The number voting it a good 
year dropped from 46 to 34%. Those 
shown in the last column of the table 
and calling it a poor year increased 
from 10% to 16% which probably 


TABLE 2 


Dealers forecast better Sales 


—1961 FORECAST—— 
Installations Will be 
above belou 
1960 1960 
New England y 75% 
Metro New York 1.0% a 
Other Mid-Atl 3.7 
South Atlantic 26.3 
Midwest 3.8 
Pacific Northwest 18.5 


1961 ALL SECTIONS 4.0% 








Most Dealers called it a fair Year 
COMBINATION DEALERS SELLING OILHEATING AND FUELOIL 


New England 
Metro. New York 
Other Mid-Atl. 
South Atlantic ‘ ae 
Midwest 4 26 

Pacific Northwest 14 ] 17 


1960 ALL SECTIONS 9% y 16% 
1959 ALL SECTIONS 16 28 10 


OFLHEATING DEALERS SELLING NO FUELOIL 


1960 ALL SECTIONS 14% 29% 36% 
1959 ALL SECTIONS 16 49 


TABLE 1 


Best Good Fair Poor 
Year Year Year Year 
19% 8% 
5 5 
13 20 


31 








means that they didn’t have any worth- 
while profit. 

These figures just quoted apply to 
the upper portion of the table where 
we have combination dealers selling 
both oilheating equipment and fueloil. 
In the lower part, the figures refer to 
those dealers selling equipment only 
and not fueloil. Here we find 21% 
calling it a poor year against 4% last 
year, but otherwise there was not as 
much change in this group. 

These oilheating dealers featuring 
equipment but selling no fueloil ac- 
counted for about 44% of all oilheat- 
ing sales last year while the combina- 
tion equipment and oil dealer sold 
56% of the installations. 

The year 1960 was quite unusual in 
its monthly sales patterns. The Fall 
months did not increase at anything 
like the normal rate. It rather seemed 
that the monthly figures were on a 
solid line straight through the year. 


Some of this leveling process would 
result from the increasing emphasis on 
replacement sales. 

In TABLE 2, the dealers indicate that 
they expect installations next year to 
be 4% above 1960. There is a strong 
sectional variation. Only in New Eng- 
land does the average dealer expect it 
to drop. 

The South Atlantic and Pacific 
Northwest are decidedly optimistic. It 
is important to notice that these are 
the probabilities based on conditions 
that are visible today. If there should 
be a substantial increase in public con- 
fidence and consumer spending, our in- 
dustry should do better than these fore- 
casts indicate. A year ago, the dealers 
estimated that 1960 would be 5% bet- 
ter than 1959 and this prediction was 
realized only in the first few months 
of the year. 

In TABLE 3, we see the scope of the 
dealers’ business by the relative impor- 





TABLE 3 
What the Oilheating Dealers sold in 1960 





Oil- Other 

heat- heat- Burner 

ing ing Serv- 
Eqpt. Eqpt. se 

New England 14% .. 7% 
Metro. New York 7 % 7 
Other Mid-Atl. 14 9 
South Atlantic 14 3 
Midwest 9 5 
Pacific Northwest 10 17 


ALL SECTIONS 
Large Cities 
Medium Cities 
Small Cities 


ALL CITIES 





DOLLAR VOLUME 


Fuel- line Plumb- tion- 





Air 
Gaso- condi- 
Coal TBA ing ing Other 
2% 8% 1% 5% 2% 
és >. 2 1 
6 a 1 2 
24 a 
13 
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TABLE 5 
Dealers Estimate Ratio by Fuels 


1960 INSTALLATIONS 
Gas Electric 


TABLE 4 
Who sells Oilheating for new Homes? 


New Homes —- — SOLD BY _ J 
Percent of Factory Fueloil Heating Ou 
Total to Distrib- Con New England 
Installations Builder tors tractors Large Cities 48% 51% 1% 
New England 31% 11% 61% 28% Medium Cities 59 41 
Metro. New York 24 12 50 38 Small Cities 80 20 
Other Mid-Atl. 29 26 37 37 ALL CITIES 58 42 
South Atlantic 41 24 42 34 
Midwest 30 17 14 69 
Pacific Northwest 35 l 56 43 


-—GAS COSTS— 
More Less 


Mid-Atlantic 
Metro. New York 32 68 
Other Large Cities 20 7 
Medium Cities 53 42 
Small Cities 52 48 
ALL CITIES 34 65 


South Adlantic 43 35 
Midwest 

Large Cities 4 96 

Medium Cities 21 78 


1960 ALL SECTIONS 31% 16% 39% 45% 


1959 ALL SECTIONS 32 20 35 45 











tance of the products sold by the re- nificance. There is 


porting group. These percentages are Small Cities 35 63 
based on the weighted averages of the heat in every state, ALL CITIES 15 84 
reporting dealers and also weighted but we see that Pacific Northwest 32 35 2 9 
averages by sections. ALL SECTIONS 

In our September issue each year Dealer ee 38 aa% ” 
there appears a similar table, but there 


naturally some oil 


91% is in just half 
of the states by 
number. Thus, 


11% 


is a considerable variation in these re- 
sults because the dealers are qualified 
in a different manner. For the Septem- 
ber study, the qualification is that the 
dealer sells fueloil regardless of what 
else he may sell. 

For this January study, dealers are 
asked to help because they are in the 
oilheating equipment business regard- 
less of what else they sell. In the pres- 
ent tally, 60% of the group's dollar 
volume is in fueloil while in Septem- 
ber it was 67%. 

The map on this page is important. 
Oilheating is not a nationwide indus- 
try in any important degree of sig- 











ours is a regional 
or sectional industry, and its practices 
vary quite a bit between the sections. 

New England because of its high 
saturation of oilheating and its popu- 
lation density has arrived at the strong- 
est degree of refinement in good oil- 
heating practice. It also is an area 
where oilheating installations substan- 
tially outsell gas or electric heat. Here 
we find the largest percent of equip- 
ment installations made by the oil com- 
panies, highest percent of customers 


being serviced by oil companies, the 


strongest acceptance of delivery refine- 
ments and the heaviest investment per 





WENT INTO THIS AREA. 


THESE 24 STATES AND D.C. (SHADED) HAVE 91% OF ALL OILHEATING 
IN 1960, ONLY 49% OF TH ‘ 


r NAT N'S NEW HC MES 


customer in cooperative advertising for 
oil heat. 

In TABLE 4, we see a separation by 
areas of the new home influence on 
oilheating growth. In the country as a 
whole we had 31% of all the jobs go- 
ing into new homes. Then we see that 
16% of new home oilheating was sold 
direct from the factory to the builder; 
then 39% of the new home installa- 
tions was sold by fueloil distributors; 
and the remaining 45% by heating 
contractors. We also show a compari- 
son with the previous year in which 
the direct factory to builder share 
dropped by 4%, and this was picked 
up by the fueloil distributor. 

Notice in the table that the fueloil 
dealers sold substantially over half of 
the new home installations in New 
England and the Pacific Northwest. 

In TABLE 5, the dealers estimate the 
relative share of installations in their 
markets sold in 1960 by oil, gas and 
electric heating. There are important 
variations between the different areas 
of the country with our strongest posi- 
tion being in New England and our 
least favorable being in the Midwest. 

However, there has been some in- 
crease in gas rates throughout the Mid- 
west as well as a large pickup in in- 
dustry advertising promotion during 


7% | vi 1960 so we should begin to show some 
THESE 24 STATES (UNSHADEL 
AND IN1960 THEY GOT 51% 


improvement in that region. 
Notice that for the country as a 











January 
1961 





whole, the dealers estimate that 33% 
of the installations were for oil, 62% 
were for gas; and 5% for electric heat- 
ing. The actual installations based on 
the preliminary estimates of national 
sources for these fuels would indicate 
that oil got 28%, gas 65%, and elec- 
tric heat 7%. 

The number of salesmen for oilheat- 
ing equipment was almost the same 
as the total number of dealers taking 
part in this study. However, only 48% 
of the dealers had salesmen on equip- 
ment so they averaged about two men 
each. The other dealers either got their 
equipment sales through the efforts of 
the boss or the service department. 

Those dealers having one or more 
salesmen averaged 61 oilheating instal- 
lations. Those without salesmen aver- 
aged 22 installations each. 

This year as in earlier years, the 
salesmen working on a straight com- 
mission basis earned more than those 
in the other categories as seen in 
TABLE 6. There was not, however, a 
very significant difference and a study 
of this whole table indicates that the 
salesmen in our industry earned about 
$6,500 during the year. It is obvious 
that these earnings did not come from 
the single source of oilheating equip- 
ment sales. They sold some other types 
of heating equipment, they also sold 
service contracts, and with a lot of the 
companies, they were given some in- 
come from the oil sales that their new 
equipment jobs produced. 

It is interesting to notice that their 
1960 income was less than 1% below 
1959 although new installations were 
off materially. Apparently, the nature 
of the work in selling oilheating re- 


TABLE 6 
Salesmen average $6,502 Income 


Per- Average 

cent Income 

Salesmen on Commission 15% $6,751 
Salary and Commission 42 
Straight Salary 43 


All types by Areas 
Earned 1960 
$6,089 
7,604 
6,040 
5,930 
6,116 
6,482 


New England 
Metro. New York 
Other Mid-Atl 
South Atlantic 
Midwest 

Pacific Northwest 


$6,502 
6,545 


1960 ALL SECTIONS 
1959 ALL SECTIONS 
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OIL MEN SELL 39% 
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quires about a $6,500 average income 
for the nation as a whole to hold the 
type of men to do the job. There are 
occasional dealers in all parts of the 
country who use quite high priced men 
and are convinced that they gain by 
doing this. They are usually dealers 
selling deluxe lines of equipment 
where the sales cost is not too impor- 
tant if the man is a good persuader. 

Specifically, two large dealers have 
told us that their men average $12,000 
a year, but in each case they sell ex- 
pensive equipment and their compa- 
nies are deep-rooted in the market. 

The question of commission rates 
is a good index of dealer thinking and 
pricing policy. Just under three-fourths 
of the dealers pay a flat 10%, which 
has been traditional in the industry. 
On the other hand nearly a fourth of 
the dealers using commission men pay 
them 15% and most of these were 
from the Midwest or the Pacific North- 
west. Some dealers pay a share of the 
gross profit on the job. Typically this 
runs a third. Gross profit is the sales 
price less all direct material and labor 
charges on the job. 

TABLE 7 shows dealer activity in ad- 
vertising during 1960. The first col- 
umn of the table simply shows the 
share of dealers using various types of 
media. After that it is a little more 
complex. Remember that most of these 
dealers, in addition to oilheating equip- 
ment, also sell fueloil and service. The 
figures in the second column represent 


ma 


oilheat, 


the total amount spent by the company 
advertising all products but divided 
only by the number of burners in- 
stalled. The dealers have no uniform 
method of separating this as to prod- 
ucts since most of the ads refer to all 
items. 

We do attempt in the third column 
to assign a figure for the amount of 
advertising outlay that can be attrib- 
uted to oilheating installations. We do 
this by estimating the value of equip- 
ment sales related to total sales based 
on the percentages shown in TABLE 3. 

Some of the advertising outlay is 
used for the cooperative campaigns 
which are operating now in 74 mar- 
kets of which four are complete states. 
We make a separation in our Septem- 
ber issue study where we showed that 
about 20% of a dealer's advertising 
budget went into the cooperative cam- 


paigns. 


TABLE 7 
What they Spend for Advertising 
Percent Spent 
of per Charged 
Dealers Burner per 
Using Installed Burner 
$38.70 $2.96 
19.36 1.39 
11.37 95 
18.78 2.23 
21.50 2.12 
23.32 2.86 
$65.20 
49.93 
55.24 
43.51 
30.85 


Newspapers 84% 
Direct Mail 61 
Tel. Directory 83 
Radio 37 
Billboards 9 
Television 11% 
1960 Weighted Average 
1959 Weighted Average 
1958 Weighted Average 
1957 Weighted Average 
1956 Weighted Average 





Twenty-five Years 


of automatic Deliveries 


Efficient Delivery of Fueloil started in 1936 when the first Whistle blew on a customer’s Tank. 
Since then Scully has improved delivery Methods and still is working to improve them. 


UST 25 YEARS AGO, in 1936, the 

first whistles blew as feuloil was 
being sent into tanks of oilburner 
owners. The whistles were in Scully 
VENTALARM signals, the liquid-level 
indicators that Frank P. Scully, Sr. first 
offered to the fueloil and oilheating 
industry in 1936. 

Thus this year of 1961 has special 
significance for all men concerned with 
the sale of fueloil, the sale of oilheat- 
ing equipment, and especially the 
problems related to retail sales and 
deliveries of fueloil. In this year is 
celebrated the 25th anniversary of the 
VENTALARM signal, the remarkable in- 
vention whose first use started really 
efficient retail deliveries of fueloil. 

Use of the VENTALARM signal per- 
mitted the driver of a fueloil truck to 
fill a customer's fueloil tank properly, 
accurately and precisely up to the 
proper level, without first measuring 
how much oil was in the tank to start 
out, without having information on 
the size or location of a basement tank 
or a buried tank, and without a dozen 
kinds of worries which he had before 
VENTALARM signals were used. 

A couple of other ideas for permit- 
ting filling customers’ tanks quickly 
without worries had been suggested, 
and one or two had even been put to 
small-scale use, before Scully's whistle 
appeared on the market. But his 
whistle idea was so well suited to its 
purpose that once it appeared in 1936 
it had no competition. 

The first use of the VENTALARM 
signal, in 1936, revolutionized fueloil 
delivery methods, established a com- 
pletely new pattern for them, by 
providing these advantages: 


1. It eliminated entry of the fueloil 
truck driver into a home having an 
inside tank—entry previously neces- 
sary for checking the amount of oil in 
the tank before delivering oil. 

2. It proved the fueloil being de- 
livered was going into the right pipe. 

3. It indicated that the storage tank 
would accept the oil. 

4. It indicated the vent line of the 
tank was clear—entry of the first quart 
of oil into the tank produced a whistle 
sound. 

5. It gave assurance that the top of 
the tank was sealed . . . had no plugs 
missing from top openings, and had 
no air leak caused by a broken tank 
gage. 

6. It resulted in filling the tank to 
a predetermined degree, which was the 
same for each delivery, and which was 
of great advantage with relation to use 
of the automatic fueloil delivery sys- 
tem 

7. It gave this additional benefit 
related to automatic deliveries: Every 
gallon of oil delivered represented oil 
used since the last delivery. 

8. It provided the proper air space 
above the oil in the customer's tank 
upon completion of the delivery, 15 
gallons of air space to allow for pos- 
sible 
weeping of oil around any fittings at 
the top of the tank not 100% tight. 

9. It permitted making oil deliveries 
any time, even with the occupants not 


oil expansion, and to avoid 


at home, as it eliminated need for the 
truck driver to enter the house. 

10. It permitted double-shift opera- 
tion of fueloil trucks, thanks to elimi- 
nation of the need of drivers to enter 
homes, and resulted in many com- 


panies operating trucks from 7 AM to 
10 PM during coldest months. 

11. It makes tight connections be- 
tween fill pipes and delivery hoses 
feasible and safe. 

Out of all these advantages came a 
terrific increase in the amount of oil 
which a given truck could deliver, and 
which a given fleet of trucks could 
deliver. 

The first company to install VENT- 
ALARM signals for all customers was 
the Briggs Oil Company, Swampscott, 
Mass. At its own expense, which ex- 
pense actually represented a highly 
profitable investment, this company 
installed the signals for 1,700 cus- 
tomers in 1936. 

As the next big event related to 
these developments, in 1937 the Stand- 
ard Oil Company of New Jersey, after 
using VENTALARM signals at three 
test ordered 20,000 and 
installed these for all its fueloil cus- 
tomers. Owners of tanks already in- 
stalled, and purchasers of new oil- 
burner installations, all received the 
VENTALARM benefits 
charge. 


locations, 


signal at no 

Frank P. Scully, Sr., reporting these 
events recently, said that the Standard 
Oil Company of New Jersey in those 
years used certain delivery trucks for 
gasoline in summer and for fueloil in 
winter . . . and found that the one 
step of turning to the use of the VENT- 
ALARM signal increased the delivery of 
fueloil by these trucks by 1,000 gal- 
lons of fueloil per day, and cut the 
time a truck stopped at a customer's 
house from 17 minutes to 10 minutes. 

Before the VENTALARM signal, 
Scully says, use of the call-in system 
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Frank Scully, Sr. (center), president, Scully Signal Co., Melrose, Mass., looks 
ever a VENTALARM fill signal with his sons, Frank, Jr., left, and Robert, right. 


was almost universal; that is, cus- 
tomers called in or phoned when they 
wanted fueloil delivered, just as for 
years coal customers had phoned for 
coal when they needed it. 

Use of the call-in system, Scully 
goes on, made every fueloil customer a 
dispatcher of oil trucks. A company 
with 1,000 fueloil customers had 1,- 
000 truck 


trucks around in a willy-nilly fashion 


dispatchers ordering oil 


Just as taxicab customers order cabs 
around, oilburner owners ordered big 
fueloil trucks around, often with the 
result that a truck made a special trip 
of 15 or 20 miles to deliver 150 gal- 
lons of oil 

The use of the VENTALARM signal 
together with the use of the automatic 
fueloil delivery system changed all 
that. Usually oil companies switched 
to the VENTALARM system and to auto- 
matic fueloil deliveries at the same 
time, as these two improvements in 
oil delivering went together; to per- 
form best, each of these improvements 
needed the other 

In the late 1930's, many oil com- 
panies had a terrific sales pitch based 
on their providing VENTALARM signals 
for their new fueloil customers, Frank 
P. Scully, Sr 


Cc ympan 1cs 


explains today. These 
declared that their cus- 
tomers did not have to put up with a 
man entering the house each time oil 
was delivered, and enjoyed fueloil de- 
liveries as automatic as the delivery of 
gas, electricity, and water. 


The manner in which these new 


developments avoided  fueloil-spill 
trouble and damage is a topic by it- 
self. Until the VENTALARM signal, the 
greatest headache of many fueloil 
companies was the damage caused by 
fueloil squirting from vent caps or 
pouring out of fill lines after drivers 
had tried putting into customers’ tanks 
more oil than they could hold. Hun- 
dreds of funny stories still are told 
about that, together with stories of 
tragedy and great financial losses. 

Growing in size and specializing in 
methods and equipment for rapid, ef- 
ficient delivery of fueloil to retail cus- 
tomers, the Scully organization next 
pioneered, it explains today, in the use 
of equipment for tight connections 
between delivery hoses and customers’ 
fill lines or fill boxes. 

It originated the FASFILL system in 
April, 1938, which it recommended 
only for customers’ tanks having VENT- 
ALARM signals. 

The FASFILL system permitted mak- 
ing up tight fill-connections in seconds 
without the use of tools, did not use 
pipe threads or other threads for oil- 
tightness, but used an O-ring for its 
seal . . . and standardized all cus- 
tomers’ fill connections so that one 
size hose-nozzle at the end of the 
truck's delivery hose fitted all storage 
tank connections. 

Still used by some fueloil retailers, 
the FASFILL system has been sup- 
planted substantially now by the UNI- 
FILL system, described by the Scully 
organization as even more efficient 


eloil & 


ters 


than the FASFILL system proved to be. 

As has been indicated, the Scully 
organization grew. Today, Frank P. 
Scully, Sr., president of the Scully Sig- 
nal Company, has two vice-president 
sons working with him, Frank P. 
Scully, Jr., and Robert G. Scully. 

These Scully men have much to tell 
about their UNIFILL system, devel- 
oped starting in 1946, and first sold 
in November, 1955 . . . before which 
time they had tried and discarded 
many ideas and designs. 

They tell of the first company to 
use the UNIFILL system preparing a 
report after using it five years. 


A five-year Report 


This company’s report says that 
since its original installations of the 
UNIFILL equipment five years ago, 
and supplanting use of FASFILL equip- 
ment, it never had to replace an adap- 
tor, cap, or nozzle connector. 

“The original adaptors and caps are 
still in use and show no signs of 
wear,” the oil company reports. 

The three Scully men emphasize a 
thing of this kind no end, since the 
durability of every piece of equip- 
ment they make is their prime boast, 
and is their objective they say. 

This oil company report goes on to 
say that it has not had one, single, 
insurance claim for oil-spill damage 
in the five years it has been using the 
UNIFILL system. Each of its trucks 
delivers one and one-eighth million 
gallons of fueloil a year, and 95% 
of its customers have 275-gallon tanks. 

There are more details in this com- 
pany’s report. When it first decided 
to use the UNIFILL equipment, the 
report says, the company had the driv- 
ers install each customer's set-up dur- 
ing the heating season. The report 
states that a truck driver would stop 
at a customer's house and do two 
things, install a UNIFILL set-up and 
make an oil delivery, and that doing 
both things worked out to take no 
more time than simply making the 
oil delivery. That's in the report from 
this oil company. 

Frank P. Scully, Sr. says that turn- 
ing to the use of tight connections, 
alone and by itself, does not end all 
problems of filling customers’ tanks 
fast. 
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. « « « Twenty-five Years of automatic Deliveries 


“For one thing,” he says, “a proper- 
ly designed and approved signal, a 
VENTALARM signal, is essential. 

“For another thing,” he goes on, 
“there's been a tendency to neglect en- 
tirely the necessity of vent caps to 
have adequate area—and to have no 
screens in them. The National Fire 
Protection Association rules out 
use of screens in vent caps.” 

A vent cap for the vent line of an 
oilburner installation seems a small 
thing for a large organization to make 
much of, but the Scully organization 
does emphasize a vent cap it devel- 
oped and is manufacturing. For the 
little thing, there are two big boasts, 
both rated as important: 1) It is 
acoustically designed to increase the 
whistle sound coming from a VENT- 
ALARM signal; 2) It has one and one- 
half times more area than the internal 
area of the pipe it goes on. 

Specialists at efficient, fast, delivery 
of fueloil to retail customers, the 
Scullys have this advice for fueloil 
retailers. 


the 


In setting up for efficient deliveries 


first make certain each customer is 
set up properly with: 

1. A VENTALARM signal 

2. A permanent type of adaptor on 
his fill line—oil tight, not requiring 
the use of hand tools, and well able 
to withstand high pumping rates with- 
out any chance of leaking. 

3. Proper venting of the oil storage 
tanks, which can be gained in four 
cases out of five simply by installing 
a simple but excellent vent cap. 

Fitting up customers’ installations 
properly is the first step, the Scully 
men declare, but certain oil companies 
have started at the wrong end, in 
working towards modernization, by 
their 
These Scully men say that obviously a 


concentrating first on trucks. 
new oil truck designed throughout for 
of 


produce its potentialities if the cus- 


efficient delivery fueloil cannot 


tomers installations are not suitable 
for efficient deliveries . . . so first go 
through the three steps just listed, and 
modernize customers’ installations. 
Next, the Scully advice to fueloil 
retailers goes on, take these steps to 


The boiler-room equipment in this photograph includes the Scully FAYLSAFE 
monitoring equipment mentioned at the end of the article. In the center of 
the picture is William G. Rowell, Scully vice president in charge of engineer- 
ing; he is holdng a FASLITE torch, a gas-electric ignition assembly made by 
the Scully Signal Company for commercial-industrial oilburners. On the control 
panel to the left of Rowell is an electronic oilburner primary control, the com- 
ponents of which are checked once every second, while the oilburner is run- 
ning, by the Scully FAYLSAFE monitoring equipment. This was installed Novem- 
ber 17, 1954. From then until July 21, 1960, (the end of a period during which 
data were being collected) the pulsing relay of the FAYLSAFE set-up veri- 
fied the burner control operation a total of 95 million times! The boiler is in 
use every day of the year. It serves the factory of Polaroid Corporation, 
world-famous producer of the “picture-in-a-minute” camera that recently be- 
came the “picture-in-ten-seconds” camera. 


62 


make each fueloil truck able to de- 
liver efficiently: 

1. Equip each truck with a truly 
modern delivery nozzle for its hose 
line. 

Scully Senior says, “Because their 
importance was not recognized, de- 
livery nozzles were improved little 
over the years. Price was the thing 

the buyer of a $12,000 truck 
quibbled over $5 extra for a nozzle. 

“Most oil company men had little 
knowledge of the flow restrictions of 
the nozzles they used, and of the 
shocks transmitted to the truck com- 
ponents when 


turned off. 


these nozzles were 


Slow-closing Nozzle 


"I pioneered in bringing out a 
truly slow-closing nozzle for fueloil 
delivery. It’s capable of giving a trickle, 
or full-flow, or anything in between.” 

Scully Senior says that the few 
extra dollars an excellent nozzle costs 
is repaid every few weeks by increased 
oil flow and by reduction of mainte- 
nance of trucks’ components includ- 
ing the hose, pump, and meter. He 
describes his Type COM nozzle as com- 
bining a repairable swivel, a nozzle, 
and a check valve—all in one unit 
that weighs surprisingly little com- 
pared to a conventional nozzle plus 
its separate swivel and check valve. 
He describes his nozzle as acting as 
an excellent shock suppressor, and he 
says that oil pressure on the nozzle 
does not affect its ease of opening and 
closing. 

2. Equip 
SCULMATIC 
cently brought out, which causes the 
truck engine to idle while the oil- 
pump power take-off is engaged and 
the hose nozzle is closed. The hose is 
limp when the driver takes the hose 
nozzle to the customer's fill connec- 
tion. . . because the pressure in the 
hose is low. As the hose nozzle opens, 
the truck-engine speed automatically 
increases, speeding up the truck's oil 
pump properly for pumping off fast. 
This flow-control device can return 
the truck engine to idling speed, as 
the delivery of oil is completed, in a 
split second . . . before the nozzle is 
closed fully. 


(Please turn to page 87) 
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Fueloil 
goes 


to School 


Bids for two identical Schools 
reveal interesting Facts 
about electric Heating 


by Kenneth M. Wilson* 


¥ aed WE ARE being offered a new 

method for heating homes and 
schools—that of heating by electrical 
resistance. Cold analysis of the facts 
surrounding the use of electricity as a 
heating media, leads many engineers 
to believe that this idea probably has 
a better chance of revolutionizing our 
approach to heating problems than 
anything since the development of oil- 
burners. 

However, it is most unfortunate that 
this idea is being sold to the public 
with exaggerated claims, half truths, 
unsound and unproved cost figures so 
that many of the real and potential ad- 
vantages of this idea are being lost or 
obscured. 

It was as a direct result of school 
administrators being subjected to these 
questionable methods of promotion 
that led our firm into making a some- 
what comprehensive study of the ap- 
plication of electricity as a means of 
heating and ventilating elementary 
schools in this area of the country. 

Having kept very accurate cost rec- 
ords of every school building we have 
designed in the last several years, we 


*Chief, Electrical and Mechanical Engi- 
neering Division, E. F. Klingler & Asso- 
ciates, Inc., architects and engineers, Eau 
Claire, Wis. 





electric heat. 


With warm air heat 
$ 98,856 
108,040 
117,628 
102,000 
110,700 
104,893 


Warm Air 
$27,108 
25,548 
24,925 
27,995 
26,445 





In the Fall of 1959 E. F. Klingler & Associates, architects and 
engineers, Eau Claire, Wis., designed Lindgren Elementary School, 
Ellsworth, Wis. The firm prepar 
specifying an oilfired warm air heating system, the other including 


More than 40 prime bids were submitted. Here are samples of the 
base bids for general construction, including both types of heating: 


Similarity in heating bids alone also was noted. Here are five bids, 
submitted by different companies, of course, for both types of heat- 
ing. The electric heat cost was obtained by deducting “electrical 
construction, only" figures from those submitted for “electric heat- 
ing and ventilating combined with electrical construction." 


two complete sets of plans, one 


With electric heat 
$ 99,168 
109,040 
117,000 
102,300 
111,300 
105,422 


Electric heat 
$26,767 
25,370 
24,311 
25,558 
25,794 








know that there is a definite initial 
cost ratio between each of the several 
systems. 

For example, our records show that 
a school building designed around a 
first class warm air furnace heating and 
ventilating system can be constructed 
for about 3% less in total initial cost, 
than an identical building designed to 
utilize variable temperature hot water 
heat with either a central fan system 
or unit ventilators. 

We also know that a third identical 
building designed to utilize low pres- 
sure steam, will run about 5% to 7% 
higher in total initial cost than its iden- 
tical twin designed for warm air heat. 
To be sure there are basic advantages 
and disadvantages to each of these 
systems. 

Over a long period of time, we have 
examined the cost of operation of typi- 
cal school heating plants. These studies 
have produced a rather good rule of 
thumb. In a typical Wisconsin school 
utilizing heavy fueloil, take the net 
cost of the fuel used per season, plus 
the net cost of gas, natural or propane, 
used for fuel ignition; add to this a 
labor increment of $4.84 per thousand 
gallons of fueloil for labor in cleaning, 
repairing and operating the equip- 
ment; then add another increment of 
$2.02 per thousand gallons of oil for 
electric energy to operate the firing 


ucloil 


apparatus, and you will arrive at the 
total cost of heating the building for a 
full season. 

Divide this cost by the square feet 
of floor area in the building and you 
will invariably wind up with an annual 
cost per square foot of floor area that 
is almost exactly equal to the price of 
one gallon of fueloil. In other words, 
to heat and ventilate an elementary 
school for one season it costs the same 
as one gallon of fueloil per square foot 
per year. 

In schools utilizing light oil, Num- 
ber 2 or 3, we found that the labor 
factor could be pegged at $4.57 per 
1,000 gallons of oil; electric energy at 
$1.67 per 1,000 gallons; costs for the 
season still wind up to be very nearly 
equal to the price of one gallon of oil 
per square foot per year. 

Specific examples of this during the 
1958-59 season are as follows: 


High School 
238,367 sq. ft. area—cost per year 
10.24¢ per sq. ft. 


Cost of No. 5 fueloil 10.34¢ per gallon 


Elementary School 
13,700 sq. ft.—cost per year 


13.65¢ per sq. ft. 
Cost of No, 3 fueloil 13.51¢ per gallon 


Elemeniary School 
8,890 sq. ft. area—cost per year 


14.61¢ per sq. ft. 
Cost of No. 3 fueloil 14.65¢ per gallon 
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These patterns are close enough to 
use as a basis for predicting the prob- 
able heating cost of any school build- 
ing in this area. 

The foregoing remarks may not 
seem to have any bearing on electric 
heat. They are stated to point out and 
emphasize that for several years we 
have known with reasonable accuracy, 
what initial and operating costs to ex- 
pect for heating plants used in school 
buildings. 

We first encountered suggestions 
from clients to consider utilizing elec- 
tricity as a direct source of energy for 
heating and ventilation of school build- 
ings about five or six years ago. We 
made a very simple comparison of costs 
based on power at 2¢ per kw as op- 
posed to fueloil at 15¢ per gallon, and 
found that on this basis it cost ap- 
proximately 35¢ to produce as much 
useful energy direct from electricity as 
it did from 15¢ worth of oil. 


Interest in electric Heating 


In the intervening years we have 
encountered more and more clients 
who were intensely interested in elec- 
tric heat for their schools. This is par- 
ticularly true in areas served by Elec- 
trical Cooperatives or REA organiza- 
tions. These groups were quick to point 
out that, while operating costs were 
known to be higher than for fossil 
fuels, if electric heat were utilized, we 
could eliminate not only the boiler or 
furnace, but also the chimney, fuel 
tank and the boiler room as well. They 
were convinced that these omissions, 
plus the elimination steam or hot water 
pipe lines would more than take the 
curse off high priced kilowatts that 
would be used as fuel. 

In at least four or five projects, we 
found it necessary to set up rather de- 
tailed estimates to establish specific 
differences in operating costs and ini- 
tial costs as well, before a client would 
take a position one way or another. In- 
variably, when a decision was reached, 
it was to stay with the conventional 
methods. The decision was always re- 
luctant, and we found in each case, 
our client was not more than half con- 
vinced that he had made the right 
move. 

Our studies had indicated that in 
school plants there would be a slightly 
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higher, not lower, initial cost to set up 
an electric heating system than the con- 
ventional type of plant. Almost no one 
would believe this. We could not get 
around the mental block created by the 
fact that, with electric heat, we could 
leave out the boiler and chimney. 


Two identical Schools 


After encountering this problem in 
several areas, we decided that the only 
way to settle the matter of initial cost 
was to design a school building with 
both types of heating plants applied to 
the project, take firm bids on both 
plans, and compare the results. The op- 
portunity to do this presented itself in 
the Fall 1959 when we were commis- 
sioned to design the Lindgren Elemen- 
tary School at Ellsworth, Wisconsin. 

The school which was designed con- 
sisted of six standard classrooms, of- 
fice suite, kindergarten, two special 
classrooms for handicapped students, 
hot lunch kitchen, multipurpose room 
and the required storage areas, toilets, 
corridors and service area. 

It was decided that the conventional 
plan would utilize a central warm air 
furnace with all air ducts run under- 
floor and with air supplies delivered 
to the classrooms through bookshelf 
storage cabinets running wall to wall 
on the exposed side of the room. Each 
classroom was to be under individual 
thermostatic control, and cycled by a 
seven day time clock. Exhaust ventila- 
tion was to be accomplished with 
power ventilation fans under automatic 
control. Fuel was No. 3 furnace oil 
with underground storage of 7,000 gal- 
lon capacity. 

The electric 
school, which had exactly the same 


counterpart of this 


number and size of rooms, utilized in- 
dividual room unit ventilators in each 
classroom, complete with wall-to-wall 
storage cabinets, electric resistance con- 
vectors in corridors and toilets, iden- 
tical ventilation fans, all under in- 
dividual thermostatic control in each 
room, and the whole being automati- 
cally cycled on a seven day clock. 
We prepared two complete sets of 
plans and two complete sets of specifi- 
cations. On the conventional plan we 
designed the heating system the same 
as we have on half a dozen schools in 
the area. For the school utilizing elec- 


tric heat, we invited the electric utility 
company, which would furnish the 
power, to criticize our plans, and we 
offered to make any change or incor- 
porate any material or idea which they 
felt might be to their advantage in 
putting over the idea of electric heat. 
They availed themselves of this oppor- 
tunity to the fullest extent. 

As a further step, we invited a third 
party, a practicing professional electri- 
cal consulting engineer, to make a simi- 
lar criticism of our design for an elec- 
trically-heated school. After modifying 
our plans to the satisfaction of all par- 
ties concerned, the plans and specifica- 
tions were released to contractors, and 
bids were received on January 27, 
1960 for both systems. 


At the Utility’s Expense 


At the time plans were finally re- 
leased, the power utility had agreed to 
furnish and install at their own ex- 
pense, an underground entrance serv- 
ice, some 100 feet in length, to bring 
7,800 volt, three-phase power into the 
building; to furnish and install load 
interrupting high voltage switch gear; 
transformers to reduce voltage to 208 
volts; secondary bus ducts from trans- 
formers to circuit protective apparatus; 
a complete system ground grid; and to 
furnish and install the central circuit 
breaker panel which would provide 
overload protection for the electrical 
conductors to the individual heating 
units. While we did not obtain a spe- 
cific figure on the value of this equip- 
ment furnished and installed by the 
power utility, it was estimated to rep- 
resent at least $9,500 of cost. 

Interest in this project was unbe- 
lievably high. It was in essence, a show- 
down on two opposed ideas in heating. 
It is a matter of record that more than 
40 prime bids were submitted on this 
project, whose total construction cost 
was not expected to exceed $150,000. 
When the bids were finally opened, 
read and tabulated, we found only 
about 15% spread between the high 
and low bids. The lowest qualified bids 
on all branches of construction for the 
plan employing a warm air heating 
plant, totaled to $149,172. The lowest 
pairing bid for the plan employing 
electric heating totaled to $149,491. 

To arrive at a fair comparison of 
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values between the two plans, we feel 
that the estimated $9,500 provided by 
the electric utility in service entrance 
equipment should be added to the 
price of the unit utilizing electric heat. 
This would have made the final total 
cost read $158,991 for the electric heat 
plan, as opposed to $149,172 for the 
warm air plan. 

So far as we have been able to learn, 
this is the only instance where plans 
of identical buildings, differing only 
in the method of heating, have been 
brought into actual bidding procedure 
to establish a direct comparison of ini- 
tial costs. A breakdown of the build- 
ing dollar—initial cost, shows: 

Warm Air Electric 
4 


Cc % 


General Construction 66.2 62.5 


Plumbing and sanitation a 6.6 


Lighting and general 

electrical distribution 9.9 9.3 
Heating and ventilating 16.7 21.6 
$11.12 $11.93 


Estimated operating cost, based upon cost 
of No. 3 oil for last season and electric 
power rate of 114¢ per kwh plus a demand 
charge estimated at .2¢ per kwh. Warm 
air: $1,870. Electric: $2,696. 


Cost—sq. ft. floor area 


About 114 years ago, a high school 
was completed in Fountain City, Wis., 
which was designed by a firm of archi- 
tects from Madison, Wis. Flectric re- 
sistance heating was utilized in this 
building, and here too the power util- 
ity provided a very substantial amount 
of entrance apparatus. Notwithstand- 
ing this contribution, the costs work 
out to $11.25 per sq. ft. floor area. I 
checked the general quality level of 
materials, finishes, equipment and util- 
ity. It compares with buildings that our 
firm has designed with conventional 
heating plants, for almost identical unit 
costs. 

Now you can reasonably ask the 
question, “What does all this com- 
paring prove?” 

The answer is, it proves nothing at 
all. It does, however, offer one specific 
instance of factual backing to the con- 
tention that many practicing consult- 
ing engineers and architects t.uve made, 
that there is no saving in initial costs 
in school plants utilizing electricity as 
a heating media. There is no compari- 
son in the cost of operation. 

Therefore, it makes one wonder why 
there is any discussion of electric heat 
in schools at all. Here we come back 


to the idea of promoting an idea on an 
“appeal” basis rather than on sound 
economy value. Here is where we 
bump into the “half truths” that are 
utilized so freely by uninformed elec- 
trical contractors, by sales representa- 
tives of firms marketing resistance heat 
equipment; by utilities anxious to crack 
the electric heat market; and finally by 
uninformed designers of electrically 
heated buildings. 


Half Truths 


Here are some classic examples of 
these half truths. 

If you heat with electricity, you need 
no boiler or furnace room and no 
chimney. This is true, but it is only 
half the truth. The other half, which 
is never told, is that with electric heat 
you do need a transformer vault which 
normally costs more than a boiler room. 

Another one is, you need no boiler, 
oilburner or fuel tank. This is half 
true. The other untold half of the truth 
is that you do need transformers, load 
interrupting switchgear and over-load 
protection, which usually costs more 
than the pairing mechanical equip- 
ment. 

Here is a third one. With electricity 
you need no hot water or steam pipes 
to the heating unit. True enough, but 
you do need conduit filled with copper 
wires to feed the electric heating unit. 

Another pitch is to point out that 
with electric heat, each room is in- 
dividually controlled by its own ther- 
mostat, thereby inferring that other 
systems do not provide this feature. 
Individual thermostatic control of each 
room in a school building, regardless 
of what kind of system was used, has 
been a flat code requirement in Wis- 
consin for more than 15 years. 

Another classic among half truths 
is that if you use electric heat you add 
more insulation and hence need less 
heat energy and thus can afford to pay 
more for the power to produce hvat. 
The inference is then that you need 
less Btu’s of electric heat than you 
would of heat generated by oil, coal or 
gas. 

All of this kind of promotion does 
far more damage than good to the 
presentation of the idea of electric 
heat, and to me it seems rather a 
shameful thing to see a basically sound 
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idea promoted with such reprehensible 
methods. 

I do not believe there is a place in 
the design of today’s educational build- 
ing to utilize electricity as a means of 
heating and ventilation unless the cost 
of electric power is brought down to 
where it can compete on even terms 
with the fossil fuels. This means a 
power rate of something like 7@¢ per 
kwh without penalties of demand or 
fuel charges. 

Mention of demand charges should 
remind you to never accept the basic 
kwh rate quoted by the utilities at its 
face value. Be sure you understand the 
workings of demand charges and fuel 
charges which are usually added. These 
little sneaker items will nearly always 
add more than 1/10 of a cent per kwh 
to your energy costs, and sometimes 
will add nearly a half a cent. If you 
fail to consider these hidden costs you 
can look awfully silly in estimating 
operating costs of electric heating. 


Wide Changes possible 


There is, however, every reason to 
watch for wide changes in the next 
few years, any one of which could 
completely change the economic side 
of electric heat. One reason: the prices 
of fossil fuels and natural gas have in- 
creased steadily in the last two decades. 
During the same period, the cost of 
electric power has, at worst, remained 
the same, and in some areas has ac- 
tually decreased. 

With power utilities the annual 
power peak can and does change. 
School heating could be responsible 
for more favorable loading, resulting 
in more favorable rate schedules. Elec- 
tric heating equipment is being con- 
stantly redesigned to take advantage of 
power produced during off peak hours. 

The picture on the use of electricity 
as a heating medium or as a fuel is 
indeed one which will bear close 
watching, and it is full of promise. It 
is equally full of damaging propa- 
ganda. It is my hope that this discus- 
sion will help you to be alert to the 
potential of this picture and at the 
same time be discriminating enough 
to sort out the fact from fancy, to 
present this entire idea to prospects 
on the honest, straightforward and fac- 
tual basis that this idea deserves. 
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The Grass 


is always greener 


Liquid fertilizer Promotion 


by Allied Oil 


provided Summer solution 


to idle Men and Trucks 


by Ed Marquard* 


OR YEARS the problem of what to 

do with idle people and idle trucks 
in summer has plagued many fueloil 
marketers. In 1954 Allied decided to 
solve the problem by selling liquid 
fertilizer to the homeowners of Greater 
Cleveland. It seemed like the best pos- 
sible complement to our fueloil busi- 
ness. 

We proceeded cautiously the first 
summer, concentrating on sales to 
local employees and doing no adver- 
tising. As a division of Ashland Oil, 
we had a sizable group of personnel 
on which to base a test. The test pro- 
gram was highly satisfactory, and in 
the: second year we began a full pro- 
gram of selling and merchandising 
liquid fertilizer. 

Now, how have we done in this 


*Manager, Heating Oil and Liquid Fer- 
tilizer Depts., Allied Oil Co., Cleveland, 
Ohio. 
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Well, in 
1959 the square footage covered by 
our liquid fertilizer applications totaled 
59 million sq. ft. and 
amounted to $120,000. 


At our peak season we operate as 


“green grass department? 


our sales 


many as eight units in our fertilizer 
operation. One is shown in the picture. 

And, 74% of 
tract for three liquid fertilizer applica- 
These are made at 


our customers con- 


tions each season 
six to eight week intervals. A few of 
the customers take four to six applica- 
tions. 

The following table summarizes the 
steady growth that we have realized 


since 1954. 


Square Feet 
Number of fertilized 
Applications (In Millions) 
390 5 
26.0 
32.0 
41.0 
45.0 
59.0 


Year 
1954 
1955 4,000 
1956 6,200 
1957 7,400 
1958 8,500 
1959 11,000 


1955 we started to advertise in 


newspapers, over radio and television, 


In 


and by direct mail. We had an excel- 
lent list of prospective customers from 
our winter sales of fueloil. In addition 
to general advertising and special mail- 
ings, we staged a highly successful sales 
contest with substantial cash prizes for 
employees obtaining new customers. 
The contest generated a lot of enthusi- 
asm, even among the employees of 
affiliated divisions of the Company 
By the end of the 1955 season, we had 
established ourselves in the liquid fer- 
tilizer field with Allied “Lawn Food,” 


and had gained valuable experience as 
well as a large group of customers. 

Over the past few years we have 
experimented considerably with our 
advertising in order to determine the 
most effective balance. We started 
with 10,000 pieces of direct mail the 
first full year, and in the interim have 
gone as high as 50,000 pieces. Now 
we find that about 40,000 pieces of 
direct mail a year serve for this area. 
Our advertising expenditures have var- 
ied from $10,000 annually to $20,000 
and currently are established at about 
$18,000 a year. 

We have learned that it is highly 
important to plan all advertising in de- 
tail and early, prior to the Christmas 
holidays. Our campaign begins as soon 
as we get a couple of sunny Sundays 

. the kind that starts the man of 
the house thinking about his yard. 
Service renewal cards to our previous 
year's customers are sent out early, 
in mid-February. Three 
weeks after the first mailing we send 
a follow-up, and by mid-March every 
previous account which has not been 
renewed receives a personal telephone 


sometimes 


call from one of our employees. We 
start applications of fertilizer by April 
1, if the weather permits, and usually 
continue through September 30. 

The industrial plants in our area 
are one sales field which we have 
found to be a lucrative and potential 
market toward making our liquid fer- 
tilizer operation a success. Most of 
these plants are interested in making 


their grounds and shrubbery as attrac- 
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tive as possible, and are excellent pros- 
pects for contracts to fertilize their 
properties. The value of their business 
is evident when you recognize it is 
measured in acres instead of square 
feet. 

The physical changeover required 
to sell liquid fertilizer is no major 
problem. The conversion of truck 
equipment from one product to an- 
other in the spring months and again 
in the fall or early winter months is 
neither a costly move, nor is it com- 
plicated. We simply remove our 114” 
ID or 134” fueloil hose and replace it 
with 200 to 300 feet of 34” ID garden 
hose, equipped with a fan spray nozzle. 

Once you make sure that your pump 
will deliver approximately 13 to 15 
gallons per minute at the nozzle, you're 
in business. If this rate can’t be at- 
tained with existing equipment, you 
may have to resort to a centrifugal 
pump powered by a “donkey engine.” 
We use the same equipment in mak- 
ing our heating oil deliveries. 

All traces of the other products 
must, of course, be removed from 
compartments and manifolds when 
converting to heating oil or to liquid 
fertilizer, but this can easily be accom- 
plished through the use of caustic 
sodas and other cleaners. 

In our operations all direct expenses 
involved with liquid fertilizer sales are 
charged against this portion of our 
marketing program. Charges include 
the cost of the product, labor, truck 
operation, advertising and promotion 
and all special equipment required. In 
addition, our fertilizer department is 


charged for the equivalent of six 
months of our annual truck deprecia- 
tion costs. The operation has been 
profitable, and we have been able to 
keep most of our equipment in opera- 
tion on a 12-month basis, while re- 
taining most of our experienced driv- 
ers. This second factor eliminates a 
costly rehiring and training period at 
the start of each heating season. 

We keep records each year indicat- 
ing how sales originate, so we can be 
guided the following season as to what 
advertising media secured the best re- 
sults. These findings are broke:: down 
into percentages, and most of our ad- 
vertising expenditures are based upon 
information obtained the previous year. 

Allied’s product has been well re- 
ceived by the majority or our cus- 
tomers. For the record, however, we 
should point out that we do have a 
small percentage of complaints. These 
are to be expected, for the success of 
any lawn fertilizer is dependent not 
only on proper application of the prod- 
uct, but also on general weather con- 
ditions and a normal amount of care 
by the owner. We do not claim our 
material is a “miracle product” nor that 
we can control the elements. Every 
complaint, no matter how minor, is 
followed personally by one of our rep- 
resentatives. 


A few years ago the liquid fertilizer 
business was heralded as the answer 
to the fueloil marketer's prayer. Many 
fueloil dealers juraped into the field, 
and most of the attempts were miser- 
able failures. The big question is why? 
Here are some guesses, as well as some 


“do's” and “don'ts” we have learned. 

1. We learned early that liquid fer- 
tilizer has to be sold. The public was 
not waiting with bated breath to take 
our product from our driver as he 
cruised slowly down the residential 
streets of Cleveland. Fertilizing the lit- 
tle green patch out front is high on 
the “do-it-yourself” list of most home- 
owners. A fueloil marketer going into 
the’ liquid fertilizer business should do 
it knowing full well that there is a 
tough job of merchandising ahead. 
Many potential fertilizer marketers 
failed because they did not recognize 
this simple fact. 


Sensible Selling 


2. Some marketers made exaggerated 
claims for their product. Liquid fer- 
tilizer is certainly not on trial... it 
has been used on hundreds of golf 
-ourses for more than 20 years. Even 
so, it’s best not to begin by overstating 
the possible results. 

3. It is important to have a reliable 
source of supply and, above all, a sup- 
plier who knows about growing grass 
and who will have some real interest 
in helping you get started. Many com- 
panies failed in their initial try be- 
cause they bought their fertilizer from 
a supplier who lost interest after he 
had sold a carload of concentrate. 

4. Stay with your experiment long 
enough to get the benefit of having a 
satisfied customer tell his neighbor over 
the back fence about your fine service. 
This word-of-mouth advertising is the 
best and least expensive there is, but 
it takes time to get started. 

Here at Allied we are convinced 
that the liquid fertilizer business can 
be helpful to an oil dealer or distribu- 
tor who is looking for a solution to 
summer idleness of both people and 
equipment. We also know that thou- 
sands of people in Greater Cleveland 
would be sorely disappointed if we 
were to withdraw from this phase of 
our business. 

We would be pleased to answer in 
detail any questions which could help 
another fueloil marketer get started in 
the liquid fertilizer field. At Allied we 
have found it to be exceedingly inter- 
esting and profitable, and we intend 
to keep expanding in the future. 
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Local Celebrations 
mark Oil Heat Week 


a. MINN., St. Louis, Mo. 

and Indianapolis, Ind., are three 
of the many locations where Oil Heat's 
Diamond Jubilee was celebrated. On 
these pages we reproduce pictures and 
include some of the details of the ob- 
servance in these three markets, typical 
of similar programs that took place in 
a number of other locations during 
October. 

The Willmar celebration was spon- 
sored by the Willmar (Minn.) Oil 
Heat Association; every one of the 14 
bulk suppliers in the city belong to 
the group. In addition, each pays 
1/16th of a cent into a common ad- 
vertising and promotion fund. 

The Jubilee celebration highlighted 
displays and demonstrations of oilhear- 
ing and featured an 8:00 P.M. parade 
of fueloil trucks through the business 





district. There was publicity aplenty 

about the affair in local newspapers 

and to supplement this, every fueloil 
eee WE supplier ran tie-in advertising. 

The observance took place under the 
guidance of the Association, of which 
Gordon Haglund, Consolidated Oil Co., 
Mobil distributor, is president. 

A little market background is inter- 
esting. Natural gas has been available 
in Willmar for close to ten months 
and the local utility has been very 
aggressive in seeking new customers 
They have conducted two door-to-door 
solicitations, but the utility probably 
has not secured 50 customers through 
conversions of oilheat installations. 
Their principal business up to now 
has been the conversion of many of 





their own customers from LPG to nat- 


al gas. 
HEAT ie ura 
DEPENDABLE | (ein Newspaper Supplements 





ns om vowe There was additional activity on the 


part of fueloil organizations during 
Jubilee Week to participate in the 
preparation of newspaper supplements 

Outstanding supplements, in addi- 
tion to those noted here, were distrib- 
uted through the auspices of the Oil 
Heat Institute of Long Island: atid also 
in the Salem, Lynn and ‘Beverly, 
Mass., newspapers on October 10, spon- 
sored by the North Shore Home Heai 
Council. 
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Slew St. Louis, Mo., celebration 

began when Mayor Raymond 
Tucker (seated in the photograph) 
proclaimed Oil Heat Diamond Jubilee 
Week. With the Mayor, left to right, 
are: George Koertel, secretary-treas- 
urer, Oil-Heat Institute of St. Louis; 
R. F. Bretsnyder, president of the In- 


stitute: A. Jack Becker, chairman of 


celebration 


} gee aerte: IS 


with a 


began 
by Mayor 


Charles H. Boswell and was climaxed 


proclamation 


by an October 12 special meeting, a 
general view of which is shown in the 
photograph. 

More than 75 men attended the 
meeting, sponsored by the Oil Heat 
Institute of Indianapolis, at the Con- 
tinental Hotel and heard a presenta- 
tion by Paul Williams, regional sales 
Arkla Air Conditioning 
Corp., who described the Arkla-Servel 


manager 


oilfired year-round air conditioner. One 
of the units was on display at the 
meeting 


Also, as part of the meeting pro- 


the API Fuel Oil Committee; Owen 
Hartog, vice-president of the Institute 
and John Lone, chairman of the In- 
stitute’s advertising committee. 

On Friday, October 7, the Sales 
Executive Association in St. Louts 
saluted the Diamond Jubilee at their 
luncheon. Members of the OHI of St. 
Louis occupied the headtable; the Oil 


gram one of the Indianapolis Transit 
Company's busses was parked in fron: 
of the hotel. On the outside and inside 
of the bus all the advertising was de- 
voted to oilheating. 

This bus was one of five similar 
units which the transit company put 
in operation over regular routes dur- 
ing the week prior to Oil Heat Week. 
Incidentally, the busses still were in 
operation a week following the celebra- 
tion. And, these were in addition to 
the busses which the Oil Heat In- 
stitute of Indianapolis regularly uses 
for outdoor advertising every month. 

On Sunday, October 9, there were 
six and eight page newspaper supple- 


Men's Club as well as major oil com- 
panies were represented. 

On Sunday, October 9 the celebra- 
tion was publicized in the St. Lowis 
Post-Dispatch’s Home and Garden Sec- 
tion, including a front page news item. 
This was followed on the next two 
pages with additional publicity, a num- 
ber of tie-in advertisements, including 
a full page from the OHI of St. Louis 
and a photograph of the Mayor sign- 
ing his proclamation. 

Next, on October 10, A. Jack 
Becker spoke before 300 members of 
the national meeting of the Associa- 
tion of School Business Officials and 
told them why schools should install 
oil heat. His talk was reproduced in 
the November issue of FUELOIL & OIL 
HBAT. 

This special events program wus 
supported by the Institute's regular 
oilheating advertising in newspapers, 
outdoor billboards and on radio. 


ments, respectively, in the Indianapolis 
Times and the Indianapolis Star, botin 
featuring oilheating, of course. And 
during the week prior to the celebra- 
tion there were four separate stories 
giving advance information about ict. 

Television and radio coverage was 
enjoyed, too. For example, television 
Station WISH had its cameras present 
when the Mayor signed his proclama- 
tion; then the event later was shown 
on the station’s regular 6:30 P.M. 
newscast. Radio station WxIw picked 
up a live broadcast of the event. 

Radio station WIRE invited Instituze 
President Francis Schuster to appear on 
its Breakfast with Boots program; 
Radio station WxIw had one of its 
mobile news units visit the local re- 
finery of Rock Island Refinery Corp., 
making use of a script prepared by the 
Institute for the occasion. 

Television station WIw-I on its daily 
special events program had a Standard 
Oil company official appear to discuss 
Oil Heat Week and its implications 
and television station WFBM-TV inter- 
viewed Edward Joseph, an Institute 
director and head of Hoosier Coal and 
Oil Co. Again the interview made it 
possible to extol oilheating and to 
glorify the role played by fueloil dis- 
tributors in the community. 
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New Concept 
in a pressure Burner 


Hi-Performance Burner by Lennox is distinctive 
. - - was developed to realize 10% CO:, zero Smoke, 


and no flame Pulsation on low gph Installations 


by John W. Schulz 


fim ERA OF GREAT popularity for 

oil heat in this country, which 
started about 30 years ago, included 
the use of domestic intermittent-fir- 
ing oilburners of widely different 
kinds. 

Burners which were manufactured 
in appreciable numbers, and wh’ ch 
thus added to the growth of the fuel- 
oil and oil heat industry, fit into these 
seven Categories: 1) pot-type vaporiz- 
ing; 2) projected-flame vaporizing; 
3) wall-flame vertical-rotary; 4) atom- 
izing-flame vertical-rotary; 5) horizon- 
tal retary-cup; 6) low-pressure gun- 
type; 7) high-pressure gun-type or 
pressure burner. 

Each of these seven types of burn- 
ers produced its own effects and con- 
tributions to the growth of oil heat— 
although the effects of using some of 
these burners were briefer and more 
spectacular than the effects of using 
others. But we learned much from field 
efforts at widespread use of each type 
of burner. 

We learned, just for example, that 
the first two types of burners listed, 
which were vaporizing types, in gen- 
eral did not do notably well using 
No. 2 oil or electric ignition, though 
they had the advantage of being able 
to produce flames that were silent and 


as small as were needed for water 
heaters and parlor stoves of lowest 
Capacities. 

The wall-flame rotary burner, we 
learned, had the ability to gain highly 
enthusiastic friends and admirers in a 
somewhat limited circle. 

Atomizing-flame vertical-rotary burn- 
ers, it turned out, were the type for 
rugged individual inventors, as the dif- 
ferent makes differed vastly. Only two 
manufacturers proved notably success- 
ful over the years at applying electric 
ignition to this type burner. Most man- 
ufacturers of these burners stopped 
their unusual burner-design efforts 
years ago. 

Horizontal rotary-cup burners first 
gained small and brief popularity for 
house heating, largely because of the 
persistence of just one manufacturer, 
then lost out in the house-heating field 
partly because, to state things mildly, 
they were not excellent for electric 
ignition. They gained vast popularity, 
however, in the commercial-industrial 
field using gas-electric ignition . . . as 
they are excellent for the heaviest fuel- 
oils. 

Of the two types of gun burners, 
the low-pressure has the advantages of 
high efficiency and a plug-free nozzle 
and the disadvantage of being costly to 


Overall view of a Lennox oil-furnace 
fired by the new burner. Servicemen 
appreciate the burner's being high up 
on this job, making for burner work 
including no-stoop, no-squat, no-bend. 


manufacture . . . while the high-pres- 
sure gun-type burner (usually called 
just the pressure burner) has the ad- 
vantages of simplicity, low-cost manu- 
facture, high potential fuel-burning 
efficiency, and ease of installation and 
servicing. 

These advantages of the pressure 
burner, first recognized in the late 
1920's by men who also found in- 
valuable this burner’s easy adaptability 
to jump-spark ignition, made enough 
impression on the fueloil and oil heat 
industry to make the pressure burner 
by far the most popular type oilburner. 

The pressure burner proved early in 
its history to have additional advan- 
tages over other burners then compet- 
ing with it for popularity. It was in- 
herently suitable for low-priced domes- 
tic fueloils heavier than vaporizing 
burners could use, its ignition of these 
oils was outstandingly dependable, it 
was naturally suited for a blower pro- 
viding 100% forced draft, and it had 
a gear-type oil pump able to lift oil 
from a storage tank distant from and 
lower than.the burner. It had no mov- 
ing or motor-driven parts affected by 
heat from the oil flame. It had no mov- 
ing oil-handling or oil-distributing 
parts having oil-wet surfaces on which 
carbon formed, by action of flame heat, 
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with the burner running or following 
a shut-down. 

Because of these excellent charac- 
teristics, the pressure burner gained 
the great popularity it has today. It is 
now by far the most popular. On the 
performance of the pressure burner has 
been built most of today’s fueloil and 
oil heat industry 

Not without good reasons, most 
manufacturers who brought out new, 
modern oilfired furnaces, boilers, and 
water heaters in recent years decided 
to equip these with pressure burners. 

Advocates of pressure burners, today 
designing and manufacturing them, 
and enthusiastically selling them at 
wholesale and retail levels, declare their 
burner is a type hard to beat. For 
many years, these men emphasize, 
scores of oilburning inventions fell 
short of the pressure burner. The big 
drawback to the use of some outstand- 
ing new ideas about oilburner design, 
these enthusiasts for pressure burners 
point out, is that the use of these ideas 
would lead to oilburners that cost far 
more to manufacture than a pressure 
burner costs. 


Standard parts are used in the typi- 





Ray Cooper happily proves the new Lennox pressure burner rings up a CO» of 
10% while producing a flame as clear and clean as an electric light bulb. Cooper 
is sales engineer of The Home Oil Company, New Canaan, Conn., whose installa- 
tions appear in these photographs. He agrees with Lennox factory engineers that 
servicemen must use combustion-testing instruments in adjusting these new burners, 
flames of which are so clean and bright when excess air is low as to cause a by- 
guess serviceman to leave things set wrongly for COs. of 12% or higher. 


motor, fuel unit, nozzle, ignition trans- 


been made on a quantity production 


former, insulators and electrodes, blow- 
er wheel, drive coupling, etc. Two ad- 


cal pressure burner, including its vantages result from such parts having 


Designers of this burner tried even to improve on the traditional ease of servicing 
@ pressure burner, for they made the parts exceedingly simple and accessible. 
Removing but one screw in two seconds permitted opening a cover here, exposing 
3,450 rpm motor. Simply swinging the ignition transformer aside gives look-see 
into the gun tube. Uncoupling the nozzle line and removing one more screw permits 
removing nozzle assembly. Notice the burner hasn't even any high-tension leads 
to disconnect in servicing. Notice the resilient burner mounting to the left 
of the piece of armored cable that comes out of the bottom of the burner. 


basis for more than 25 years. First, 
these parts are foolproof, as having 
been developed at great cost over many 
years they now are close to being per- 
fect in performance and endurance. 
Second, these parts now are low-priced 
for what's in them and what they do, 
thanks to the quantity production and 
the writing off of their development 
cost over a period of many years. 

The arguments of the men who 
favor the use of pressure burners thus 
can be formidable. Some of these men 
wonder, first, if an oilburner different 
from but equal to the pressure burner 
can be made at manufacturing cost 
nearly as low as that of the pressure 
burner. They wonder, second, if the 
manufacture of pressure burners sud- 
denly could be stopped dead in its 
tracks by the appearance of some kind 
of new out-of-this-world oilburner. 

They wonder also what should be 
done right now about selling pressure 
burners . . . by those when who are 
convinced that possibly in two, three, 
or four years there may be in produc- 
tion such a new kind of out-of-this- 
world oilburner. 

Whereas, true, some of these men 
are wondering about these things, 
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. « « » New Concept in a pressure Burner 


Type of furnace fired by the burners in the other photographs includes worth- 
while features such as: Quiet Hushtone Blower, belt-driven and mounted on a 
“sulky” frame which floats on resilient rubber mounts (like those used as cushions 
for the oilburner); a U-shaped wrap-around air filter, described as much larger 
than usual, and serviced by replacing the filter media with material cut by the 
serviceman from a bulk roll; and a “fuel saver" wrap-around heat exchanger, 
sufficiently effective to cause net stack temperature reading to be 550°F. to 600°F. 


others are not, but going right ahead 
being as enthusiastic as ever and as 
possible regarding the performance of 
pressure burners of the best models 
being made today. 

Included among these enthusiasts, 
who today show courage together with 
undiminished admiration for the pres- 
sure burner, are men selling, installing, 
and servicing the latest models of pres- 
sure burners, which in recent years 
have been developed and put into pro- 
duction by some of the leading manu- 


facturers of automatic heating equip- 
ment. 


It is true that in recent years cer- 
tain manufacturers, still convinced that 
the use of an excellent pressure burner 
remains the best way to provide oil 
heat in a home, have made impressive 
efforts to design and develop pressure 
burners of outstanding performance. 
It is true that quite a few manufactur- 
ers have done this, and declare they are 
proud of the late-model pressure burn- 
ers they are offering. 

To serve as just one representative 
of a heating equipment manufacturer 
following this line of thinking, for the 
purposes of this article Lennox Indus- 
tries, Inc. was selected. 

After considerable design and de- 


velopment work, and after extensive 
field testing, midway through 1959 
Lennox announced a new pressure 
burner, which it named its HI-PER- 
FORMANCE oilburner. 

Although intended by its designers 
to retain all of the many advantages of 
a pressure burner, the new Lennox 
burner is distinctive in several respects. 
As the accompanying photographs 
show, its appearance is distinctive. 

John W. Norris, president of Len- 
nox Industries, Inc., recently told your 
writer this about the new burner, “The 
entire objective in developing this par- 
ticular oilburner was to get clean, quiet 
oilburning with readings of 10% CO. 
and zero smoke when using .50, .65, 
or .75 gph nozzles 

“This is the only pressure burner we 
have ever seen that actually does give 
performance real clean and quiet, with 
high COs readings, at these fractional 
gallonage firing rates. Its maximum ca- 
pacity is .85 gph. Above this, burners 
with more conventional combustion 
heads and more conventional air mov- 
ers do a very good job. 

“We use a 3,450 rpm blower wheel 
to deliver combustion air to this new 
and different type of combustion head 
so smoothly that we do get these small 


fires with quiet and pulsation-free op- 
eration. We belt-drive the fuel unit to 
keep down its shaft speed to the 1,725 
rpm for which it was primarily de- 
signed. 

“The entire burner assembly has 
resilient mounts holding it to the fur- 
nace front, giving us quiet perform- 
ance.” 


Pinpointed a Need 


Lennox engineers say, in connec- 
tion with their new HI-PERFORMANCE 
pressure burner, that they pinpointed 
a need for greater economy, greater 
cleanliness, and greater quietness .. . 
in the field of oilburners for homes of 
small and average size. For oilheating 
to stay alive and grow, they say, that 
need must be fulfilled. 

As progress is made only through 
change, these Lennox engineers go on, 
Lennox changed its concept of a pres- 
sure burner. 

These men say, “The first thing was 
to throw out the old practice of trying 
to put a low-gallonage combustion 
head in a conventional burner .. . it 
never has been completely successful. 

“The problem called for a whole 
new burner . . . and a whole new ar- 
rangement of parts. We discovered 
that the burner’s blower had to run 
faster; the fuel-unit shaft had to run 
at a different, lower speed. And a new 
combustion head had to be designed! 
The resulting Lennox HI-PERFORM- 
ANCE burner is new in looks, in size 

. and most of all, in performance!” 

As can be expected from these en- 
gineers after they explain that greater 
fuel economy was one of their reasons 
for producing the burner of new and 
distinctive design, they declare, “Here 
is almost unbelievable efficiency!” 

Then they go this far. They report 
fuel savings up to 50% “where a fur- 
nace’s good conventional burner has 
been replaced by a HI-PERFORMANCE 
burner” and they stipulate that no 
other change was made in the heating 
system. 

Consider these claims and the burn- 
er features covered by the captions of 
the accompanying photographs 
and you gain some ideas on why cer- 
tain enthusiasts for the best in pres- 
sure burners still believe these burners 
deserve house-room. 
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| gevenaptacmen HONEYWELL, after 
four years of preparation, has 
announced its residential electronic air 
cleaner. The company introduced the 
unit during December and announced 
availability during January 1961. 

K. L. Wilson, vice-president of 
Honeywell, officiated at the confer- 
ences which displayed the air cleaner 
and introduced H. O. Chamberlain, 
market manager, Residential Elec- 
tronic Air Cleaner. 

The unit, showit in pictures on this 
page, is described as the first one 
specifically designed for residential use. 
It can be installed in any position in 
any type of heating or airconditioning 
system. Only minor changes are neces- 
sary in comfort systems utilizing ver- 
tical, horizontal, angular or left or right 
air flow. A filter flag device mounted 
on top of the unit provides direct 
reading of filter condition. 


Honeywell 
announces 
residential 
electronic 


air Cleaner 


Two of the pictures along the bot- 
tom of the page illustrate versatility of 
mounting. For example, the cleaner 
can be mounted in a high boy system 
so as to allow the return air to flow 
into the lower side of the blower sec- 
tion and leave through the top of the 
heating-cooling section. 

Even such hard-to-get at locations 
as the closet area illustrated containing 
an up-flow forced air furnace can be 
accommodated. The installer need pro- 
vide only sufficient clearance for re- 
moval of the cell for cleaning and for 
access to the power pack and timer 
assembly. An electrician works only 
110-115 volt wiring; no plumbing is 
required. 

The living area control center, 
shown in the picture lower right, is 
both decorative and functional. Used 
with Honeywell's residential electronic 
air cleaning system it can be mounted 


eloil 


anywhere. It tells the homeowner when 
the air cleaning cell requires washing, 
indicates if the unit is operating prop- 
erly and makes it possible to turn the 
heating-cooling fan on or off. 

Included with the system is a wash- 
ing kit with a washing rack and tank, 
squeeze bottle, year's supply of de- 
tergent, a hose and nozzle. Washing 
under normal operating conditions is 
required every three or four months. 

Removing the cell from the cleaner 
shuts off the power automatically; re- 
inserting it puts the unit back in op- 
erating condition but a timer keeps 
the electronic unit off and operates the 
fan until the cell dries completely. 

The cleaner uses a two-stage clean- 
ing principle to remove virtually all 
dirt particles from the air. Airborne 
dirt and dust get a positive electrical 
charge as they pass through an ioniz- 
ing section of the air cleaner. When 
the positive charged particles reach the 
second or collecting stage they pass 
between alternately positive- and nega- 
tive-charged collector plates. The par- 
ticles are repelled from the positive 
collector plates and hurled onto the 
negative plates where they adhere. 

Standard units will handle up to 
1,400 cfm of air. An optional collec- 
tion section can be installed in space 
provided in the cleaner cabinet to in- 
crease capacity to 2,200 cfm. 

System is priced at $324.95. Count- 
ing installation, the total cost to an 
average new home buyer will be about 
$350; for an existing homeowner the 
cost will average about $400. 





Save on your Fuel Oil and 
LP-Gas delivery costs with 


‘6l FORD TRUCKS 


NEW 262-CU. IN. "BIG SIX" FOR GREATER 
TWO-TON PERFORMANCE AND ECONOMY 


America’s savingest two-ton petroleum delivery 
trucks now offer a big 262-cu. in. Six with the power 
of big displacement, the gas economy of 6-cylinder 
design, plus the durability of heavy-duty construc- 
tion. This engine features a sturdy stress-relieved 
head and block, strong forged steel crankshaft, 
long-lasting, stellite-faced intake and exhaust valves 
and durable, pyramid-type connecting rods. Ford’s 
proven 292 V-8 and 292 Heavy Duty V-8—the V-8’s 
with “‘six-like’” economy —are also available for your 
special power requirements. 


And you save with other new durability features 
like the more rugged frame, stronger radiator with 
new lock-seam construction, improved cab and 


chassis electrical wiring, plus longer, easier-riding 
and more durable rear springs. In certified tests by 
leading independent automotive experts the Ford 
F-600’s improved rear brakes showed an increase of 
39% in brake lining life. 


You save more . . . because you can carry more 
every trip! Functional chassis construction pro- 
vides maximum strength with minimum weight for 
top payloads. Ford’s tilt-cab design distributes 
more weight to the set-back front axle to increase 
payloads by as much as 1,000 pounds. And parallel 
ladder-type frame with 34-inch width—standard on 
all Ford models—allows you to install special tank 
bodies easily and at less cost. 





SAVE UP TO $150 ON 
FRONT TIRES 


In certified tests Ford front tires lasted 
up to twice as long. In 50,000 miles, 
savings can add up to $150 on a pickup 

more on two-tonners. And Ford’s 
sturdy I-Beam front axle and leaf- 
spring suspension cut maintenancecosts. 


SAVE WITH POSITIVE 
CRANKCASE VENTILATION 
Ford’s Positive Crankcase Ventilation 
system cuts engine corrosion and oil 
contamination for greater engine dura- 
bility and extended oil life. It’s stand- 
ard on the new 262-cu. in. “Big Six.” 


SAVE WITH 39% LONGER 
BRAKE LINING LIFE 


The Ford F-600’s improved rear brakes 
have a more positive retracting spring 
that completely disengages linings from 
drums for longer brake lining life. 
In certified tests rear brake linings 
lasted 39% longer. 


SAVE WITH PRINTED 
ELECTRICAL CIRCUITS 
Ford’s long-lived printed wiring circuit 
is standard on all Tilt Cab models. This 
system eliminates the “under dash” 
tangle of wires, minimizes shorts and 
provides for easy repair. 


SAVE WITH HEAVY-DUTY 
11%-INCH CLUTCH 

A big HD 11%-inch clutch is now 
available with Ford’s 292 and 292 HD 
V-8’s for increased durability. Its large 
140.8-square inch lining area dissipates 
heat faster for longer clutch life and 
greater dependability. 


SAVE WITH TILT CAB 
ACCESSIBILITY 


Ford C-Series cabs are quick and easy 
to tilt forward to expose the engine for 
inspection and service. Because you get 
such complete engine accessibility — 
maintenance and downtime can be cut. 


FORD TRUCKS COST LESS 


YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” PROVES IT FOR SURE... 


FORD DIVISION, Sora Mtor Company. 





St. Joseph-Benton Harbor. Mich. 
OILHEATING MARKET REPORT* 


N THE SUMMER of 1956 the fueloil 

dealers in, and immediately adjacent to, 
Benton Harbor and St. Joseph, Mich., 
organized the Oil Heat Institute of West- 
ern Michigan, Inc. 

To date, the activities of the chapter 
have been confined to three counties in 
Southwestern Michigan, Berrien, Van 
Buren and Cass. These counties are 
located on the East shore of Lake Michi- 
gan, and are bounded on the South by 
the State of Indiana. 

e population of the three counties is 
estimated to be 228,161. That of Berrien 
County alone is estimated to be 140,702. 

While the Southwestern Michigan area 
is relatively close to Indiana and South 
Bend, the local dealers have elected to 
operate their promotional activities inde- 
pendently rather than in combination with 
the South Bend area (Michiana) dealers. 
To date, the major portion of these 
activities have been in Berrien and Van 
Buren counties centering around the 
metropolitan area of the twin cities of 
St. Joseph and Benton Harbor. 

Agriculture, manufacturing and resort 
trade all contribute greatly to the stability 
and economic growth of this area. Although 
located only 60 miles directly across Lake 
Michigan from Chicago, the area is con- 
sidered a separate “key” industrial market 
by the United States Chamber of Com- 
merce. 

Under the auspices of the Michigan 
Petroleum Association, Joseph D. Hadley 
Exectuive Secretary, there have been 
meetings of representatives of most of 
the areas within the state currently inter- 
ested in and/or having co-operative dealer 
promotion programs. 


Home heating Characteristics 


The popularity of the principal fuels for 
centrally heated residential heating plants, 
measured in numbers of installations is 
estimated as follows: 

LP Gas 
Gas 
Electric 
*Solid Fuel 
Fueloil 


1,050 
8,300 
1,000 
6,000 
23,570 
Total 39,920 

*Coal and Wood 

In addition to the above, there are an 
appreciable number of space heaters 
burning kerosene and No. 1 fueloil-—there 
are approximately 3,000 additional installa- 
tions in small commercial establishments 
and a limited number of multiple-unit 
dwellings. 


Competitive Fuels and Costs 


Gas: 

Natural gas service by the Michigan 
Gas Utilities Company covers the major 
portion of the tri-county area with Michi- 
gan Gas and Electric Company covering 
the lower half of Berrien and Cass 
Counties, and Consumers Power Company 
covering the East half of Van Buren 
County. In its usage for home heating, the 
rate for typical volumes averages around 
$.0955 per therm. This gives an edge of 


*Copyright, National Fueloil Council, 
424 Madison Avenue, New York 17, N. Y 
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about 20% in economy to gas when 
compared with No. 2 fueloil costs at 16.2¢ 
per gallon (1958-59 high) or 11.6¢ per 
therm. 

Electricity: 

Electrical service by the Indiana & 
Michigan Electric Company covers the en- 
tire tri-county area. The typical rates are 
5¢ per kwh for the first 30 kwh to 1.5¢ 
per kwh for all over 220 kwh. These costs 
tor household heating are nearly 200% 
higher than oil under like insulating 
conditions. 


Fueloil Distribution 


The estimate of the total annual volume 
of No. 1 and No. 2 oil dispensed in the 
tri-county area by tank wagon amounts 
to 56,110,000 gallons. Of this volume, 
approximately 65% is No. 2 oil. 

Members of the Oil Heat Institute of 
Western Michigan account for 16,400,000 
gallons of the total volume. It is estimated 
that approximately 9 million gallons of 
the total volume is sold under private 
brands 

A considerable 
and residual oil (No’s. 5 and 6) is also 
sold in the tri-county area via transport 
loads. Commercially, residual oil prices are 
competitive with gas 


volume of No. 3 oil 


Other marketing Characteristics 


Other facets of 
pattern are 
measurements 
Total oilheating installations 
in market 


marketing 
following 


the 


local 
suggested | 


by the 


made b 
a. Fueloil companies 
b. Plumbing and heating 
(non-fueloil) companies 
Fueloil companies also 
marketing gasoline 
Fueloil companies also selling coal 
Fueloil companies selling 
oilheating equipment 
Market's oilburners serviced by 
fueloil companies 
oilburners serviced by 
non-fueloil companies 
General level of distribution “re- 
finement” in fueloil companies’ 
yperating practices Good 
(Note: The local gas company renders 
very little burner service excepting in case 
of emergencies, for “maintenance-of- 
flame.” 


Market's 


Promotion and Organization 


Natural 
about 


in the area 
1950. While there has been a very 
appreciable amount of advertising promo- 
tion of both gas and electricity for house- 
hold heating in this area, there seems to be 
no way to arrive at even a fair estimate of 
the dollar volume. However, these expendi- 
tures are certainly no than in 
comparable areas 
The fueloil dealers 
spent $2,424 in 
$1,130 in 1958 


gaS was introduced 


less other 
n this market have 
$1,189 in 1957, 
ximately $7,900 
in 1959-60 for cooperative advertising. For 
1960 as a participant in the National Fuel- 
il Council the group a total 
of $15,900 

In the metropx 
cities Of St. 


1956 


ana appr 


has budget 


j1itan 


area of the twin 
Joseph and Benton Harbor 


approximately 800% of the area’s retail 
fueloil volume is represented through mem- 
bership in the Oil Heat Institute of Western 
Michigan. Dealer contributions are scaled 
to a rate of $250 a year per million gal- 
lons of “light” oil sold. Advertising monies 
are handled by a committee of capable local 
dealers employing the contacts and volume 
discounts available to one or two of the 
larger dealers. Since no funds are expended 
for advertising agency fees or for the serv- 
ices of an executive secretary, full value 
is received for the funds expended. 

Newspapers, radio, billboard, truck decals 
—— for building contractors are being 
used. 


National Fire Codes 


undergo Revisions 


CHANGES in fire safety standards have 
been incorporated in a new and re- 
vised edition of the National Fire 
Codes published by the National Fire 
Protection Association, Boston. 

The six volumes include the 177 
standards developed by the association 
and cover the 60 new or revised fire 
safety standards adopted at the 1959 
annual meeting. Volume I on flamma- 
ble liquids and gases includes NFPA 
#31 on oilburning equipment. 

The codes may be obtained from 
the publication department, National 
Fire Protection Association, 60 Bat- 
terymarch St., Boston 10, Mass. The 
price is $7 per volume or $35 for the 
set of six 


IBR new hydronic system 
installation Guide available 


A NEW Isr Installation Guide No 
800, ““Hydronic Heating Systems,” has 
just been published by the Institute of 
Boiler and Radiator Manufacturers. 
The Guide is composed of four sec- 
tions: 1. Boilers and Heat Distribut- 
ing Units, 2. Forced Hot Water Heat- 
ing Systems, 3. One Pipe Steam Sys- 
tems, 4. Indirect Water Heaters. 
The Institute has gradually been 
consolidating its publications so that 
contractors and wholesalers will have 
readily available all the information 
they require for proper calculation, 
design and installation of hydronic 
Now 
Guides are needed for heating: In 
stallation Guide 800 ($1.50), Piping 
700 ($1.00), and Heat Loss 
Calculation Guide H-20 ($1.00). For 
opies write IBR, Room 408, 608 Fifth 
Avenue, New York 20, N. Y 


heating systems. only three 


Guide 
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How to figure yearly oil Bill 
of a Building from Blueprints 


Few fueloil Salesmen have the heating engineer Ability 
needed for This, but oil heat Costs can be predicted 


by Jean L. Dupuis 


“TT PROBLEM could not be sim- 

pler!” the manager of a large re- 
tail fueloil company exclaimed by long 
distance telephone. “All I need to know 
is how many gallons of oil will be 
needed yearly for providing heat and 
hot water in an eight-family apartment 
house, construction of which will be 
started in two months. 

‘It's simple because I know all the 
details. I'm looking at the blueprints. 
Just tell me what you need to know 
about the building, and just come up 
with the number of gallons of oil this 
building will use each year for heat 
and hot water 

This Mr. Big Boss of the oil com- 
pany had been on the phone for 15 
minutes already, and he'd phoned me 
person-to-person from more than a 
thousand miles away. 

[ know I shouldn't have to phone 
you about a thing like this,” he did say 
apologetically, “because I've got a crew 
of fueloil salesmen here who are sup- 
posed to be trained. Every one of them 
has been to all kinds of schools run by 
major oil companies, and to conven- 
tions and other things supposed to 
teach them something about selling 
fueloil. But not one of my salesmen 
seems to have learned how to estimate 
the oil consumption of an eight-family 
apartment house 

There's five rooms to each apart- 
ment, and each room is fairly large,” 
he reported. “Now here’s something 
for you: In the entire building, includ- 
ing halls, there's 5,840 square feet of 
floor area, and 51,365 cubic feet of in- 
terior building volume. From those 
figures, can’t you tell me the yearly oil 
consumption? 

As I said I couldn't, he gave me still 
more facts and figures. 

‘Now here are the figures from the 
heating engineer who laid out the heat- 


ing system in this building,” Mr. Big 


Boss told me firmly and impressively. 
“Make certain you write down each 
figure accurately. Then just give me the 
one figure for the yearly oil consump- 
tion of the building. 

“Installed in the rooms will be 1,315 
square feet of standing radiation. It's 
a forced-circulation hot-water heating 
system. The heating engineer says the 
boiler he’s installing corresponds to fir- 
ing by oil at a rate as high as 5.0 gph, 
but that he guesses a firing rate of 
either 3.5 or 4.0 gph will walk away 
with the heating load. He says disre- 
gard the amount of oil needed for pro- 
viding hot water in the winter, and 
figure oil for hot water from faucets 
only during the three summer months.” 

I asked Mr. Big Boss of the fueloil 
company several questions. How close- 
ly must the oil consumption of the 
building be estimated? Why the urgent 
need for the estimate? Why all this 
fuss just over one apartment house so 
small as to house only eight families? 
What's the degree-day load of a nor- 
mal heating season where the apart- 
ment house will be built? 

His answers ran like this, “The gas- 
heat men are urging the use of gas in 
this apartment house for heating and 
water heating, and have given the own- 
er a figure for yearly cost of the gas 
used. With corrections made for the 
degree-day load of a particular winter, 
the gas men guarantee that the yearly 
cost of gas will not run more than 
10% above their estimate. 

“Therefore the estimate for the year- 
ly cost of fueloil should be just as accu- 
rate; actual yearly cost of oil, with cor- 
rection made for the degree-day load 
of the particular winter, must not run 
more than 10% above the estimated 
cost. The price per gallon of fueloil can 
be regarded as fixed, however. 

“The man who's putting up and will 
own the apartment house has been 
given a figure by the gas-heat men, and 
I guess it's about $1,500 to $1,800 a 
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. Hardened 


. Flexible 


. Adjustable V-belt 


. Varied pulley 


KRAISSL Pt 


These pumps have been in service 
for many years for direct supply 
or booster pumping of heavy oil. 
Slow speed operation reduces 
cavitation. Outboard ball bearing 
unit increases pump life by isola- 
tion of pulley load. Capacities 
a GPH; pressures to 100 
Psig. 


V THESE FEATURES... 


internal gear design provides high 
suction lift characteristics. 

idler insures minimum 
wear. 


. Cap screw closure with steering per- 


mits easy access to pump interior. 


. Adjustable stuffing box fitted with 


return seal and soft packing keeps 
shaft wear and chance of leakage 
to a minimum. 

Interchangeable return seal design 
allows change of rotation in field. 
coupling isolates pump 
bearings from pulley loads. 


- Rugged ball bearing unit insures 


bearing alignment and large grease 
reservoir with provision for re- 
lubrication minimizes maintenance. 


- Bearing unit support cast integral 


with bed plate reduces vulnerability 
to distortion. 

drive absorbs 
shock loads and provides quiet op- 
eration with low replacement cost. 
combinations for 
proper viscosity — speed relation- 
ship. 


- Cast iron belt guard protects per- 


sonnel from exposed moving parts 
and eliminates chance of bending, 
denting or sharp edges. 


. Cast iron bed plate with drip col- 


lecting bead around edge insures 
rigid support and minimum chance 
of bed plate bending or distortion. 


Write for Bulletin A-1193 


Protect your fuel oil pumps with 


Kraiss! strainers. 


. . « Figuring fuel Bills 


year. He won't reveal the figure. But 
he'll compare it with an estimate of 
yearly gallonage based on using fueloil, 
which estimate he wants me to give 
him along with the guarantee that the 
yearly gallonage will not run more than 
10% higher than my estimate.” 

Mr. Big Boss continued plaintively, 
“If the gas-heat men can give him a 
good estimate and guarantee that the 
actual yearly cost of gas won't run 
more than 10% higher than the esti- 
mate, why can’t I do the same thing 
basing my estimate on using fueloil in 
the building? 

He continued, “This matter is urgent 
because matters of principles are in- 
volved. We are determined to continue 
the growth of oil heat in this locality, 
and to block the growth of gas heat 
In addition, although I'm asking you 
to solve the problems of oilheating 
just one eight-family apartment house, 
actually 22 identical buildings are in- 
cluded in one garden apartment de- 
velopment that will house, all told, 176 
families. Because they are far from 
each other, have city streets separating 
them, and for other reasons, each build- 
ing is to have its own, individual sys- 
tem for providing it with heat and 
hot water 

The yearly degree-day load of a nor- 
mal heating season, at the location of 
the apartment house, can be taken as 
6,500, the oil company executive told 
me. I told him that in the locality the 
design temperature for heating systems 
usually is regarded as ten below zero 

In answer to his question as to why 
I could not give a yearly oil gallonage 
figure for the eight-family apartment 
house on a basis of all the figures he 


had given me, especially the heating 


A B 
Actual Oil 
Consumption for 
Description Normal W inter 
of Building gals 


12-family apt 7 400 
20-family apt 15,800 
15-family apt 14,500 
6-family apt 5,600 
45-family apt 59,000 
ind 14 stores 


¢ 


Rais 


7,400 
14,220 
14,500 

4,450 
59,000 


COMMERCIAL & 
INDUSTRIAL 
oilburning 





engineer's figures, I replied, “Figures 
for the floor area and volume of a 
building don’t help when you've got to 
figure fuel consumption accurately, be- 
cause a building of a certain size can 
have Bru heat losses greatly lower or 
higher than another building of the 
same size—even 50% lower or higher, 
for example. 

“Purposely speaking cautiously, I al- 
ways say that I'm not surprised to learn 
that in such a climate as yours an oil- 
burner runs about 1,500 hours per 
heating season .. . in heating a large 
building and providing hot water. 
(You can check that idea easily by di- 
viding the gph firing rates of buildings 
you provide oil for into the heating 
season oil consumption of these build- 
ings. ) 

“If we could assume that a burner 
would run 1,500 hours each heating 
season in this building, then using the 
3.5 gph firing rate mentioned by the 
heating engineer would result in the 
use of 5,250 gallons of oil per heating 
season, or use of the 4.0 gph firing 
rate would boost the figure to 6,000 
gallons. However, the heating engineer 
says he is just guessing in naming 
those firing rates, and the 1,500 hours 
of operation per heating season is a 
thumb-rule, round number with no ac- 
curacy to it. 

“The guesses of the heating engineer 
regarding the firing rate can’t lead you 
to an accurate oil-consumption esti- 


D E 


Oil Consumption 
should be for 
Normal 


Accurate Figure 
for Btu 
Heat Loss 


Fuel-Consump 
tion Factor 


D dwided by C 


58.5 
61.0 
56.0 
62.0 
47.4 


Winter 


432,000 
867,400 
812,000 
277,750 
2,796,500 


6.200 
6,900 


5,000 
6.900 


12-family apt 
8-family apt 


297,100 59.4 
207,130 64.8 


If the oil consumption of any building is known to be excessive (CO2 may be low, 
stack temperature may be high, or the boiler flues may usually need cleaning), you correct 
for this by putting a lower number in Column C than was listed as the actual oil con- 
sumption in Column B. That was done in the above table for buildings 2, 4, and 6 
Cross off the list, 2s not representative of typical buildings, those buildings having 
unusually low and unusually high numbers in Column E. 


Write for Bulletin A-1430. 


AaASSD KRAISSL Co. ::. 


295 Williams Ave., 
Hackensack, N. J. 
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new RAY Forced Draft Burners— 


CUT 
CONSTRUCTION COSTS 


CUT 3 
a ©) = BOLO RS 


CUT 
ERRATIC PERFORMANCE 


CUT DOWN-TIME 


Type PH Heavy Oil Burner 
showing auxiliary flame 
funnel. 


New Ray Forced Draft burners are available two ways to meet your needs and budget. Burner alone, or as a 
completely packaged combustion unit. Both offer all these exclusive performance features: 


FAST INSTALLATION—Completely contained wiring is expertly done at the Ray factory. Field connecting is 
limited to a minimum with only simple external fuel and electrical connections to be made. 


AMAZING FUEL ECONOMY—Ray is the only burner offering full modulation for both gas and oil. Ends step- 
firing and starting with a puff. With full modulation, burner closely follows load demand, maintaining steam or 
hot water capacity at all times, with resultant efficiency and economy. 





SMOOTH PERFORMANCE—Smooth low to high fire transition is supplied by the Ray MODUFIRE System, 
along with guaranteed low-fire start. Burner gradually increases from low flame to high, then instantly drops 
back to low when boiler demands are met. 


NO SMOKE, NO STACK—Clean burning from the start. Forced Draft design eliminates the need for an un- 
sightly stack. 


FIT ANY BOILER TYPE—These fully automatic units are available in three sizes to fit any type boiler and 
have maximum capacities ranging from 7 to 30 gallons per hour. 


BURNS HEAVY OIL—Models of this burner are available to burn gas and all grades of fuel oil, including #5 


heavy oil. No refractory is required for combustion when stainless steel flame funnel is specified for straight 
oil firing burner. 








Loca/ factory-trained service in principal cities 


@PRAY) BURNER COMPANY 


Singeé i672 1301 San Jose Avenue, San Francisco, California 
629 Grove Street, Jersey City, New Jersey 
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VULCAN 
PREHEATERS 


The new PLH series of Vulcan 
Immersion Heating Elements are 
especially designed for heavy fuel 
oil burner installations. They may 
be used either as a return line 
heater or for installation in series 
with Steam Heat Exchanger to 
provide standby service. 

Vulcan Immersion Elements 
incorporate a built-in thermostat 
with control knob and dial on out- 
side of junction box. Thermostat 
may be set below normal tempera- 
ture of oil provided by steam heater 
so that Vulcan heater will cut in 
when temperature is not main- 
tained by steam heater or when no 
steam is available. 2” or 244” NPT 
screw bushings make them readily 
adaptable to existing piping 
systems. 

Write for Fuel Oil Catalog VO-700. 


WAU Rey:\ 











VULCAN ELECTRIC COMPANY, Danvers, Mass. 
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. . « « Estimating fuel Costs 


mate which you can guarantee won't 
be exceeded more than 10% by the 
actual oil consumption.” 

By far the best thing that he’d given 
me to go by, I told the oil company 
executive, was the figure of 1,315 for 
the square feet of standing hot-water 
radiation in the building. 

If we knew the design or maximum 
radiator temperature planned by the 
heating engineer, and if this figure of 
1,315 accurately represented the radia- 
tion requirements of the building, then 
we could use the 1,315 to figure the 
heat loss of the building—and an ac- 
curate figure for the heat loss of the 
building is the one thing we need. 

Suppose, that is, that the heating 
engineer is figuring on a design or 
maximum radiator temperature that 
causes each square foot of radiation to 
emit 200 Brtu’s per hour. Then the 
1,315 square feet of radiation will emit 
1,315 times 200 Btu's per hour, or 
263,000. Things would be simple, if 
that number represented the Btu per 
hour heat loss of the building. 

We don’t know, if the 
heating engineer has figured the radia- 
tion on the basis of 200 Bru per hour 
per square foot. The key number may 
be lower or higher than 200. 


however, 


Design Variations 


Then again and as I just mentioned, 
I went on explaining to the oil com- 
pany manager, that figure of 1,315 
may not accurately represent the radia- 
tion requirements of the building. 
Close figuring for a room in the build- 
ing may show that it needs 2134 square 
feet of radiation, whereas a radiator of 
precisely that size is not available. The 
engineer may plan on using in this 
room a radiator of 25 or even 30 
square foot size 

Some heating engineers don’t figure 
Btu heat losses of rooms accurately, as 
the first step to arriving at radiator 
sizes. They speed up their work by 
using thumb rules and by guessing, 
and to play safe they wind up with 
radiators in different rooms oversize by 
all the way from 10% to 50%. 

For a number of reasons, then, the 
figure for the number of square feet 
of radiation in a building is not a clue 
for finding out accurately the Bru heat 
loss of a building. 


COMMERCIAL & 
INDUSTRIAL 
oilburning 


“Your company sells oil for quite a 
few apartment houses, doesn’t it?” I 
asked the oil company manager over 
the phone. 

“Quite a few hundred,” he replied. 

I wound up the long telephone talk 
by telling him to engage a heating 
engineer to produce precise figures for 
the heat losses of about six apartment 
houses, as much as possible like the 
new eight-family apartment house 
about to be built, and the oil consump- 
tion of which must be estimated. 

Divide the oil consumption for a 
normal heating season into the heat 
loss figure—for each apartment house, 
I told him. Call the resultant number 
the fuel-consumption factor. 

Have the heating engineer ascertain 
the Btu heat loss figure for the eight- 
family apartment house . . . with ex- 
treme accuracy, using precisely the 
method he used for ascertaining the 
heat loss figures of the other apart- 
ment houses, which you now supply 
with oil, I went on. 

“Your studies of your customers’ 
apartment houses will produce,” I said, 
“a fuel-consumption factor which you 
can divide into the heat loss figure of 
the new apartmert house to arrive at 
an estimate of its yearly oil consump- 
tion.” 

The accompanying table shows how 
to compare buildings using this meth- 
od. The more buildings a heating engi- 
neer compares in this way, the more 
accurately can he estimate the oil con- 
sumption of a proposed new building 
from studies of its blueprints. If 20 
buildings are compared, for example, 
the fuel-consumption factors of half a 
dozen or so may be so far out of line 
as to cause these buildings to be crossed 
off the list as not representative of typi- 
cal buildings. 

Then the fuel-consumption factors 
of the other buildings, which factors 
are more or less in agreement, can be 
averaged to obtain a factor suitable for 
application to the heat loss figure of a 
new building. 
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BIG CUSTOMER DEMAND- means 
BIG DISTRIBUTOR PROFIT-in 





Lee 


CONTROL 
VALVE 


SERIES F DOOR MOUNTED 


Cold air enters intake valve and is conducted through 
preheater where air is preheated to a temperature rang- 
ing from 350°F to 875°F. Each 35°F rise in combustion 
temperature represents a 1% saving of fuel. Preheated 
air over the flame produces more complete combustion of 
fuel and gases greatly reducing waste, smoke, soot, 
carbon deposits and related maintenance. 





SERIES G 











Designed for use on all gun type oil burners. Suitable 
for all grades of oil from #2 through #6. Three sizes 
accommodate blast tube diameters from 4” to 10%”. 


SELECTIVE TERRITORIES —with 


FUEL ECONOMIZERS 


Other distributors are capitalizing on this proven, established 
line. They are earning a sound profit on a fast moving product 
that gives them a competitive edge in today’s tight market. 
Join them, WIRE or PHONE Farris right now. Selective 
territories are still open but not for long. Don’t miss this oppor- 
tunity to increase and stabilize your business for ’61. 

Your sales market is practically unlimited. Every oil and coal 
user is a worthwhile prospect. 


HOSPITALS ®© SCHOOLS © CHURCHES © APARTMENTS 
THEATRES © STORES © HOMES © OFFICE BUILDINGS 
HOTELS © FACTORIES © BANKS © GREENHOUSES 


Keep your old customers sold and open new accounts when 
you demonstrate and prove how they can save up to 25% of 
their present fuel cost and pay for the installation out of the 
first year’s savings — up to 5 times. 

Farris Fuel Economizers (both the Sayvoil and Series F model) 
preheat (as high as 875°F.) draft air before it reaches the 
combustion chamber. The preheated air allows more complete 
combustion of the fuel, which produces a hotter, more compact 
and efficient fire in the boiler. Heat and fuel loss out the flue 
are eliminated. 


The Fuel Economizers are backed and guaranteed 
by the famous Farris name for engineering integ- 
rity and service. Fuel Economizers are not gadgets 
or gimmicks. Their principle has been proven in 
thousands of applications and case histories. 
Complete test information available on request. 


COMBUSTION CONTROLS CORP. 


400 COMMERCIAL AVE., PALISADES PARK, NEW JERSEY 


Park, N. 4. 


AFFILIATES: Farris Engineering Corp. » Farris Flexible Valve Corp. © Farris Universal Machine Corp. Farris industries. Canada, Ltd. Longueuil (Montreal) « Farris Engineering Ltd. London, England » Midland industries Ltd., Wolverhampton, England 


eloil 





Power Show held 


at New York Coliseum 


_ 24TH NATIONAL Exposition of 

Power and Mechanical Engineer- 
ing, under the auspices of the Ameri- 
can Society of Mechanical Engineers, 
was at the New York Coliseum from 
November 28 to December 2, inclu- 
sive. 

The exposition as usual was not 
open to the general public; admission 
was by invitation and registration only. 
Each day except Wednesday (Novem- 
ber 30) the show opened at 12 noon 
and closed at 6 pm; only on Wednes- 
day was it open until 10 pm. 

Although this power show appeared 
smaller by a considerable margin than 
it has been in some earlier years, its 
Guide and Directory listed the names 
of more than 160 companies which 
had exhibit booths at the show. 

Most of the equipment at this show 
was of interest mainly to men who 
work in the field of equipment truly 


industrial and of vast capacity. How- 
ever, in at least two or three dozen ex- 
hibit booths was equipment of impor- 
tance to men of the fueloil and oil 
heat industry interested in commercial- 
industrial oilburners, related controls, 
boiler-burner units, prefabricated stacks 
or chimneys, etc. Included was burner 
and boiler equipment not of vast ca- 
pacity. 

Featured at the power show was, for 
example, the Clayton steam generator 
for firing by oil (No. 2 oil to No. 5) 
or gas; the three smallest models are 
fired at 4.9, 9.9, and 15 gph... . while 
the largest of the six models is fired at 
52.2 gph. These Clayton units are in- 
dicated to weigh about 25% as much 
as conventional steel boilers, to occupy 
less than 25% of usual boiler space 

. and to take just three minutes to 
produce full steam production follow- 
ing cold start-ups 


COMMERCIAL & 
INDUSTRIAL 
oilburning 


Vapor Heating Corp. featured oil- 
or-gas Modulatic boilers in eight sizes, 
smallest fired 5.5 gph, largest 47.5 gph; 
also Drum Modulatic boilers (low and 
medium pressure) in six sizes, smallest 
for 6.0 gph, largest for 60 gph. De- 
scribed as the world’s most compact 
power packages, these are said to steam 
in two minutes following cold start- 
ups. The Modulatic models come for 
steam pressure up to 1,000 Ibs. 

McDonnell & Miller, at the show 
with its excellent display set-ups and 
in the way that can be expected of this 
organization, distributed engineering 
data catalogs of great educational value 
to men concerned with oilburners, oil- 
fired boilers, etc. McDonnell & Miller 
has outstanding ideas on how to cou- 
ple together the problem of handling 
condensate collected in a tank with 
the problem of providing make-up 





water for low-pressure and high-pres- 
sure steam boilers . this organiza- 
tion excels of course at handling all 
problems involving automatic feeding 
of water to steam boilers and at the 
same time providing low-water pro- 
tection 

Cleveland Controls, Inc., another old 
friend of commercial-industiral oil- 
burner men, was at the show with dis- 
plays and catalogs covering a vast array 
The Cleveland Master 
Monitor is for a group of boilers work- 


of equipment 


ing together to carry a load. It can 
handle two or more boilers, fired by 
flames which are strictly on-off and of 
one size only . . . or fired by flames of 
modulating sizes. A new model is for 
large plants having five to ten boilers. 

The Van-Packer Model HT prefabri- 
cated stack, made by the Flintkote 
Company, was at the Coliseum with a 
new insulated thimble and new flash- 
ing and counterflashing, bragged of as 
having earned new UL-listing with re- 
duced clearances to combustibles at the 
roof. The V-P smokestack is boasted 
to be the only UL-listed stack for com- 
incinerators, 


mercial and_ industrial 


boilers, and furnaces. It comes in inner 
diameters as small as 10, 12, 15, and 
18 inches . . . goes on up to 36 inches. 
The Ridge Tool Company had 
down-to-earth demonstrations of the 
use of its well known “Ridgid” copper- 
tube flaring tools, pipe wrenches, chain 
wrenches, new hex wrenches, several 
kinds of pipe threading machines, etc. 
Magnetrol, Inc. was at the power 
show with its magnet-operated low- 
water controls for large oilfired boilers. 
Fireye electronic primary control 
equipment was displayed by the Com- 
bustion Control Division of ECA. 


“Smog” Law requires 
control Devices on Cars 
CALIFORNIA Assembly Bill No. 17 
takes legislative action against pollu- 
tion of the atmosphere by the auto- 
mobile. 
The bill requires devices installed 
on automobiles on this schedule: 
Within one year: All new vehicles 
throughout the state when first regis- 
tered and on used vehicles, located in 





techniques. 


The 


- SALESMANSHIP - 


Here's an actual training course in sell- 


ing based on tested sales principles and 


“SELLING MAN" 


This is specialty salesmanship with em- 
phasis on burner selling. A valuable book 
for your sales staff. Blue cloth binding, 
6 x 9 inches, 260 pages. The price only 


a county affected by the law, if there 
is a transfer of ownership; 

Within two years: All used com- 
mercial vehicles, located in a county 
affected by the law; 

Within three years: All motor ve- 
hicles, located in a county affected by 
the law. 

Counties not affected by smog can 
be excluded from provisions of the bill 
under a procedure prescribed therein. 

The Los Angeles County Air Pollu- 
tion Control District, reporting on the 
measure, points out that smog results 
from two factors: air pollution and 
the inability of the atmosphere at cer- 
tain times to dilute and disperse pol- 
lution. Therefore, optimum control of 
air pollution requires other than auto- 
mobile exhaust control. 

In Los Angeles County these regu- 
lations include prohibiting outdoor 
fires or the use of single-chamber in- 
cinerators; a ban from May 1 through 
October 31 on burning fueloil or gas 
containing more than 0.5% sulfur; 
prohibiting after June 30, 1960 the 
sale for motor fuel of gasoline with a 
Bromine number of more than 30. 


SAFETY AIRFLOW 


AND 


PRESSURE SWITCHES 


“D” Scries Switch shuts 
off fuel if drop in fluid 
or gas pressure occurs. 


“114” Series Switch 
shuts off fuel if blower fails. 


Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 


$4.00, plus 25c to cover cost of handling 


and postage. 
ae 


FREE CIRCULAR — 


Dewey Gas Furnace Co. 
102 E. Baltimore e¢ Detroit 2, Michigan 


PROTECTION FOR: Oi! Burners —Industrial 


Ovens and Boilers—Power Gas 


Please send your remittance with order to: 


fueloil & oil heat 


2 West 45th St. 
New York 36, N. Y. 
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Industry Groups 
(Begins on page 30) 
Pacific Northwest Convention 
is set for Portland in May 


PACIFIC Northwest Chapters of the 
Oil Heat Institute will hold their 1961 
regional convention in Portland, Ore- 
gon, this coming May, with Cliff 
Arntson of Portland as general chair- 
man. 

This convention is expected to be 
the largest gathering of its sort ever 
held on the Pacific Coast. 


Oil Equipment Jobbers 


okay accounting Manual 


AT THE GROUP’S tenth annual conven- 
tion at St. Louis the board of directors, 
National Association of Oil Equip- 
ment Jobbers, Tulsa, Okla., approved 
a draft for a uniform accounting 
manual. It contains details of a specific 
accounting system designed for an oil 
marketing equipment distributor. 
Final work on the manual will be 


completed soon and copies distributed 


to Association members. 


2000 
HOURS 


Blackmer Pump passes toughest test 


When a customer asked us how well our pumps would wear, 

we had these facts to tell. In one of the toughest pumping tests ever 
devised, a 2-inch Blackmer pump was driven at top speed for 

2000 hours, running absolutely bone dry. Vane wear was detectable 
only with a micrometer . . . proof positive Blackmer 

pumps can take it. And, even when vanes do show wear after 

years of use, they are easily and inexpensively replaced. 

Aren’t these a couple of good reasons why you should use 

Blackmer pumps? Write for Bulletin One. 


liquid materials handling"® equipment 


“pI ACKM ER / rotary pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under ‘Pumps’ in the Yellow Pages 
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The group also fixed the dates for 
its 1961 convention and trade show 
as October 15 to 17 in Washington, 
D. C. In 1962 the affair will be held in 
Cincinnati on October 17 to 19 and 
in 1963 at Atlanta, October 16 to 18. 


Jet age promotional Piece 


offered by OHI of America 


THE OIL-HEAT INSTITUTE OF AMER- 
ICA, New York, N. Y., is offering 
members a new “Treasury of Adver- 
tising” promotional mailing piece, 
entitled “Heat with Oil—the Jet Age 
Fuel.” 

The brochure calls attention to re- 
search in the petroleum industry which 
has resulted in superior distillate fuels 
for jet plane travel and for home 
heating. 

For information, write Treasury of 
Distribution Division, 
Oil-Heat Institute of America, Inc., 
500 Fifth Avenue, New York 36. 


Advertising, 


New [BR baseboard ratings 
Booklet is made available 


A NEW EDITION of its baseboard rat- 
ings booklet has been announced by 
the Institute of Boiler and Radiator 
Manufacturers, New York, N. Y. It 
contains ratings approved and in effect 
as of September 16, 1960 on 113 
units being offered currently by 55 
companies. As additional IBR ratings 
are approved, supplements will be is- 
sued. 

A new feature in this edition is a 
factor to determine the rating when 
a damper is used for those units which 
are offered with an optional damper. 

The booklet is available from the 
Institute, at 608 Fifth Ave. New 
York 20, N. Y., at a cost of 75¢. 


Mass. oilmen’s Association 
hold membership Meeting 


THE OIL HEAT COUNCIL of Western 
Massachusetts, Springfield, Mass., held 
a membership meeting at the Schine 
Inn, Chicopee, Mass., on December 6. 

Featured were Dorothy 
Crosby of the New England Telephone 
Company, who talked on building 
business by telephone, and Harold K. 
Ricker, consulting engineer for the 
Council. 


speakers 
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Cute Megane -Gintse Cuil 


First in decorator design that complements any room decor. Soft, rich blending of colors. 
Easily read...easily set. And precision performance in the CAM-STAT tradition of fine quality. 


Multiple contacts for continuous self-cleaning... Available for millivolt service... Suitable for gas, oil or stoker 
heating system...With or without adjustable heater. Also available soon in combination heating and cooling. 


(AM-5TAT 


DIVISION OF THE PAUL HENRY CO. + LOS ANGELES, CALIF 





EMERGENCIES 
i DON’T WAIT 


U.S. PATENT 
NO. 2,903,662 





FOR 


sites | BE PREPARED with a HARVEY 
wrercuanoeane | TRANSFORMER PACKAGE No. 76 


TERMINALS IN 


PLASTIC CASE N Acie 





Sid Harvey’s magic mounting transformer 
with a choice of hi-tension terminals in base 
or end, is a permanent replacement for over 
80% of the 10,000 volt, 2 pole transformers 
used on domestic burners. 

Five pair of ‘‘add-ons” and bolts make any 
mounting combination you need. 

Six pair of interchangeable hi-tension termi- 
nals make any hi-tension connection you 
need; Buss bar, thumb nut, spring plunger, 
ADD-ONS | male and female Rajah connectors. 

Six knockouts and two internal junction 
boxes make any line voltage connection 
where you need it. 

Common hand tools are all you need to make 
a permanent transformer replacement in the 
field. You'll do a better job in less time with 
a Harvey Transformer Package No. 76. 


A MUST FOR EVERY SERVICE CAR 


TRADE PRICE $7 £40 


115 VOLTS 
Get Sid Harvey’s 292 page, ALSO AVAILABLE IN 230 VOLTS 


fully illustrated catalog. (TRANSFORMER AND ACCESSORIES CAN BE PURCHASED SEPARATELY) 
It's FREE to the trade, write 


for it on your letterhead. 





AVAILABLE AT 50 SID HARVEY STORES OR BY MAIL VAXLLEN STREAM, REW YORK 
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New Boston division sales 
Managers appointed by Gulf 


GULF OIL CORP. has appointed new 
sales managers in its Boston Market- 
ing Division. 

They are: 

L. G. Lamplough, Manchester, N. H., 
area, covering central and western 
New Hampshire, eastern Vermont, 
and part of northeastern Massachu- 
setts. 

A. R. Benner, Boston area, includ- 
ing greater metropolitan Boston and 
the North Shore area. 

L. W. Carbonneau, Springfield area, 
including northern Connecticut and 
western Massachusetts. 

F. A. Millard, Providence area, 
which will include the state of Rhode 
Island, eastern Connecticut, and south- 
eastern Massachusetts. 

D. P. Clark, New Haven area, in- 
cluding southern and western Con- 
neticut. 


Skinner Precision Industries 
is new Name of Conn. Firm 


STOCKHOLDERS of the Skinner Chuck 
Co., New Britain, Conn., voted to 
change the name of the company to 
Skinner Precision Industries, Inc., in 
order to more clearly indicate the 
broadened scope of the corporation's 
present and future activities. 

The Valve Division will remain 
Skinner Electric Valve Division. 


Twenty-five Years of 
automatic Deliveries 
(Begins on page 60) 

3. Equip each truck with the sCUL- 
TROL pump-pressure control, which 
prevents excessive pump-pressure (and 
damage) that can be caused by: 1) 
Driving off the oil truck with the 
power take-off engaged; or 2) Racing 
or over-speeding the truck engine 
while delivering oil. This idea encom- 
passes the use of an electrical limit 
control, affected by the pressure the 
truck’s oil pump develops, to cripple 
the ignition system of the truck tem- 
porarily and in a certain, proper man- 
ner, if the pump tends to develop 
excessive oil pressure. There's a patent 
on this; patent number is 2,900,915. 

4. Have a VENTAFIL on each oil 
truck. This is a portable, combination 
fill, vent, and signal device . . . for 
use on installations having buried 
tanks with straight-drop fill lines or 
openings for tank sticking. 

That's the complete Scully story for 
fueloil retailers, as it’s being told wide- 
ly through the fueloil and oil heat 
industry by men promoting the use of 
the Scully equipment which has been 
named. Thousands of executives of 
fueloil organizations have learned 
most of what they know about mod- 
ern delivery methods from latching 
on to Scully ideas—starting way back 
25 years ago, when the VENTALARM 
signal first was used and changed the 


entire pattern for delivering fueloil. 

There’s a vast amount of academic 
education included in the spreading of 
these Scully ideas, which have for 25 
years been a tremendous contribution 
to the fueloil and oil heat industry, 
and have aided this industry no end 
in its efforts to fight other fuels. 

The development work of the Scully 
organization has extended into boiler 
rooms . . . in a Scully effort to ad- 
vance greatly the safety of controls for 
commercial-industrial oilburners. This 
effort produced the FAYLSAFE con- 
tinuous self-checking technique for all 
automatic controls . . . to assure im- 
mediate detection of the failure of any 
component part of a control system. 
This technique is now in use in the 
flame-failure system being made by a 
leading manufacturer. 

¢ ¢ ¢ 

John M. Beck has been appointed 
sales representative for the C. A. Olsen 
Mfg. Co., Elyria, Ohio. In his new 
position, Beck will represent the man- 
ufacturer of warm air furnaces and 
airconditioning units in Indiana, west- 
ern Ohio, and eastern Kentucky. 


Robert S. Lehleitner has been ap- 
pointed Sales Manager, Controls Divi- 
sion, Jackes-Evans Manufacturing Co., 
St. Louis, Mo. Lehleitner has had 
specialized training and experience in 
all aspects of solenoid valve flow 
control. 





leakproof... 
buna-N 


O-Ring Seal and races 


eee | i | \ 


Valves, Couplings, Specialty Products for Handling 
Hazardous Liquids 


swivels easy... 
steel ball bearings 


won't pull apart... 


steel snap rings 


NEW -2:. SWIVEL 
with BALL BEARINGS 


It's the new OPW 20 Swivel . 
easy. Has precision steel ball bearings and races. 
OPW 20 on a nozzle is like power steering on a car 


. » swivels easy—real 


—gives smooth, effortless control. Leakproof (guar- 
anteed!) Won't pull apart (that’s guaranteed, too). 
You'll never have to repair it—there’s a factory 
rebuilt swivel exchange program. A good deal. De- 
tails in Bulletin NP-20. Write today. 


Sha 


OPW CORPORATION 


2723 Colerain Avenve—Cincinnati 25, Ohio—Ki 1-5400—TWX Cl-415 
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NEW PRODUCTS 


Farris Combustion Controls 
develops Fuel Economizer 


THE FARRIS Fuel Economizer has been developed as a 
secondary-air opening in the firing door. In operation the 
device preheats a 

the secondary-air : 

flowing through 

it. The econo- 

mizer is mounted 

in a Casting; re- 

ceiving radiant 

heat from the 

flame, just as a 

firing door re- a 

ceives such heat, the casting gets hot. Secondary air flow- 
ing through channels in the casting also get hot so that the 
flame in effect receives heated secondary air flowing through 
the economizer. 

The economizer is offered by Farris as particularly effec- 
tive in overcoming problems of excessive smoke and soot 
formation and minimizing air pollution. The company de- 
scribes the economizer as a means of injecting a stream of 
heated air over and around the fire, completely burning 
fuel and combustion gases and eliminating waste and 
smoke. 

Made by: Farris Combustion Controls Corp., 400 Com 
mercial Ave., Palisades Park, N. J. 


Skuttle humidifier assembly Kit 
contains all needed Components 


AN ASSEMBLY KIT which contains all necessary compo- 

nents, including detailed assembly and installation instruc- 

tion for the humidifier has 

been introduced by Skurtle 

Manufacturing Co. The unit 

has a lifetime glass evapo- 

rating pan, and a reversible 

valve seat with built-in splash 

shield. 
The countrer-balanced hu- 

midifier features stainless steel 

springs and holding rack, , _ 
Made by: Skuttle Manufacturing Co., Milford, Mich. 


John Wood adds two Models 


to portable heater Line 


TWO PORTABLE heaters designed for use in buildings under 
construction are being made by John Wood. The units can 
be used for heat- 
ing on repair jobs, 
warehouse _heat- 
ing, concrete cur- 
ing and drying, 
drying crops and 
for emergency 
heating jobs. 
The PH 350 
and PH 80 need 
no vents and are 
equipped with 
fold-back stainless steel combustion chambers. They burn 
kerosene, Diesel or No. 2 fueloil. Model 350 has an output 
of 350,000 btu and Model 80 delivers 80,000 btu. 
Made by: John Wood Co., Heater and Tank Division 
Conshohocken, Pa. 


Double, single inlet blower Wheels 
are manufactured by Revcor, Inc. 


FLEXIBILITY of design for central airconditioners is made 
possible by new features now on the double inlet and 
single inlet blower wheels de- 
veloped by Revcor, Inc. A 
single center disc can be posi- 
tioned wherever it is desired 
on the double inlet unit. Hubs 
are available in either Ledloy 
steel or aluminum construc- 
tion. Wheels are made of 
aluminum to hold weight to 
the minimum while provid- 
ing maximum strength for motor speed operation. 
Made by: Revcor, Inc., 251 Edwards St., Carpentersville, 
Ill. 


Pipe Dope in tape Form now 
marketed by Johns-Manville 


PIPE-PAC, a pipe dope in tape form, is being marketed by 
Johns-Manville. It offers a fast, economical method of 
getting clean, tight and per- 
manent pipe couplings in 
metal, plastic, rubber and 
other pipe materials. It will 
prevent “freezing” of the 
joint, allowing easy disassem- 
bly if needed for maintenance. 
The tape will not cake or 
harden. It is available in 
pocket-sized rolls containing 240 or 480 inches. 
Made by: Johns-Manville Corp., 22 E. 40th St., Neu 
York 16, N. Y. 
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SPACE 
ONLY 
ALITTLE 
LARGER 
THAN 
THIS 
WP Nerv 41, | 


.. YET IT’S A COMPLETE TRUCK METERING SYSTEM IN ONE WEIGHT-SAVING COMPACT 





Everything you need for accurate metering of fueloil or gasoline is built into one 
weight-saving unit in Neptune truck meters: an efficient air-release to remove 
slugs of air, a large capacity strainer to prevent dirt stoppages, a time-saving auto- 
matic quantity control valve, and confidence-building ticket-printer. 

Only Neptune gives you all these in so little space, with so much saving in 
weight. Only three connections to make. No “extras” to buy . . . fewer chances for 
leaks . . . less chance for improper installation. 

Most important . . . all these important accessories are designed by Neptune, 
assembled by Neptune, and calibrated as one unit by Neptune. 

Add Neptune’s splendid reputation for sustained accuracy and low mainte- 
nance, and you have the oil marketer’s most sought-after business friend. All sizes. 
Ask your Neptune Equipment Jobber or tank truck manufacturer for details. 








NEPTUNE METER COMPANY 
47-25 34th St., Long Island City 7, N. Y. 


i Prise ih L/QUID METER DIVISION 
for a hetter J measure of profit Branches and Jobbers in All Principal Cities 


in Canada: Neptune Meters, Litd., Toronto Ontario 











“WALKING WHEELS” KEEP CHEVY IN COST-SAVING SHAPE! 


cHEvROLeT LcS._ 


PROTECTS YOUR PROFITS 
THESE THREE WAYS: 


l Rides down high maintenance costs. When a bump looms up, Chevy’s independently suspended front 
wheels ‘“‘walk’’ right over it. Most road shocks and jolts never reach the chassis, cab or body. The truck 
rides smoothly, takes less of a beating, stays in cost-saving shape longer. Your income doesn’t dribble away 
in big repair bills. And you don’t lose money through excessive downtime, either. 





2 Rides cargoes over rough spots with less damage . . . minimum loss. Thanks to those same “walking 
wheels,”’ loads don’t do much bouncing in the body of a ’61 Chevy truck. That means you don’t have to 
contend with undue cargo damage that eats away at your earnings. (Chevy’s load-tailored rear suspension 


helps protect cargoes, too.) This sure protection for fragile loads—and profits—is standard in 1961 
Chevrolet trucks of every weight class. 





3 Rides drivers through with less fatigue—for tighter schedules. Wait till you see how Chevy front wheel 
action works to eliminate tiring shimmy and steering-wheel fight. It means that the man at the controls 
can stay there longer with less fatigue—stay on schedule and do a bigger day’s work. (Another reason 


you can look for faster schedules is that Chevy’s bump-beating wheel action allows faster safe speeds on 
rough roads. ) 





That gives you an idea of how Chevy Independent Front Suspension works to move you ahead in the 
money-making department. And it’s available in 165 Chevrolet models for ’61, from new Corvair 95’s to 
36,000-Ib. GVW tandems. Check it out with a demonstration ride at your Chevrolet dealer’s, sometime 
soon. . . . Chevrolet Division of General Motors, Detroit 2, Michigan. 


INDEPENDENT FRONT SUSPENSION I-BEAM AXLE DESIGN 


In Chevy, each front wheel, suspended independ- 
ently, is free to step cleanly over bumps (see 
left). Each works smoothly to reduce objectionable 
jolts so characteristic with I-beam axle design 
(right). Working with load-tailored rear suspen- 
sions in every weight class, !.F.S. provides the 
basis for profit-protecting performance that's 
unmatched by I-beam axle trucks. 


1961 CHEVROLET STURDI-BILT TRUCKS <27zaeoray” 

















FOR MAXIMUM HEATING 
OR EXHAUSTING EFFICIENCY 
AT LOWEST COST 


Patents 2,722,372 
and 2,855,874 and 


© 
Patents Pending 
plus Exclusive 
ese Foreign Patents 


POWER-DRAFT UNITS 
DESIGNED FOR RESIDENTIAL, 
COMMERCIAL AND INDUSTRIAL 
APPLICATIONS 


* No motors, fans or bearings in exhaust line 
* Needs no stacks * Acid-resisting vitreous 
enamel finishes * Extremely high static pres- 
sures now available 


FOR HEATING PLANTS AND INCINERA- 
TORS .. . Quickdraft provides constant draft 
for efficient and economical combustion. It elim- 
inates pulsating or chattering, puffing, smoking 
and sooting. Costly, tall, unsightly stacks are 
unnecessary. 


FOR INDUSTRY .. . Quickdraft now offers 
extremely high static pressures for EXHAUST- 
ING corrosive gases, abrasives and paint sprays 
... for CONVEYING all types of bulk materials 
or wastes that can be moved by air. 


FOR MOVING AIR in or out of buildings 
through ducts . . . Quickdraft is outstanding in 
performance and efficiency. 





IMPORTANT NOTICE 


To withstand corrosive gases, all Quickdraft units are avail- 
able in standard acid-resisting vitreous enamel, No. 316 
Stainless Steel, rigid plastics (P. V.C.) and with plastic and 
Fiberglass coatings. Fa 


| 








Write today for Quickdraft Engineering Data. 


Quickdraft Canton, Ohio 
CORPORATION * ° °*™ °’* 
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. . « « New Products 


Pressure and vacuum relief Vent 


made by OPW for storage Tanks 


A NEW PRESSURE and vacuum relief vent for use on bulk 
storage tanks has been designed by Opw. The vent pro- 
vides emergency upward vent- 
ing in case of fire as well as 
normal pressure and vacuum 
relief. If fire occurs, the fus- 
ible metal melts at 200°F 
and the pressure relief disc 
blows off giving full upward 
venting. The unit also has a 
self-closing gauge hatch 
which provides an opening in the tank top for measuring 
the product level. 
Made by: OPW Corp., 2735 Colerain Ave., Cincinnati 
23; @: 


New Wayne helical gear drive Pumps have 
direct-mounted gear reduction Assemblies 


TWO NEW SERIES of Wayne internal gear rotary pump 
assemblies feature integral helical gear reduction assemblies 
mounted directly 
to the pump. 

Principal ad- 
vantages include 
lighter weight 
and smaller size, 
with capacities 
ranging from 26 
gpm to 252 gpm in the “CJ” or “DJ” group. Rated up to 
100 psi, the pumps are equipped with motors from 1-4 
to 10 hp sizes, depending upon the model size and appli- 
cation. Oil immersed gears can be provided for pump 
speeds of 635, 515, 420 rpm from standard 1750 rpm 
motors. The gear drive is rotatable on the pump. 

Made by: The Wayne Pump Co., Griffin St., Fort Wayne, 
Ind, 


Fill Valve, expansion Tank for Boilers 
combined by American Tube & Controls 


A PACKAGED COMBINATION of a fill valve plus a pres- 
surized diaphragm-type expansion control tank has been 
developed by American Tube and Con- 
trols, Inc. The fill valve holds to its 
pressure setting and features fast fill 
and positive shut-off without leak-by. 

The bronze-bodied valve is also pro- 
vided with union connection, ball 
check, screen and manual shut-off. 
Pressure setting is adjusted by chang- 
ing the charge pressure in the Ex-trol 
(control tank). The combination is 
called Fill-trol and is easily installed. 

Made by; American Tube & Controls, Inc., Pulaski St., 
W. Warwick, R. I. 
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By far the most complete line 
of Ignition Electrode Assem- 
blies, insulators, fittings, bus 
bars and cable. For fastest 
service on exactly the ignition 
parts that you want, always 
order from a “Dielectric” Jobber. 
There’s one near you! _3.8.: 


4 :1@) 0) Cle a OO Mm | avon 


125 VIRGINIA AVE., JERSEY CITY 5, N.J. 


/ 


RE 
PORTABLE 
SOOTIWASIGER 

FURNACE CLEANER 


Easily carried — Heavy 
duty performance — 
more economical—maxi- 
mum filtration — ma- 
neuverable — New 
elastic top filter bag 
snaps on and off for 
easy cleaning 


COMES COMPLETE WITH 


® 10’ duck covered hose 

© 27” furnace cleaning 
tool 

@10 reusable paper 
filter bags 

® Handy hose carrying 
cage 

®@ Available without 
wheels 


Distributed in Canada by 
Imperial Refractories & Equipment Ltd. 


“Inastercra 


INDUSTRIES/JINC. 


109 Lanza Avenue Garfield, New Jersey 








9 YEAR GUARANTEE 


backed by large New England Insurance Co. 


Distributor 
Inquiries 
Invited 


af 
ORIGINAL 


STEEL 
Permanent Tank Bottom 


Seal leaking tanks the sure, positive way at a 
fraction of the cost of a new tank... and enjoy 
a 5 YEAR GUARANTEE of the ‘entire tank! 
Only STEEL bottoms give certain seal with no 
chance of leaking or buckling. A one-man, 30- 
minute job. Insist on the ORIGINAL STEEL 
Permanent Tank Bottom now being used by over 
800 oil and service companies. Three standard 
sizes ... all 10” wide... in 60”, 66” and 72” 
lengths. If no distributor of STEEL Permanent 
Tank Bottoms is in your area, order direct from 
factory—at discount ... or write for literature. 


PERMANENT TANK BOTTOM CO. 


600 WYNDHURST AVE. BALTIMORE 10, MD. 








STEAM HEAT 
you 
CAN’T BEAT 


Crantord, New Jersey 
ESTABLISHED 


|. et > 4 lel a 
Every Radiator. 





TJERNLUND “Auto-Dratt” 
induc 


Solves 
Your 
Problem 


Draft Jobs! 


CHANCES ARE, you're calling back too 
often on certain jobs where insufficient 
and unstable draft is causing smoke, noisy starts, and 
basement sooting. You'll completely eliminate these un- 
necessary service calls, and make additional! profits, when 
you Guarantee Draft with “Auto-Draft”’. 








Cut rectangular slot in existing 
smokepipe 


Simple 





as 

A-B-C 
fo 

Install! | 


Bond on Tyjernlund ‘‘Auto-Draft’’ 
Inducer 








Wire to existing controls and 
local codes 


Only TJERNLUND has all these Features: 


@ Heavy Duty construction. @ Venturi-type operation. 
@ Nationally known motor. 
@ Light weight. 

@ Quiet Operation. 


@ Doesn't rob furnace room 
of combustion air. 


@ Uses minimum smoke pipe 


@ Built for years of service. length for mounting. 


At your Jobber, or Write: 


TJERNLUND MFG. CO. 
2140 Kasota Ave., St. Paul 8, Minn. 
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. . « « New Products 


Ardmore Attachment for hose Reels 
simplifies, speeds-up rewind Job 


THE LEVEL-WIND attachment for Ardmore bottom wind 
hose reels speeds-up hose rewinding. The guide assembly 
automat ically ' i: fest 
travels back and 

forth across the 

reel to control ex- 

act layering. The 

attachment elim- 

inates bulking of 

the hose and con- 

tributes to longer 

hose life and lower hose costs. 

The unit is chain-driven from a sprocket mounted on 
the outside of the reel bearing assembly. The same motor 
that turns the reel during rewind also drives the attachment. 

Made by: Ardmore Products, 1831 Shermer Rd., North- 
brook, Ill. 


Interchangeable blower Combinations 
are developed by The Lau Blower Co. 


A NEW SERIES of eight blower assemblies divided into 
four interchangeable combinations has been developed by 
The Lau Blower 

Co. These combi- 

nations simplify 
adding cfm capac- 
ity when cooling 
is added and also 
provide furnace 

m anu f acturers 

with the oppor- 

tunity to stand- 

ardize on various 

parts. When air- 

conditioning is added, a 10” blower can be installed within 
the same mounting dimensions of the 9” blower originally 
installed for heating only. 

The interchangeable blowers are now available in the 
following combinations: 9 and 10” diameters and 10 
and 12” diameters in both six and nine inch widths. 

Made by: Blower Division, The Lau Blower Co., 2027 
Home Ave., Dayton 7, O. 


Mod-U-Flo control Valves govern Flow 
of Fueloil to variable-fire Nozzles 


HILL MACHINE CO. has introduced a line of Mod-U-Flo 
control valves to govern the fueloil to nozzles, The valves 
come in three sizes, covering ratings of 5 to 60 gph. The 
valve is of the spool type and so can be adjusted by any 
straight-line actuator linked to the stem which has a 
linear motion of 2”. A spiral groove of increasing depth 
meters the flow. A plastic-seat valve at the end of the 
spool travel provides positive shut-off. 
Made by: Hill Machine Co., Rockford, Ill. 
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TAGTORY PACKAGED 


OlL, = 


BOILER 


e * ” : 
introducing a new idea 
. 

in rapid heat transfer 


— 


THERMAL Amazing Thermal YH wovet 231 
Pina speed heat trane- i? CONTROLS COVER 





OPTIONAL 
PINS fer from flue gases 
into boiler water. 





HOT SELLING FEATURE 
NEW BRYANT BOILER SECTION STUDDED WITH 


THERMAL PINS! 


Developed by Bryant research and field tested for a full year, Thermal 
Pins are cast into the section wall — inside and out. They extract 
more heat from the flue gases and transfer it faster into the water; 
better in heat absorbing properties than conventional design. 


8 FEATURES MAKE BRYANT EASIER E 


LIGHTER BOILER is made possible by the Thermal Pin design; 
is easier to handle in the shop and on the job. 

EASY ON FUEL. The new boiler responds quickly to the ther- 
mostat; has a shorter operating cycle; saves fuel. 
COMPLETELY PACKAGED UNIT comes all ready to 
hook up. 

BUILT-IN WATER HEATER, factory 

installed, supplies plenty of hot water (3 to 

4.5 gpm) the year ‘round. 

CONTOURED INTERNAL VANES 

21 per section) ilso set up heating efficiency and strengthen boiler 
structure. Controlled water flow extracts all usable heat. 

FUEL SAVER -FAST HEAT. The Bryant ceramic fibre 
combustion chamber has many advantages. Jet-fast, it goes from 
cold to white hot in 15 seconds. The flame is burning clean and at 
top efficiency. 

Saves 45 pounds in weight. Boiler is easier to handle. 


TRIPLE INSULATION. Ceramic fibre plus monoblock plus 
fiberglas combine to muffle burner noise and keep casing cool. 


CAPACITY. 1 to 2 gallons of oil per hour. 


Join up with 





the company on the movelllf!! 


BRYANT MANUFACTURING COMPANY « Indianapolis 7, Indiana 


NeW! BRYANT 


HYDRONICS MANUAL 


Developed for Bryant acm 
dealers. It takes the 
guesswork out of SYS- " 

tem design, proper 

boiler and pipe sizing; 

shows correct instal- 

lation methods that assure a 
highly efficient hydronic system. 
It will save you untold time, 
money and customer gripes. 
It’s available through your 
Bryant Distributor or Factory 
Branch. 


OLID 
SERVICE 


from your local Bryant 
distributor or Factory Branch 


He is a good man to know. 
You'll find him willing to 
help you in every way he 
can. He will give you 
prompt delivery from full 
hometown stocks. His 
factory-trained people will 
help you on layout and in- 
stallation problems. And 
you can benefit from 
Bryant’s local advertising 
and sales promotion ideas 
and programs. 





. . . « New Products 


More than 100 heavy duty Models 
added to Ford Truck Line for ’61 


FORD MOTOR CO. has added more than 100 heavy duty 
diesel and gasoline powered trucks to its line for 1961. Alli 
have single head- #2, 

lights to reduce 

headlamp replace- 

ment costs by 

50% and rede- 

signed heods and 

front end sheet metal to permit easier access to engine com- 
100,000 mile 
warranty on Super Duty V-8 engines—including full labo- 
costs up to 50,000 miles. 


partments. Ford dealers will provide a 


Pictured is one of the Styleside Pickup trucks with a 
new type integral cab and body which elimimnates the 
separation between the cab and the box. These trucks 
carry nine cubic feet more cargo than the previous models 
and feature a tailgate 13 inches wider with a new handle 
latch which can be operated with one hand. 

Made by: Ford Division of Ford Motor Co., Dearborn, 
Mich. 


Water level Gauge and Sampler 
developed by Universal Valve 


A GAUGE to measure the level of water accumulation at 
the bottom of storage tanks has been developed by Univer- 
sal Valve. The unit is put on any 
standard gauge pole by means of two 

screws, and has a clear plastic sam- 

pler attached. Lowered into the tank 

until it hits bottom, the stem opens the 

valve and allows a sample of the liquid 

ro enter the tube. As the sampler is 

raised the valve closes entrapping the 

core sampling. The water level is read 

directly on the gauge pole. The 2 


sampler can be used on any petroleum storage tank, barge | 


or tanker. 


Made by: Universal Valve Co., Box 444, Elizabeth, N. J. 


Element Hanger for Baseboard 
is introduced by Crane Co. 


CRANE CO. has developed a slide cradle basket hanger for 
the Sunnybase Type “L” baseboard. The new method of 
suspension holds 
the element in 
proper position 
preventing tip 
ping and at the 
same time allow- 
ing for approximately one inch of expansion travel. 
The bottom of the cradle consists of two wire guides 
which ride on the front enclosure bracket. The wire 
basket holds element in proper position during hook-up 
and provides silent travel during expansion. 
Made by: Plumbing, Heating Air Conditioning Group. 


Crane Co., Johnstown, Pa. 
eloil 
oilheat, 





for half the price 


get better 
results with 


Then Compare 


with other units that claim the 
same evaporating capacity 


FIVE SIZES . . . a correct one for every home .. . 
gives you engineered humidity and control. 
MAID-O’-MIST humidifiers put out the same 
water capacities as big, bulky, costly humidifiers. 
And you have no service headaches. All the cus- 
tomer does is clean 
and change the evap- 
orator pads once a 
year! 
For conwentional or 


counter-flow warm 
air furnaces 


WRITE for information, 
prices and Free Wall Chart 
Shows right size for 

every house 


\) 


3217 NORTH PULASKI ROAD 
CHICAGO GI, ILLINOIS 













Your customers will 


<>} 2 
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NEW Miracle Burner TWO STAGE OPER 
ATION famous Tripl-ife iron and stainless 
steel ribbons utstanding economy 
whisper-quiet 

WOU 





Famous Seal-Tite® cabinets in Hi-Boy, Lo-Boy 
and Counter-flo f 


Hi-Boy Model 


Counter-Flow Model 
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the difference! vent 


“vi LLIAMSON 








< J ee a Not just another furnace . . . new distinctive, 

_ temperature exclusive features make the Gasaver different 
. . . set it apart from all other furnaces. Cus- 
tomers recognize, want and will buy the difference 
that is Gasaver. The Gasaver represents an en- 
gineering achievement, a positive contribution 


Me to modern home comfort. 
i Se 
yy By fs BE A WILLIAMSON DEALER... 
r “;. 
hei io (Ga \ HAVE exclusive Gasaver ... a tremendous ad- 
y 11 J - i (. vantage over your competition 
a SF PLUS exclusive Oilsaver in Hi-Boy, Lo-Boy 
ee) )) and Counter-flow models 
: PLus SUPER Series . . . a competitive line of 
Air Conditioning ae quality units 
Gasaver is designed for 


PLUS famous Seal-Tite® Duct, Pipe & Fittings 


PLUS the complete line of Williamson Air 
Conditioning units for residential or 


x ee | 3 ‘s ™ d , commercial installations 


with EXTRA blower capacity wt 


PLUS a complete line of free literature, engin- 
eering aids, and selling plans... all 
dealer designed and tested 


COPYRIGHT, 1960 — THE WILLIAMSON CO. 


at® anoe 
SIs 
= 


THE WILLIAMSON COMPANY 
3312 X 13 Madison Road, Cincinnati 9, Ohio 


I'd like more information on: 
WILLIAMSON Furnaces (_] Gasaver (_] Oilsaver (_) Super Series 
(C) Williamson Air Conditioning 
C) Williamson Seal-Tite® Duct, Pipe and Fittings 


Waressses 





| ERE eae RE NaS 
I na ccieennninsiecci snitch nln ila idaiacieaiiaidinemmsta 
Address. 

oe Aa era 


Lo-Boy Model with Air Conditioning 


Fricloil 
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WHISTLER | 


Model E,, the only whistle you can 
install without disturbing the 
present piping. Model D for 
new installations. 


APPLIED MECHANICS COMPANY 
381-389 CONGRESS ST., BOSTON 10, MASS. 











“Instrument check- 
ups open the doors 
to profitable equip- 
ment sales,” 





--- QUALITY INSTRUMENTS 


that Pay for Themselves 
The FYRITE Service Kit provides a complete 
set of accurate, quality-built combustion-testing 
instruments at the lowest cost. It includes the 


$52.30 oir FYRITE CO, Indicator which is unsurpassed 


for fast, accurate flue gas analysis; and also 
Sold by Alert contains the popular DRAFTRITE Draft 
Heating Jobbers 


Gauge and the TEMPOINT 200°-1000°F., 
Dial Thermometer. 
BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 
Send FREE Bulletin on Profitable Uses of Service Kit 
NAME__ 
COMPANY. 


STREET ADDRESS 
CITY & STATE 
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. - - « New Products 


Lee Filter Corp. introduces 
Line of oilburner Filters 


A COMPLETE LINE of filters for oilburners has been an- 
nounced by Lee Filter Corp. They are designed to remove 
sediment, dirt and to neutralize acids. There are filters for 
both residential and industrial applications. 

Made by: Lee Filter Corp., Edison, N. J. 


Thermo-O0-Heat steel hydronic Unit 
features novel baffling System 


TECHNO-THERM has developed a new Therm-O-Heat steel 
boiler. The unit is an all-welded, inclined tube, watertube 
boiler featuring a novel system of 

baffles which are an integral part of the 

tubes to channel the gases of combus- 

tion through three phases before they 

leave the boiler. 


This construction offers a large 
water storage capacity. The boilers 
are made in SBI ratings from 87,000 
to 233,000 Btu/hr. They are available 
as a boiler unit with coil, jacket, and 
standard trim, or as a complete package 
boiler with circulator, controls and 
oilburner. 
Made by: Techno-Therm Industries, Inc., Amsterdam, 
ae 


The New Boston 
DRAFT STABILIZER 





Clearview 
NOZZLE EXTRACTOR Oil TANK GAUGE 





BOSTON MACHINE WorKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 








Heating contractors wanted improved, engineered hydronic 
accessories to satisfy their customers’ demands . . . and to keep 
pace with the growing market for forced circulation hot water 
heat. Watts hydronic specialties are the answer. We confidently 
predict they will set new industry standards for design and 
engineering. 

These new Watts products improve water circulation and 
reduce installation time, costs and inventory. Watts equips you 
with a complete, dependable line, to save you time and money 
now and to prevent trouble later. 

You can install them on even the most competitive job 
(they cost no more) and protect your reputation, your cus- 


tomers’ comfort and safety. Contact your wholesaler or write 
us for bulletin. Watts Regulator Company, Lawrence, Mass. 


*, 
>, _ 


>? 


Combination Tank Drain 
‘ , e fast 


No. 3000 


Radiator Diversion Fittings — Precision machined 
for forced circulation heating systems to insure max- 
imum diversion of water into each unit with mini- 
mum pressure —. All-bronze (85% copper) con- 
struction for quick-tight sweating and corrosion 
resistance. 


, 5° 
No. 2000 

Two-Way Flow Check — Combines angle and hori- 
zontal checks in one stock type: free air flow expan- 
sion tank connection when installed as angle check; 
uses boiler by-pass and recirculation line when in- 
stalled horizontally. Easily opened for gravity circu- 
lation when necessary. 


p innn 
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Circulator — Exclusive, compact design offers quiet- 

est performance, minimum maintenance. impeller 

attached directly to motor shaft means fewer parts 

to wear and replace. Hydronic rformance curve 

assures flow design standards for modern piping. 
pact unit has fewer parts, weights less, and 

takes less space. 


Edison Electric announces 
national heating Campaign 


EDISON ELECTRIC INSTITUTE, New 
York, N. Y., kicked off a new cam- 
paign for electric house heating in the 
Nov. 21 isswe of Life magazine, with 
63 insertions scheduled before the end 
of 1961. Ads will run in several other 
general magazines as well as in trade 
publications according to W. M. Shep- 
herd, vice president of Arkansas Power 
and Light Co. and chairman of EEI’s 
Live Better Electrically Policy Com- 
mittee. 

About half the ads will be on heat- 
ing exclusively, while the others will 
feature heating as the central idea in 
total electric living. The cleanliness of 
electric house heating will be the prin- 
cipal copy theme stressed. 

The campaign, which is supported 
by 150 U. S. utilities, will cost slight- 
ly more than $1 million. 


oe ¢ ¢ 


Thomas H. Becker has joined 
Thomson & McKinnon, New York 4, 


N. Y., members of the New York 
Stock Exchange, as registered repre- 
sentative. He is the son of Ralph 
Becker, managing director, 
Oil-Heat Institute of America. 


former 


Lucien Craig has opened Craig As- 
sociates at 1343 H St., N.W., Wash- 
ington 5, D. C., offering public af- 
fairs service. Craig has been connected 
for a number of years with Gulf in a 
public relations capacity. 


J. E. Rowell, formerly southern dis- 
trict sales manager, has been named 
director of sales, General Products Co., 
Inc., Fredericksburg, Va. The com- 
pany manufactures Air-Jet packaged 
chimneys. 


J. W. LeRoy, formerly with 
National-U. S. Radiator as special as- 
sistant to the president, has set him- 
self up as a manufacturer's representa- 
tive. LeRoy is operating out of offices 
at 8905 Lake Ave., Cleveland 2, Ohio. 


Jack Searls has established his own 
business as a manufacturer's represen- 





Code No. C/T #11 


RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 


Code No. $-SOS #11 


THE RAJAH CO., 35 Verona Ave., Newark, N.J. 


all sizes. 








2830 Woodcliff St., S.E. 





FOR BURIED TANKS 


You Can't Beat 
FUELGCUARD! 


The only Remote Reading 
tank gauge that will fit 
ANY size tank . . . ANY 
distance away .. . WITH- 
OUT PIPES OR WIRES! 


Write for information today 


R. S. TEESDALE CO. 


Grand Rapids 6, Mich. 


EASY AND 
EFFECTIVE 
APPLICATION 
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tative working out of Goshen, Ind. 
Searls is well known in the oilheating 
field and for a number of years has 
been connected with several leading 
control manufacturers. 


E. Paul Harder & Associates, St. 
Louis, Mo., named sales representative 
for American Tube & Controls, Inc., 
West Warwick, R. IL, in Eastern Mis- 
souri and Southern Illinois. 


E. O. Habhegger Co., Philadelphia, 
appointed petroleum equipment dis- 
tributor in Eastern 
Southern New Jersey and Delaware 
for Roper Hydraulics, Inc., Commerce, 
Ga. 


Pennsylvania, 


Robert J. Carter has been named 
vice-president in charge of engineer- 
ing, The Rittling Corp., Buffalo, N. Y. 
Since 1946 he has been associated with 
the company which manufactures 
finned tube radiation, schoolmaster 
unit ventilators, baseboard and wall 
radiation, back draft dampers, hori- 
zontal, downblow and cabinet unit 
heaters. 


ALL PURPOSE 


"S" Nozzle 


from Sussux 


First with a soft spray and perfect atomization through out 


Send your trial order today 

SUSSEX NOZZLE CO. 

358A Sussex Ave. 
LL. 


Morristown, N. J. 


with one push of the button 


CLEANS AND RESTORES CONTACTS 
ON OIL BURNERS, AIR CONDITIONERS 
GAS CONTROLS, ETC 


h as: Re 


CONTACT CLEANER 


LIQUID BURNISHER 


Permits application in difficult areas. Prevents rust, pitting and corrosion. 
AVAILABLE AT MOST JOBBERS OR WRITE FOR NEAREST DISTRIBUTOR. $425 
THE TANKIT co a 


INC 





WILLIAMSON 








THE WILLIAMSON COMPANY « CINCINNATI, OHIO 
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Delco Appliance sets up 
‘Key dealer Plan’ Program 


DELCO APPLIANCE DIV., Rochester, N. 
Y., has announced a “key dealer plan,” 
whereby GM-Delco franchises will be 
awarded to a limited number of high- 
caliber dealers in each market. 

Details of the plans explained by 
John T. Tighe, appliance sales man- 
ager, pointed out that dealers currently 
handling Delco Appliance products 
will be given first consideration. Also, 
inauguration of the plan will coincide 
with new product introductions dur- 
ing the coming months, which will in- 
clude oil furnaces, central aircondition- 
ers, heat pumps, water heater and ac- 
cessories. 

Additionally, the plan will provide 
territorial protection for dealers, price 
protection through adequate notice of 
price changes; also service to dealers 


Modernized office and factory, including enlarged and improved space, recently 
completed by Oil Equipment Mfg. Co., Louisville 11, Ky. At the same time, addi- 
tions have been announced to Oil Equipment's line of oil loading assemblies. 


is being improved through more rapid 
deliveries from regional warehouses. 
Finally, Delco’s engineering staff will 
be available for technical consultation 
and an expanded force of factory sales 
representatives will provide dealers 
with a sales-building plan. In turn, the 
factory will support the program with 
magazine and newspaper ads. 


Gulf Oil Corp. will sponsor 
NBC-TV special news Reports 

IN A PRECEDENT-SETTING purchase ot 
fast breaking news coverage on the 
network, Gulf Oil 
Corp. will sponsor “NBC Special News 


NBc television 


Reports” of major world events in the 
forthcoming months. 


The program is designed to report 
the substance and meaning of moment- 
ous national and international events 
that dominate the headlines, 
nature of such unpredictable crises as 
the U-2 incident, United Nations Se- 
curity Council meetings, the Summit 
collapse last Spring and similar hap- 
penings. Julian Goodman, director of 
news and public affairs, will supervise 
the series and NBC News’ staff of 300 
will be available in producing the pro- 
with Frank McGee as chief 


in the 


grams, 
correspondent. 

President Robert E. Kintner, NBC, 
and W. K. Whiteford, Gulf’s chairman 
of the board, 


ment. 


announced the arrange- 


Zemin M\CRO 


FUEL OIL FILTERS 


KLEMM FUEL OIL FILTERS never stay long on your 

shelves. Good design and performance, attractive packaging 

and prices make them sure-fire best sellers... 
the kind that puts profit in your pocket. 


Always stock KLEMM. 


. they sell! 


KLEMM PRODUCTS 


Division of 
XLEMM AUTOMOTIVE PRODUCTS COMPANY 
(722 North Damen Avenue « Chicago 47, Illinois 


EXPORT: Guiterman New York 4 CANADA: Ltd., Toronto 


January 
1961 











OM, ? 
by / 


- ~ 


Bill Blanchard, Service Manager, gets in the 
act to dispatch a trouble-shooter (shown 
above) to a restaurant where an emergency 
involving the plumbing occurred. 


Instant radio communications with service- 
men, not only have saved the company time 
and money, but probably prevented the loss 
of customers,"’ says John Holderer, Proprietor 


The Most Trusted Name in Electronics 
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$3000 per Month Sales Increase 
Attributed to RCA 2-Way Radio! 


Plumbing, heating and repair specialists, John Holderer & Sons, San Diego, 
Calif., turned to 2-way radio to increase efficiency. They figured one additional 
service call per day would pay the costs of a complete RCA 2-Way Radio system 
for the seven trucks and two cars. Profits were being burned up on the road by 
servicemen looking for a public phone, returning to the shop for a special tool, 
or tracking down other servicemen for assistance. In a conservative estimate 
they believe the installation of 2-way radio has resulted in a gross volume 
increase of $3000 per month. Besides, it has improved customer relations. They 
advertise the fact they are radio equipped and “this in itself is a potent sales 
point,” according to John Holderer. 


Thanks to new FCC regulations, most businesses can now enjoy the business- 
building advantages of 2-way radio. For plumbing, heating and other service 
operations, RCA “LD” (Low Drain) Radio has new features that assure depend- 
ability with economy. Priced considerably below other transistorized 2-way 
radios, comparable in cost to conventional tube-type radios, the “LD” is today’s 
best buy in 2-way radio. Ask your RCA Representative for complete descriptive 
literature. Or mail coupon. 


RADIO CORPORATION OF AMERICA 

Communications Products, Dept. P-252 

24 Murdock Street, Canonsburg, Pa. 

[_] Please send me FREE literature on the new 
RCA Transistorized Mobile Radio 


co 


[_] Have RCA Communications Specialist contact 
me and explain why this is today's best value 
mn 2-way radio 
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PRINTED FORMS 
AND OPERATION AIDS 


For Immediate Shipment 


t 

Check items you are interested in. 

Attach to your letterhead, mail for, 

information, prices, FREE SAMPLES: : 

(0 Degree Day Cards 

C) Service Order C) Telephone Call 

CD Service Ticket () Inter-Office 

CO Service Record Correspondence 
Card C) EZE Stick Pressure 

na - 

C0 Daily Record of Sensitive Label 
Deliveries C) Price Charts 

(0 Service Dept. | () Weather Temp. 
Record Recording 


(CD Authorized Thermometer 
Receipt () Safety Sidewalk 


ti i 
(0 Door Knob Caution Signs 
Notice Card * | [) Sort-O-Matic Rack 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump) 





“DEGREE DAY SYSTEMS 


39-30F 58 ST WOODSIDE 77, N. Y 





VIKING & 


» « « « Manufacturers’ Activities 


Heat Controller announces 
expanded plant Facilities 


HEAT CONTROLLER, INC., Jackson, 
Mich., has enlarged its plant space by 
25%. Completion of the addition was 
made in November and production 
has begun in the new area. 

J. A. Knight, President, said that 
the addition was necessary due to pre- 
season orders for the company’s air- 
conditioning products. A portion of 
the new area will be used for ware- 
housing. 


Boiler Company to support 
BuHc’s hydronic home Campaign 


FEDERAL BOILER CO., Midland Park, 
N. J., has launched a cooperative pro- 
gram with local heating installers to 
support the Better Heating-Cooling 
Council's drive to get builders to fea- 
ture hydronic heating in their new 
homes. Federal will supplement the 
national campaign with aids for the 
individual builder. 

A 37-page chart presentation will 
be used to show the BHC ad campaign, 
which features hydronic heating as the 


17 to 164 
G.P.M. 


Compact 


FUEL AND LUBE OIL PUMPS . 


All of the qualities you want for smooth, positive de- 
livery of fuel oils, lube oils and other petroleum products 
it is compact, 


are combined in the Viking 288 pump. 


Positive 
Delivery 


quiet, easily serviced, delivers 17 to 164 G.P.M. and = 


more, under pressures up to 200 P.S.I. 


fe ltitcss 


This pump comes in 4 sizes, each with 5 gear reduc- 
tions, making it extremely versatile to fit your every * 
need. Send today for complete information on the 


Viking 288 pump! 


Ask for catalog GEE, Page 27-28 


viele eB 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. + in Canada, It’s ‘‘ROTO-KING’’ Pumps 
Offices and Distributors in Principal Cities * See Your Classified Telephone Directory 


“heart of the house.” Builders also will 
be shown how the installation of hy- 
dronic heat in new homes can bring 
them more profit. A bonus incentive 
for each of the builder or agent sales- 
men is provided within the extra profit 
outline. 


Detroit Controls Division 
makes new Catalog available 


A NEW DOUBLE FOLD CATALOG for 
wholesalers and dealers, designed to 
streamline the task of buyers, describes 
the current line of American-Standard 
heating controls produced by the De- 
troit Controls Division. 

The new Catalog 500-C is a six page 
version of the former 500-B, now 
obsolete. It is in color and contains 
identifying illustrations, unit numbers 
for ordering and a minimum of copy 
devoted to descriptions and recom- 
mended applications for the complete 
Detroit Controls line. 


Economy of Operation Theme 
of water heater Literature 


“TEN SHOWERS FOR A DIME” is the 
theme of oilfired water heater litera- 
ture being offered to dealers by Sid 
Harvey, Inc., Valley Stream, N. Y. 

The literature stresses the economy 
of heating hot water with the Harvey 
unit by showing how little it costs per 
shower. 

For copies, free to dealers, write Sid 
Harvey's, 100 E. Mineola Ave., Valley 
Stream, N. Y. 


Burner manufacturing Firm 


is sold to J. J. Pivovaroff 


B. CHRISTIAN BERG, former president 
of Schurs Oil Burner Co., Los Angeles, 
Calif., has announced the sale of the 
55-year old company to John J. 
Pivovaroff. 

Pivovaroff indicates that the com- 
pany will continue to manufacture 
burners and allied equipment for the 
industrial heating and manufacturing 
fields. 

Effective with the change in owner- 
ship, the company will be known as 
Schurs Burner & Equipment Inc. The 
firm has moved to new enlarged man- 
ufacturing facilities at 8956 S. Atlantic 
Ave., South Gate, Calif. 
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Servicing 
Oil Burners 7 
YOU NEED THIS 


wand 10 page Catalog chock-full of Popula 
ag PLACEMENT PARTS and SERVICE T0015 
tg make yOur Servicing easier 
® FUEL UNIT PARTS © CONTROL PARTS 


@ CIRCULATOR PARTS © SHAFT SEALS 
@ STRAINERS © GASKETS 


© IGNITION TERMINALS 


Your friendly Oil Burner Jobber stocks the 
HYDROVALVE Line. 
Ask him for a copy of Catalog #60, or write direct. 


Bi Hydro valVe co. 


1319 Utica Avenue 


o 
2 
7 
a 
J 
. 
4 
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Brooklyn 3, N. Y 
THE HIDY DEGREE-DAY RECORDER WILL 


. THE ONLY 
SAVE YOU UP TO 30% | TI FUEL OIL NEUTRALIZER 
ON TRUCKING AND BOOKKEEPING COSTS | ; Ray THAT WORKS 2 WAYS 
Would you pay $95 a year rental to save up to 7 
30% on your bookkeeping and trucking costs? 


That's what hundreds of users of the HIDY 


degree-day system are saving every year. With 
this system you ¢ 


BUckminster 4-1330 


an deliver more gallons per 
mile—make fewer trucks do the same job. Can be 
bought or leased 


/ 
In use in all parts of the 
country. The most accurate. easiest to install, / | EUTRODA 
simplest to maintain degree-day recorder on the 
market—and that statement is backed by $1000 
reward for anyone who can prove otherwise! 
Write for full story of this money-saving, work 


THE WORLD’S ORIGINAL AND LARGEST 
; - (Mote: Some ¢ SELLING FUEL OIL NEUTRALIZER 
saving plan—ask for Bulletin FO-01. Please state tories still available | : : 
whether you already operate on Degree Day {01 sales represent. POWDER OR SPRAY Both in 16 oz. containers 
system. Information.) . : wannciy 
HIDY-BROWN RECORDER COMPANY = S38, RIVE, MILE, RD. | i 











IT’S COLD!! THE MOTOR QUITS 
Olam! ps 
IGNITION 


P.O. BOX 423 





No Spare in Truck or Shop 
Now Servicemen Carry 
7 \\\.| COMPONENTS CO. 


|} BLOOMFIELD, N. J. 





MOTADAPTOR® 
PHONE: PILGRIM 3. 0960 


THE UNIVERSAL MOTOR MOUNTING FLANGE 
5 Basic Standard Type Ignitors 


rr FITS 
PI t lete line of 448 special desi af OLD Of NEW 
us most complete line o special designs | ae ro MOTORS 
© |GNITION CABLE © IGNITION TOOLS JOBBER 
© RAJAH FITTINGS e BUSS BARS 
© PLASTIC “ROLL-UP” KITS © IGNITION ACCESSORIES 


U. S. PAT. 2510680 
See your jobber for new 1961 catalog 


79 — og St. 
Engineering Facilities available to OEM ). B. PRODUCT ee me  & 


KFK mp fo be surema| SAMIR Gubteme Coxtnene 


® The combustion chamber you've 
been waiting for. 


es approximately 4 hours 
time. 




















Sav 
installation 
© Improves burner efficiency. 





KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 
WITH LESS FUEL 


STEAM AVOID 
FASTER => AIR LOCK 


' © Meade of steel plus ceramic fiber. 
TEAM ; Sizes available .65 to 1.25 gph 
—s : 
For Information and Literature 
LABORATORY 
MADISON 


, Write Today! 
MADSEN | 3549 NICOLLET AVE. 
2 fee 5 nc. 


MINNEAPOLIS 8, Mine. 
eloil 
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. . . - Manufacturers’ Activities 


Ohio Oil Co. to acquire 
Stock of Ross Oil Corp. 


RAYMOND A. ROSS, SR. and Grant H. 
Young, Ohio Oil marketing vice-presi- 
dent, have announced an agreement 
whereby Ohio Oil Co. through an ex- 
change of common stock will acquire 
all of the stock of Ross Oil Corp. 
Ohio Oil thus will acquire an es- 
tablished marketing subsidiary, which 
will continue to operate under its own 
name, distributing approximately 23 


million gallons of gasoline and home 
heating oil in Summit, Medina, Wayne 
and Portage Counties, Ohio. Ross Oil 
distributes through 87 service stations, 
about two-thirds of which are in the 
greater Akron area, and an 800,000- 
gallon bulk plant at Akron. 

Ohio Oil was organized in 1887, 
has headquarters at Findlay, Ohio, and 
is one of the nation’s major integrated 
oil companies. The company produces 
about 110,000 barrels of crude oil daily 
and, with a subsidiary, processes ap- 





IN CANADA: 


© 1961 SCULLY Signa! Company 





SIMPLE AND RUGGED — All THE WAY 
VENTAFIL Portable Combined Fill, Vent and Signal 


1. VENTAFIL assures the efficient, safe and economi- 


cal filling of underground tanks having straight 
drops — regardless of the venting conditions 
encountered. 


The body design of VENTAFIL, containing the 
famous VENTALARM Signal, is extremely flexible. 
It comes equipped with the UNIFIL Adaptor UF49, 
but with its standard 1'/,”" pipe thread, can be 
used with any other suitable tight connection. 


VENTAFIL utilizes relief means in the whistle 
passage to control initial venting. This feature, 
with automatically operable relief in the adjust- 
able support, assures a loud, clear whistle, irre- 
spective of pumping speed. 


VENTAFIL incorporates two independent extruded 
aluminum passages. The first passage provides 
for the entry of the fuel into the tank and the 
second, or signal passage, provides for venting 
through the signal. 


Stop means is of simple, rugged design and re- 
quires no manual adjustment. VENTAFIL compo- 
nents are nonferrous to eliminate sparking 
hazards. 


Deep filling with VENTAFIL eliminates foaming, 
making it possible to stop cut-off of the whistle 
by rising foam. This feature enables filling to 
the proper level and increasing the average drop 
by 20 gallons or more. 


A disperser eliminates the filling impact on a 
concentrated area on the tank bottom. This fea- 
ture decreases the disturbance of sludge and 
other foreign matter and should result in reduced 
burner service. 


MELROSE 76, MASSACHUSETTS 
E. 8. Gallagher Sales, Lid, 10 Hofis Rd, Toronto, Ontario 


(All names in Capitals are Trademarks of Scully Signal Company) 
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proximately that amount in three re- 
fineries in Illinois and Michigan. 


Mueller Climatrol holds 


annual operations Meeting 


NOVEMBER 30 was the date of Mueller 
Climatrol’s annual operations meeting 
held at its Milwaukee factory. Mueller 
personnel presented summary report 
of 1960 operations and discussed fore- 
casts, budgets and objectives for 1961. 

Top executives of the Worthington 
Corp., Mueller’s parent company, spent 
the day at the meeting. 

H. P. Mueller, Jr., president, re- 
ported consolidated sales of Mueller 
Climatrol furnaces were down from 
1959 peak levels, but said that sub- 
stantial gains were made again in cool- 
ing sales in 1960. 


Bryant Mfg. opens 
two branch Offices 


ANNOUNCEMENT of the opening of 
two branch offices has been made by 
Bryant Mfg. Co., Indianapolis, Ind. 

In Albany, N. Y., Bryant is open- 
ing a branch office and warehouse at 
45 Learned St. to serve northeastern 
New York State. Richard E. Johnson, 
who is transferring from Bryant's 
Cambridge office, will manage the 
Albany branch. 

In Baltimore, the company reveals 
that the new branch office will operate 
from the same address as the former 
distributor, 527 West 29th St. Robert 
J. Fairhead, transferring from Bryant's 
regional sales staff, is manager of the 
new branch. 


Montag Furnace bought 
by North Coast Mfg. 


PURCHASE of Montag Furance has 
been announced by Melvin A. Peters, 
president, North Coast Mfg. Corp., 
Portland, Ore. North Coast has pur- 
chased the name, furnace design and 
some other assets of Montag, Inc. 

Montag will be operated as a 
wholly-owned subsidiary, with a sepa- 
rate sales organization both companies 
will be served by the manufacturing, 
engineering and research facilities of 
North Coast. 

North Coast also manufactures 
airconditioning equipment. 
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“Does the Most for Fuel Oil Dealers’”’ 


EXECUTIVE OFFICES: 744 Broad Street, Newark 2, N. J. 
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LONG ESTABLISHED MANUFACTURER 
of 
Domestic Heating & Air Conditioning Contro’s 


SEEKS ASSOCIATION WITH 


MANUFACTURERS REPRESENTATIVES 
Servicing O.E.M. and Wholesale Accounts 
in Various Areas of the Country. 


Write Box 1530 








o 
daealers : 


PUT ALL YOUR CUSTOMERS 
ON AUTOMATIC OIL DELIVERY... 
WITH HO CREDIT WORRIES! 


BUDGET METER permits you to serve all cus- 
tomers with cost-saving automatic delivery (ends 
special after-hour trips) say good-bye to credit 
problems even with slow or no pay occounts. You 
fill the tank. Customers use only the oil they poy 
for — thanks to BUDGET METER control. Customers 
like the easy poyment system and extra conven- 
ience, too. For more information, prices and spe- 
cial quantity discounts, write today. 


BUDGET METER COMPANY 
i ARCH ROAD, WESTFIELD, MASSACHUSETTS 

















FIRE BOX 
fueloil & oil heat 


WANT ADS 
Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 
No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: ¢/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


we 








TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash, Mail list and price: to Box 385. 








HAY WARD 


Rotary Atomizing Burners 
¥%, to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
¥%, to 10 Gph 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 


Write for franchise information: 


HAYWARD OiL BURNER CORP. 
125 Winter Street, Taunton, Mass. 
Branch Office: 

86 Kirkland St., Cambridge, Mass. 











SALES EXECUTIVE and/or Salesman, available in the Washington, Baltimore, 
Delaware area. Can handle field men; sell to jobbers and work with them; 
and also to retailers. Has good record—knows all forms of heating and firing. 
Will make you a very happy employer, if you get him for a field man, zone 
manager, or salesman. Excellent references. Box No. 1465. 


REPAIR THAT LEAKY FUEL OIL TANK with the new miracle fiberglas 
plastic Tank Bond. Apply to the outside of the tank. Put a new bottom in 
an old leaky tank snd make it just as good as new! One can is enough to 
cover the bottom of a vertical 275 gal. tank. $4.05 per can or $45.00 per 
case of 12 cans. Order from Tank Bond, 400 F St. N.E., Washington 2, D. C. 


WANTED MANUFACTURERS REPRESENTATIVES TO SELL COMPLETE 


ong BRUSHES TO OIL TRADE, state territory wanted. Write Box 
No, 28. 


THE FUEL CONDITIONERS for all type fuels. Mr. P. L. Gillard, Plant 
Foreman states, “We do not have any noticable flyash or sulphuric fumes 
since we have been using Induco, which is about 5 years now and I am well 
pleased with it's performance. I have been an engineer for 15 years and I 
have tried about every additive on the market and I like Induco the best.” 
Note: Mfg. Reps & Dealers wanted. Members of LA ©. of C. e excl. 
terr. Industrial Chemical Co., 12134 So. Main St., Los Angeles 61, Calif. 


SALES OPPORTUNITY. Are you interested in an excellent opportunity as a 
sales supervisor with a southern Connecticut fuel company? Must be qualified 
to head and to supervise, lead and create an aggressive sales department 
Retail and wholesale fuel oil and heating equipment. Write Box 1531. 


DECALS—Service, nameplate or truck lettering and trademark made to your 
order. Easy to apply, uniform, distinctive, economical for small or large 
needs. Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, Il. 


WE WILL PURCHASE YOUR SURPLUS INVENTORY OF STOKER GAS, 
AND OIL BURNER CONTROLS. Send list and prices to Box Na 1532 


WANTED: Ideas and Patents, on specialty valves and fittings, etc. for the 
= industry. Universal Valve Ccmpany, 409 South Sereet, Elizabeth, 


FOR SALE—at $79.50 each (f.0.b, Boston) —50 NEW RAY h/r belt- 
driven oil burners, Model BP-13-000, 244 h cap.. PUMP TYPE, with 
extra components, magnetic valves, strainers, check valves, controls, switches, 
etc. As rec'd from U.S. Gove. Special price on entire lot. JACOB PILVIN, 
25 Wales Street, Dorchester 24, Mass. Tel: AVenue 2-8805. 





NEW! RECTORSEAL:5 


Thread and Gasket Sealing Compound 
Slow dry — soft set. 

Dopes more joints per dollar . . . prevents 
leaks at all pressures. Won't settle, harden, 
dry out or skin over in the open can. Write 
for Sample. 

(if fast dry—soft set compound 

is desired use Rectorseal #2) 

RECTORSEAL 
Dept. O 
2215 Commerce St., Houston 2, Texas 


RECTORSEAL:5 


THE POSITIVE LEAK PREVENTER 








en UATE” 


of Humidifiers and Filters 


means MORE SALES 
MORE PROFITS for you! 


Gekatile MANUFACTURING CO. + MILFORD, MICHIGAN 
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Use “CRESCENT PARTS” Service 


Serving St. Lowis Trede Areco 
“FACTORY REBUILT” Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 





CONTROLS 


M inneapolis- Honeywell 
White- Rodgers 


Ostreit @ Perfex 
Penn 


Merceid @ General 





Crescent Parts and 
Equipment Co., Inc. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Lowis 10, Me. 


BRANCH 
540 Wimmer Place 
East St. Louis, Ill, 





OI1L—GAS—STOKER 
Parte & Controls 
installations Materials 
& Accessories 


Heating Specialities 





NO MISTEAKS 


You can’t go wrong with Fuel Oil 
Dealer Forms from CROMWELL, 
your best single source of top qual- 
ity 2-color meter tickets and other 
items. Fast delivery, free catalog. 


printery inc. 





CHURCH AT BLEECKER, ALBANY, N. Y. 
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eee ADJUST-O- DRAFT 


DRAFT CONTROL 


TONGUE & 
GROOVE JOINTS 


LITE-CAST 


COMBUSTION CH 
QUICK HEAT 


HIGH 


PWt-24-e 9) SIDE WALLS 
Re) lem ala: of 


Availoble in sizes from 
5 thru 12 inches. 


Fully odjv-table for precise accurate setting 
ond instant response to draft variations: 
ADJUST-O-DRAFT is quality constructed. A 
cost aluminum ring with built in stops, con- 
cealed solid brass beorings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 


MANUFACTURING CO. 
45-18—162nd St., Flushing, L.1., N.Y 





“Wd ‘Sn 


MONOGRAM has... 


S8P8L9Z “ON 


36 | Standard Designs and 
sizes of LITE-CAST Insulating 
Refractory Combustion Cham- 
bers for ALL Boilers and 
Furnaces. 





-75 TO 23 GALLONS 


DOUBLE SEAL 
BETWEEN 
FLOOR & WALLS 
* 
PRE-CAST FLOOR 
- 

AIR SPACE 
BENEATH FLOOR 


PER HOUR 


MONOGRAM PRODUCTS oO. INC. 


731 NORT 4 


ELP 





by Chet Cunningham 


HEN YOUR MECHANICS work 
on an engine with the spark 
plugs removed, be sure they cover 
the plug holes with a clean cloth. 
This keeps foreign objects from drop- 
ping into the combustion chamber. 
The piston shown here is a good 
example of what can happen. In this 
case a spark plug terminal nut 
dropped into the plug hole during a 
minor engine tune-up and was not 
found. Running the engine caused 
the heavy piston pitting. 

In such a situation the spark plug 
itself could also be damaged and 
ruined from impacting with the 
terminal nut on the power stroke. 

If something does drop into a spark 
plug hole, get it out this way. Take 
off the rocker arm cover and gently 
rock over the engine until both valves 
are closed. Then take a smail piece of 
copper tubing and bend it to form a 
straight hook. With the tubing at- 
tached to your air chuck, build up 
full pressure on your compressor and 
insert the tubing into the spark hole. 
Now blow the compressed air in all 
directions. 


Do you brand your tires? It’s a 
good idea. Use two brands. One for 
your company name, another for the 
log number of the tire. The name 
brand will keep your tires from stray- 
ing too far from the home corral. 
And those tire numbers will help you 
to keep track of tires as they are 
switched from rig to rig, recapped, and 
put back into service. Some produc- 
tion tires now have a built-in brand- 
ing area. 

Brand both sides of the tire, for 
quick identification. One firm puts 
the brand midway between the side- 
wall and center and tread edge. They 
go 1/16 of an inch deep with the 
brands. 


Your radios giving your batteries 
a hard time? Do you have a heavy 
duty generator, over-sized batteries 
and still lots of maintenance? 

Now the transistorized two-way 
radio has done a lot to short circuit 
these problems. One from Motorola 
draws less than one amp of power on 
standby. This means the drivers can 
monitor the radio even without hav- 
ing the motor running. This saves 
fuel, engine wear, and dead batteries. 

The new transistorized radios are 
more rugged too, which means few- 
er service jobs on the radios them- 
selves. Most of the major radio com- 
transistorized 


panies have two-way 


radios. 


A chattering chassis on your trucks 
is trying to tell you something. Listen 
to it. It might be 

Mouse Squeak: Heard when your 
rig takes a bump. It means dry ball 
joints in the front suspension—long 
past due for a lube. A klunk instead 
of a squeak means your steering link- 
ake is loose. 

Bongo Beat: Some cat with the 
bongos under your car or light truck 
signals a bad muffler. In cold weather 
this can mean poisonous carbon mon- 
oxide inside your cab. Fix it quick! 

Wire Brush Swishes: Brake shoes 
may be dragging—if you get the 
sound when not braking. Pull a wheel 
to check. 


Canary Tweeting: Underneath. This 


can mean a dry universal joint. Some 
need lubing every 1,000 miles, others 
interval. Check 
your service manual to be sure. 

Rattling Dice: In hub caps. Loose 
wheel nut, tighten all. 


much longer time 


Is the brake fluid in your trucks 
turning them into death traps? 

It is not only possible, but proba- 
ble, because today only 28 states have 
any type of legislation against the 
sale of sub-standard brake fluid. And 
many of these laws have no teeth in 
them. 

How about your state? These have 
laws that at least try to restrict the 
sale of bad fluids: Alaska, Alabama, 
Arkansas, California, Oklahoma, Penn- 
sylvania, Connecticut, Delaware, Dis- 
trict of Columbia, Florida, Georgia, 
Louisiana, Maine, Minnesota, Missis- 
sippi, New Jersey, New York, North 
Carolina, South Carolina, Tennessee, 
Texas, Virginia, Wisconsin, Rhode Is- 
land, Massachusetts, Kentucky, Ari- 
zona and Michigan. 

The biggest problems with sub- 
standard fluids is a low boiling point. 
The brakes heat up, the fluid boils 
and vaporizes. As a vapor it can be 
compressed and you have no brak- 
ing action. Then after the wreck 
when the cause is being hunted, the 
vapor has cooled and condensed and 
is back in fluid form again. Now the 
brakes work fine. 

Chrysler Corporation engineers 
made a test in Detroit recently and 
found that 28% of the brake fluids 
sold there were unsafe! Of the 75 
brands tested, 15 were found to be so 
substandard they would not pass any 
of the SAE rating formulas. And 
those that were below par were worse 
this time than when investigated five 
years ago. 

There are three types of SAE-ap- 
proved brake fluid: SAE 70 with “R- 
1,” “R-2” and “R-3” endings. The 
R-3 fluid has the highest boiling 
point. Take a look at your fluid sup- 
ply. Is it up to standard? Does it have 
the “SAE 70-R-2” approved label? 
And are you sure that it is made by 
a reputable maker. Remember there 
are 70 makes of inferior fluids on the 
market—all phantom killers! 
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PRECISION NOZZLES 


INDIVIDUALLY OIL TESTED 


No matter how satisfactorily “test samples’? may operate in the laboratory, reliable on-the-job, 
PERFORMANCE in the field is still the most positive and final of all nozzle tests. That’s why, even 
after the most precise and carefully controlled manufacturing operations, each and every MONARCH 
nozzle is individually performance-tested on oil! Think of it! Every Monarch nozzle is individually tested 
for capacity, spray-angle, quality of spray and balance. 

Why waste time and money “trying out” several 
ordinary nozzles just to find one good one if you can be 
assured of results the first time—every time—with 100% 
tested MONARCH nozzles? 

Whether you are an Oil Burner Manufacturer, a 
Dealer or a Serviceman... You Can Be Sure—If 
it’s a MONARCH NOZZLE! 


AIR MIXING EQUIPMENT 
COMBUSTION HEADS: 
G-81-C Head is as easy to install as an ordinary Air 
Cone and Stabilizer. Produces high COs with no 


“adjustments” to get out of order. For 37%" or 4” 
1. D. Air Tubes. 


MANUFACTURING WOR Ley ie Bloded Cone. Ring ond four ode, Seabilieere ter 
ordinar ir Tul cement from to 8” 1. D, 
2503 —. ONTARIO ST., PHILADELPHIA 34, PA. cial “Anti-Pul 


Also special “Anti-Pulsation” equipment. 


ao Wee A a 


Also available: Flame Mirrors, 24" and 
48” Nozzle Boxes, Rocks, Wrenches, etc. 


o oi 4 
DEALERS: Buy from your Monarch Jobber. Write for Catalog “0” 


REMEMBER: It costs more to clean @ nozzle than to replace with a new, precision, guaranteed-uniform Monarch Nozzle. 





GOING STRONGER | THAN EVER! 


More and more of these 
Electric Water Feeders are 


being added to M<Donnell 
Low Water Cut-offs 


Here’s why: 


When you add this No. 101 Electric Water Feeder to a 
McDonnell No. 67 or 69 Series or any other McDonnell 
“twin switch” Low Water Cut-off, you kill two birds with 
one stone: 
yto give owner something he needs and likes —the fully 
automatic boiler water level control of a combined water 
feeder and low water cut-off. 
You end unnecessary shutdowns, and the headaches they 
cause ... end them because the No. 101 is right there 
to keep the boiler going through periods when otherwise 
the cut-off might stop the burner. 


The story is simple: Every McDonnell No. 67 or 69 Series 
Cut-off is provided with an extra “feeder’’ switch that is prac- 
tically shouting for a No. 101. Many No. 101’s have been 
hooked up to these “feeder’’ switches on oil fired jobs. But 
despite the fact that they are going stronger every year, the 
big oil fired market has scarcely been touched. 

That is one big field, but it is only half the story. There are 
also a large number of gas fired boilers, equipped with No. 
67 and G9 Series cut-offs. These Cut-offs have been crying in 


vain for the No. 101... but now comes the good news: 


New model with transformer 
now takes care of the gas boilers 


A new and equally effective electric feeder— No. 101-24V 
—has been developed for gas boilers having low voltage 
control circuits. It has a special low voltage coil and comes 
complete with a companion 24V transformer. Regulations 
prevented wiring line voltage into a terminal box having a 
low voltage circuit, but the 101-24V completely overcomes 
this objection by making both circuits low voltage. 

Note the simplicity of piping and wiring the No. 101. See 
it on display at your wholesaler’s. Ask for latest bulletin. 


MSZSDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave.. Chicago 18, Ill. 
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Ordinary Solenoid Valves won't do 


The No. 101 was specially designed to perform essential 
functions that cannot be properly handled by a conven- 
tional solenoid valve! The No. 101 valve is spring loaded 
to give it powerful drip-tight closure against any city pres- 
sure, and a compound leverage system assures positive 
valve opening by the solenoid. A button for manual feed- 
ing—exclusive feature—facilitates filling, makeup, and 
testing. It has the same time-tested valve mechanism and 
built-in strainer found in other McDonnell Feeders. 
Straight-through 2 inch inlet and outlet pipe connections 
simplify installation. 

No. 101 and 101-24V are for boilers up to 5000 sq. ft. 
Capacity; maximum steam pressure, 25 psi; maximum 
water supply pressure, 150 psi. 


Makes the boiler water level as automatic 


as the firing 
Nothing could be simpler: Simply insert the No. 101 in 


any horizontal section of cold water . above or below 
water level. Wire it into the “feeder” terminals of any 


McDonnell “‘twin switch” Cut Off. 
het \ 














